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THERE IS A TYPE FOR RY WHEELBARROW SERVICE 





These improve s spell the difference WAREHOUSE STOCK 







between “Sterfim” and just plain wheel- a 
barrows. The ish the quality features NEW YORK 
which add to profits on your sales, and ao 
reduce sales efforts. All parts are inter- DETROIT 


changeable, and thus reduce your stock. 
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STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER 
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Tougher steel 


in Disston Hack Saws 


FTER hundreds of experiments and tests, 

Disston steel makers, in the Disston 

Steel Works, developed a new steel for Diss- 
ton Hack Saws. 














This steel is tougher—stronger—harder— 
finer than any you have known before. 
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Made exclusively for Disston Hack Saws, 
this tougher steel is combined with Disston 
workmanship—special teeth, special set, and 
the famous Disston temper. 
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These are the reasons why Disston Hack 
Saws cut faster, cut easier, stay sharp longer. 
Disston Hack Saws will bring you repeat busi- 
ness from your customers. 


HENRY DISSTON & SONS, INC. 
Makers of “‘ The Saw Most Carpenters Use ”’ 
PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES 
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How the Cooking Experts 
Advertise for You 


| Decen over the cookery pages of 


any of the great publications de- 
voted to the home and you will see in- 
numerable recipes illustrated in Pyrex. 


This plus publicity is not paid for but 
is the voluntary contribution of the 
leading cooking experts who know 


in Pyrex. Itis a stronger appeal to the 


| 
women of the land than even the great 
advertising of Pyrex. 


Isn’t there a Pyrex selling thought in 
this for you? 


No Home Can Have Too Much 


PYREA 


Transparent Ware 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
World’s Largest Makers of Technical Glassware 


| 
and prove that they can bake better 
| 
| 
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One good tool sells another 
Sargent Planes and Squares 











SARGENT SQUARE 


SARGENT AUTO-SET 
BENCH PLANE 





ARPENTERS probably 
take more pride in fine 
tools than any other class of 
mechanics. The Sargent 
Planes and Squares you sell 
reflect credit on your store be- 
cause they measure up to the 
highest standards demanded 
by skilled workers. They em- 
body features that compel un- 
stinted praise. 


The Sargent Auto-Set 
Bench Plane is as light and 
keen as an all-round plane 
could possibly be. The rigidly 
held cutter of chromium steel 
cuts against or across the 
grain without the slightest 
chatter. In addition, the Auto- 
Set feature permits the re- 
moval of the cutter for whet- 
ting and its quick replacement, 
without disturbing the origi- 
nal adjustment. There are 
other popular Sargent Planes 
for every purpose. 


Sargent Framing Squares 
calculate the lengths and cuts 
of ‘jack, valley, hip and com- 
mon rafters without any figur- 
ing on the part of carpenter. 

Tables stamped on 
Square are complete, 
correct, final. You 
should also show the new 
Sargent Take-Down Square 


‘now so much in demand for 


shoulder kits. 


We will furnish folders imprinted 
with your name for customer distri- 
bution. 


SARGENT & COMPANY 


Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre St. 
Cuicaco: 221-223 W. Randolph St. 
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| y/ YToMy Fellow Hardware Dealers” 
‘ fu SYRACUSE MAN WINS 
gi TEN DOLLARS 

; J. H. COUDEN 

; ’ B. F. METCALF & SON, INC. 
SYRACUSE, N. Y. 


which has this particular feature is in demand everywhere. From Mr. 
Couden’s letter and many others which we received, we know that 
Atkins Silver Steel Saws are in this class. Dealers in handling Atkins 
Saws will find them a very profitable line. Write for our latest catalog 
and discount sheets. 


Mr. Couden’s Letter 





BPE oh oy 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 


“‘Here’s Why I Recommend Atkins Silver Steel Saw To My Fellow Hardware Dealers.” 


Because the Atkins saw line presents a rare combination of high quality, high rate of turnover, ‘ 
jmoderate price, ease of selling, attractiveness and efficiency. Often several of these qualities are to be 
found in a given hardware article, but few, indeed, are the hardware items in which all of these attributes 
are so clearly evident. 


Because the high quality is found in the exclusive Silver Steel, the taper grinding, the high polishing 
and finishing, the fine finish of the handle and its mounting at the correct working angle. 


Because the high rate of turnover will be proven quickly to any dealer if he will hand out for in- 
spection an Atkins and a competing saw to a dozen consecutive saw customers, let them choose, and note 
which line moves faster. 


Because the Atkins is moderate in price and Mr. Customer is agreeably surprised to find that he 
pays no more for an Atkins than for a competing quality saw. 


Because it is a cinch to sell an Atkins. You hand over the type desired. A few brisk words 
touching the high spots, a few admiring glances by the customer, and the deed is done. 


Because, for sheer beauty and attractiveness, we haven’t seen any others that could hold a candle 
to the Atkins. 


Because—and this is, we think, the best reason of all—a man buys a saw principally for the work 
that it will do, and when it comes to fast and true work, freedom from binding, retention of sharpness and 
ease of operation; that is where the Atkins sure does shine! 

Yours very truly, 
J. H. COUDEN. 


A Few Pointers on Atkins No. 25 Dovetail Saw 


Here is a saw that all dealers should have in stock together with their regular line of 
Atkins Silver Steel Saws. It is made for light, fine work, just the saw for making close 
joints in radio cabinets and other particular jobs. The Silver Steel blade has a stiff steel 
back which makes it very rigid and strong. It is an inch and a half wide and toothed 
17 points to the inch. 





E. C. ATKINS & COMPANY 


Established 1857 


ae Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People”’ 

- Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
S BRANCHES: 

i, New York Atlanta Memphis San Francisco Seattle Paris, France 

ay Chicago New Orleans Minneapolis Portland Vancouver, 8B. C. Sydney, N. S. W. 


‘ATKINS ALWAYS ABEADW’ 111111 
































Somethi 
Socket Wren 








Ask your Jobber 
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New in 
ch Sets 


Boost your spring business 
with this new No. 25 Sock- 
et Wrench Set. It is partic- 
ularly designed for heavy 
duty, each part being made 
from extra heavy stock. 













General mechanics and garage 
men are enthusiastically buying 
this new No. 25 Interchangeable 
Socket Wrench Set. The price is 
reasonable, too. 


Three extra heavy handles of ap- 
proved shapes are provided. 
Twelve heat treated hex sockets, 
ranging from 7/16” to 1%” in 
size, provide a wide working 
range. 


Complete set is packed in strong 
substantial tool box, designed 
for convenience and durability. 


WALDEN-WORCESTER 


INCORPORATED 


475 SHREWSBURY STREET 
WORCESTER, MASS., U.S.A. 
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Standard Steel Squares 





SQUARES THAT GIVE REAL SERVICE— 


Pexto Squares possess many exclusive features, par- 
ticularly the markings which are arranged so that the 
mechanic can obtain the desired information at a glance. 


eUAGR NE | The line consists of Standard Steel Squares and Take 
eee Down Squares in all the standard finishes and varieties 


of markings. 
Take-Down Squares 
An interesting and instructive booklet describing the 


Have easy, simple yet strong locking device which gives use of the Rafter Framing and other Squares is packed 
a perfect fitting joint. Each packed in individual carry- with each square. 
ing case. 


Write for Catalog No. 20 showing complete line of 
Pexto Mechanics Hand Tools. 


hEXPANSIV, COMPASSES &Y 6 $2 MONKEY WRENCHES * . GEN 
E DRAWING 7 g gvioers %e é. ANGLE WRENCHES Swnenee, 
e o ca S g INES on OF 2B, 
Sz cf @ BI EPINCERS G00 u> of fe 
T HATCHES “cy % CALIPERS Xo ae 6S , ES 
XCHISELS” 9S pe: oa oe a 
ze $2 Fe % 25 Oey, OSS 
™ 3 4RIVETSETS GS © 3 oe le coe> 
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THE PECK STOW & WILCOX CO. Southington, Conn.USA 
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It used to be “Some job” to reship 
Screw Plate Assortments—the right size 
boxes were not always available and it 
took time to build boxes to fit the assort- 
ments. 


It’s different now—the Greenfield way 
has simplified shipping methods com- 
pletely. 


Now the shipping clerk takes the num- 
bered plate from the shelf, all packed in 
a corrugated container, slaps on an ad- 
dressed label and off it goes to the cus- 
tomer who receives it in perfect condi- 
tion. 


We'll gladly mail any Jobber or 
Dealer the complete list of 44 Assort- 


ments shipped in this manner, also a copy 
of Catalog 46-A. 


sas Veretaad 
CORPORATION 


* GREENFIELD, MASSACHUSETTS ~ 
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The 
SILENT PARTNER 
On 
A MAN-SIZE JOB 


Coes Key Model Wrenches need no rec- 
ommendation. Their previous users 
are their personal reference. 


They have been employed in the 
largest engine rooms, machine 
shops and power plants, taking the 
place of chain tongs and eliminat- 
ing the expense of costly make- 
shift tools. 


Where heavy work has called 
for dependable service it has 
been their privilege to uphold 

the reputation of the Manu- 

facturer and gain the confi- 

dence of those who “do 
things in a big way.” 


This data is well worth hav- 
ing before you for future ref- 
erence: 


The Key Model Wrench is 
made in 3 sizes, 28, 36, and 48 
inches overall. (We also furnish 
a 72 in. size on special order.) 


28” opens 544”. Will take a Hexa- 
gon nut union on 4” Pipe. Weighs 

16 pounds. 36” opens 6%”. Will 
take a Hexagon nut union on a 5” 
Pipe. Weighs 27 pounds. 48” opens 
914”. Will take a 9” Hexagon nut. 
Weighs 62 pounds. 


The 72” size opens 1214” and weighs 165 
pounds. : 


Coes Wrench Co. 


Worcester, Mass, 
SELLING AGENTS 

J.C. McCARTY & CO., 29 Murray Street, New York 

JOHN H. GRAHAM & CO., 113 Chambers St., New York 

FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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Machine Screws 
tove Bolts 
Tire bolts 
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American S crew | Co. 


PROVIDENCE , J. 


WESTERN DEPOT 
225 WEST RANDOLPH ST. CHICAGO, 
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ERE is a lock with dead bolt security—and night latch 
convenience. 

The Yale 44 Automatic does automatically all of the 
things your customer forgets to do manually. 

As the beveled bolt-section of this remarkable lock snaps 
into place the heavy square spring-bolt is automatically thrown 
almost twice the usual distance into the strike and deadlocked! 

It is then proof against end-pressure and violence. 

It can be released only by a turn of the key from outside or 

; .thumb-knob from the inside. 
Safed 96 of the. ne a Every time the door protected by a Yale 44 is closed, it is 
bolt when door is open. securely deadlocked. The Yale 44 Automatic. cannot forget. 

Give your customer a demonstration. Hold the guard-slide 
back and let the bolt spring forward its full double throw. 
Then ask the customer to try to push it back. The price is 
moderate. You will usually make the sale. 

The Yale 44 Automatic is a highly profitable lock to carry 
and sell. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 








pre a el ge lt Canadian Branch at St. Catharines, Ont. 


#0 closed. YALE MADE IS YALE MARKED 


Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 























































































































































































































































































































12 Mesh, No. 33 guage each way 4 
14 Mesh, No. 33 guage each way é 
16 Mesh, No. 33 guage filler 
No. 34 guage warp 
18 Mesh, No. 34 guage filler 
No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black: Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 












































































































































































































































Wickwire Brand Hex Nettings : 
Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1373 INCORPORATED 1892 
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Steel plus Copper means 
service plus satisfaction! 
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KEYSTONE 


C 
OPpeR ste 
Black and Galvanized Sheets 

















and Roofing Tin Plates 





Keystone quality assures better roofs and sheet metal work 





The destructive enemy of shegt metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will! 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially,adapted to the re- 
quirements of the hardware and builders 
supplytrades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 











American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 








Chicago 





Cincinnati Denver Detroit 


DISTRICT SALES OFFICES: 


New Orleans 








New York Philadelphia Pittsburgh 


Export Representatives: Unitep States Steet Propucts Company, New York City 
Pacific Coast Rapeosmmtasiene: Unitep States Steet Propucts Company, San Francisco, Los Angeles, Portland, Seattle 














St. Louis 
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_ That’ san Amazing Bolt” 


UST run a nut up on an Empire New Process bolt, 
and then on a gauge, and see if you can feel any dif- 
ference. There isn’t any difference—to speak of. A com- 
parator photograph shows the thread of an Empire New 
Process bolt and the thread of a hardened and ground 
gauge to observe about the same tolerances! 


RUSSELL, BURDSALL & WARD 


The thread of the Empire New Process bolt is buiit up 
in a new way—by a new kind of tool that has no equal 
for precision. It is so strong that no nut can strip it. 
Empire New Process bolts are available to all who want 
them at the cost of previous Empire bolts! 





© BOLI & NUT COMPANY © 


PORT CHESTER.N-Y. 


PEMBERWICK,.CONN. ~ CHICAGO - 


SAN FRANCISCO ~ ROCKFAILS.IL. 
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It Helps Us, 


but It Helps You More 


Yes, it reduces manufacturing cost and manufacturing 
bother to make all garden hose in the logical 58" size. 





But in urging this standardization, manufacturers are 
by no means altogether selfish, because it is equally a 
help to both wholesaler and retailer, and it gives the 
consumer—the man who pays the bill in the end—the 
best possible value for his money. 


98" hose will deliver all the water which comes through 
the ordinary hose fittings without friction; 1" hose 
won't do this; 34" hose will deliver such a slight in- 
crease of water in a given time that*it is not worth 

the extra cost of the heavier hose and the extra labor 
of lifting it around. 


Standardizing on the 58" channel means gain for 
everybody all the way from the mill to the home. 





MECHANICAL RUBBER GOODS MEFERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company The B. Goodrich Rubber Co. Pioneer Rubber M 

Boston Belting Company | odo Tire & Rubber Company Quaker City Habber Company 

Boston Woven Hose & Rubber Co, Hamilton Rubber Mfg. Co. Republic Rubber Company 

Cincinnati Rubber Mfg. Co. Hewitt Rubber Company Thermoid Rubber Company 

Combination Rubber Mfg. Co. Home Rubber Company United States Rubber Company 

Electric Hose & Rubber Co. Murray Rubber Company Voorhees Rubber Mfg. Co. 
New York Belting & Pashios Co. 
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Samson Masons’ Line Trade Mark Reg. U. S. Pat. Off. 


Samson Solid Braided Cord 


is made in all sizes and colors for all pur- 
‘snd Veuthanet’ Cord. poses. It is adapted for any use where a 

smooth, round firm cord is desired, and 
is especially durable in running over 
pulleys. 





All cord bearing the trade mark of 
Samson and the Lion is made of extra 
quality stock, is carefully inspected, and 
is guaranteed free from all imperfection 
of braid or finish. 

2 ro ae We show here a few of the different 

jane wre Ss cords we make. Our Phoenix and 
Sachem brands of sash cord are the best 
of their respective grades, and do not 
contain the large or loaded center often 
found in low-priced cords. 





Samson Spot Sash Cord 


There Is a Difference in Sash Cords 


. Send for samples, catalogue, and full information. 





Phoenix Sash Cord Samson Cordage Works 
Boston, Mass. 











Samson Dumbwaiter Rope Trysum Twine 


Sachem Sash Cord on Tube 
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HYATT ROLLER BEARINGS 








Keep your Coldwell Window Display working. & 


We have provided ample stock and assortment at our Branch 
Houses and at the factory to fill your mid-season requirements. 


You can increase your lawn mower profits by getting in touch 
with your local Estate Owners, Park, Cemetery, Golf Club, and 
School people on our power and gang mowers. Let us help you 
cash in on these extra profits. 


COLDWELL 


DEPENDABLE LAWN MOWERS = 
Hand, Horse, Motor Gang | 
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COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S.A. 


FACTORY BRANCHES—DES MOINES, Iowa: 319 South West Fifth St. CHICAGO, IIl.: 4139 West Kinzie St. 
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Goop hardware salesman will see 
the logic of pairing or coupling up 
his sales. For instance, when he sells 
an edge tool to a mechanic he sees the 
possibility of selling a Carborundum 
Sharpening Stone. It’s just as easy as 
selling a brush with a paint order. 


Right now hardware men have a splen- 
did opportunity to cash in on this idea. 
Farmers, Gardeners and Householders 
are buying scythes and grass hooks, 
lawn edgers and other tools that will 
need sharpening. 


Every time such a sale is made you 
have created a purchaser for a Carbo- 
rundum File or an Aloxite Scythe 
Stone. 


Aloxite Scythe Stones are the fastest, 
cleanest-cutting you can offer. They 
give the scythe or grass hook just the 
edge it should have. 


The Carborundum File is the handi- 
est of all abrasive tools. It will do 
any sharpening job from touching up 
mower section knives to edging a spade. 


The Aloxite Scythe Stones 
Are put up in Attractive Display Boxes 
One Dozen in Each 


The Files are packed One or Three Dozen 
to a Carton 


Glad to give you Prices, Discounts, Etc.— 
cAnd Immediate Delivery 


Carborundum Sharpening Stones 
Sharpen the Tools of the World 
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@MADE Better- SELLS Better 


Because of its extra thickness, Wagner Cast 
Aluminum Ware has a sturdiness and beauty 
that no ordinary aluminum ware can equal. 
Thousands of women have learned the differ- 
ence. And once they buy one piece of Wagner, 
they almost invariably buy more. 


It is because of this positive preference 
among particular women that Wagner Cast 
Aluminum Ware isa profitable seller wherever 
known. And, because it is not sold on a com- 


petitive price basis, it yields greater profits 
than you can get on ordinary aluminum ware. 


The Wagner Re-Sale Plan offers you broad- 
gauge selling co-operation. It moves the goods 
off your shelves—assures steady turn-over the 
year ’round, without special sales and without 
sacrificing profits. America’s leading merchan- 
disers are pleased to call it the outstanding 
success of its time. Your orders and inquiries 
are cordially invited. 


THE WAGNER MANUFACTURING COMPANY, Sidney, Ohio 
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Wagner De Luxe Cast Iron 


Cooking Utensils 


Wagner Cast Iron Ware is high grade 
handsomely finished—totally differece vty 
dinary kinds. The Skillet and Dutch Oven 
shown are two popular items. They combine 
all the goodness of the old-fashioned heavy iron 

| vessels with modern design and fine finish. 

The complete line of Wagner Cast Iron Ware 
| includes kettles, waffle irons, griddles and many 
other items. The big new Wagner Catalog gives 
full descriptions and details. It will be gladly 
sent to any dealer free upon request. 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 











num, Ware’ Secton in Chicare’ 
largest department store. 


Complete Line of Wagner Cast 


Aluminum Ware 


The complete Wagner line of Cast 
Aluminum Ware includes Tea Kettles, 
Percolators, Coffee Pots, Tea Pots, 
Casseroles, Dutch Ovens, Kettles, 
Skillets, Griddles, Waffle Irons, and 
scores of other items. New catalog 
pictures and describes the full line 
in detail. Write for your free copy. 
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Our Monthly Specialty Plan 
Has Increased Sales for Our Dealers 


That our monthly sales drive was sound in pminciple is proven 
by the increased sales of the lines upon which we concentrated. 


In JANUARY we concentrated on ENAMELS 
In FEBRUARY-MARCH on REFLECTO line 
In APRIL it was on VARNISH STAINS 


In MAY on ATLAS READY MIXED and 
FLOOR and DECK ENAMELS 


Dealers who took advantage of the sales and advertising in Jan- 
uary, February, March and Apmil enjoyed increased profits. 


REFLECTOFLAT | 
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DON’T DELAY—PAINT TODAY 


BUY WETHERILL “ATLAS” The Profit-Making Line for the Dealer 
GEO. D. WETHERILL & CO. 


BOSTON PHILADELPHIA MEMPHIS 
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Pigment Liquid 
O9.TG% sees 


39% ..-. 


FORMULA 
Shade 510——Silver Gray. 
Total 
White Base... 64.6% ¢ 
Coloring 
Material .2% 
Linseed Oi] 30.0% — 
Japan Dryer .. a ae: aeae~e 
Turpentine ... 2.9% . 
100% 100% 


‘sis of White Base. 
hs éetens a 


Analy: 
Carbonate White Lea 


a Se. «osu éeeeen 6eees Dee 


Chinese Blue: 
Ferrie Ferro Cyanide 


85.2 % 
6.5 % 
8.3% 
100% 
66.6% 


100% 


Analysis of Coloring Material. 
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Are Your Paint 
Profits Tied Up ? 


Have your paint profits disappointed you? If you are 
not dominating the paint business in your neighborhood 
it's your fault. 


MONARCH 


100% Pure Paint 


is the brand you need on your shelves to stimulate paint 
sales in your store. Monarch will do for you what it has 
done for hundreds of other successful dealers everywhere 
—it will make your paint department your most profit- 
able line. Here are the reasons: 


It covers more surface. 

It spreads easier. 

It lasts longer. 

It is more economical. 

It is an honest paint. 

It gives dollar for dollar value. 


Maw h = 


Behind Monarch is an advertising campaign that is sur- 
prisingly different from the ordinary hit and miss pub- 
licity. 

Monarch advertising paves the way and actually forces 


quick turnover of your paint stock. 


Sales Promotion Work that is done with the personal 
touch convinces and satisfies the prospective buyer. 


Let us tell you more about the best paint proposition in 
the world today. Write us now. 


THE MARTIN \¥% 
Pioneers of Pure Paint 


2520 Quarry Street, CHICAGO 


> PURE PAINT 
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sieve of silk for white-lead 
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Silk bolting cloth forms a screen so fine there are 27,000 
holes to the square inch. Before white-lead is considered 
fine enough to merit the Dutch Boy trade-mark, it must 
pass through the microscopic holes in this silk testing sieve. 





Left—Photograph of silk bolting cloth, actual size. 
Right—The same cloth magnified four times. 
Compare the holes, which are scarcely noticeable, 
with those in the enlargements of fine linen and 


cheesecloth shown below. 
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Fine linen—actual size and enlarged four times. 





Cheesecloth—actual size and enlarged four times. 


VEN when enlarged four times, the meshes 

of silk bolting cloth are so minute as to 
be almost invisible. As shown by the illustra- 
tions, the finest linen is coarse in comparison. 
Yet every one of the millions of particles which 
make up a keg of Dutch Boy white-lead must 
be sifted through a screen of this superfine silk 
bolting cloth. 

White-lead which will not pass 
through this silk sieve is rejected 
as too coarse for the Dutch Boy 
trade-mark. That which goes 
through is so impalpably fine that 
_ more than one hundred particles 
“ei could be laid side by side upon 
the head of a pin. 

It is this extreme fineness which accounts for 
the ease of application and remarkably spread- 
ing power of Dutch Boy white-lead. This fine- 
ness also explains why Dutch Boy white-lead 
forms a smooth, even film which clings so tightly 




















that it seems to become a part of the covered 
surface. And this fineness is one of the rea- 
sons why Dutch Boy white-lead is in such 
demand that hardware dealers in all parts of 
the country report fast turnover and increas- 
ing sales of this standard paint product. 


Free sample of bolting cloth 


You can get an even better idea of the extreme 
fineness of Dutch Boy white-lead by examin- 
ing the actual silk bolting cloth. 

Write us on your letterhead and we will send 
you a free sample of bolting cloth together with 
“The Story of White-Lead,” an interesting 
folder which tells how white-lead is made and 
illustrates each operation in the manufacturing 
process. You can use this sample and the folder 
to help sell more Dutch Boy white-lead. 


NATIONAL LEAD COMPANY 
Room 1816—Dept. A 
111 Broadway, New York, N. Y. 
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Pockrandt— Akron, Ohio 


Journeyman—Retailer—Distributor 


Manufacturer—With Eagle White Lead 

















EAGLE 


1910 Mr. Carl Pockrandt started his 
retail paint store in Akron, Ohio. He 
ordered Eagle White Lead in Oil for he 
knew it as the best white lead obtainable. 
He had used it ten years before as a journey- 
man painter. 

His first order was for 500 pounds. 
The consignment was sold the day that it 
arrived. Since that date he has steadily in- 
creased hissalesof Eagle White Leadin Oil. 

In the fourteen years his sales grew from 
500 pounds to 5 carloads and this, he says, 
with never a complaint on Eagle from a 
customer. That is why he sells Eagle ex- 
clusively. 

In 1914 Pockrandt entered into the 
wholesale and distributing end of the busi- 


ness, handling paints and varnishes, and 
Eagle White Lead in Oil. 

In 1919 he started manufacturing a 
complete line of paints. Eagle-Picher Lead 
pigments are used exclusively in Pock- 
randt’s high quality paints. 

The marked success of the Pockrandt 
Company [nationally recognized in an 
articlein SYSTEM Magazine in 1917} is 
due to the ability and the good judgment 
of Mr. Carl Pockrandt, Secretary -Trea- 
surer and General Manager. 

He says, however, that a part of the 
credit is certainly due to the fact that he 
handles and uses only high grade products 
—among them Eagle White Lead in Oil 
and Eagle-Picher dry products. 


The EAGLE-PICHER LEAD COMPANY -: 208 South La Salle Street - CHICAGO 





CINCINNATI CLEVELAND PITTSBURGH 


© Pyre Old Dutch Process 


WHITE LEAD 


PHILADELPHIA NEWYORK MINNEAPOL'S 





BUFFALO DETROIT BALTIMORE NEWORLEANS' KANSASCITY ST.LOUIS JOPLIN 


Plants: CINCINNATI _ NEWARK GALENA, KAS. 
* EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. 


HENRYETTA, OKLA. PICHER, OKLA. 


JOPLIN, MO. HILLSBORO, ILL. (2 Plants; 
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The famous 
Valspar 
boiling water test 




















How to Simplify Your Stock— 


WHY give room to stock that doesn’t 
pay its board? Your shelf-space is 
too precious! 

Simplify your lines! 

Simplify by concentrating on a few 
rapid sellers. Eliminate the “dead 
ones.” This saves not only space but 
selling effort. It involves less clerical 
work—less ordering, accounting, check- 
ing. It’s less confusing, and it takes less 
time to sell your customers what they 
want. 

Most important of all—concentration 
means smaller investment for the same 
volume of sales and also quicker turn- 
over and bigger profits. 

Stocked with Valspar and Valspar in 


Colors you can satisfactorily meet every 
requirement of your customers. For 
Valspar Varnish, Valspar Varnish- 
Stains and Valspar-Enamels may be 
used for every purpose, indoors and out, 
where a clear or colored varnish is re- 
quired. All three are absolutely water- 
proof. All three are unequalled in 
toughness, elasticity, durability. 


What’s more—Valspar and, Valspar 
in Colors are known wherever enamels, 
stains and varnishes are used. Our tre- 
mendous national advertising has made 
the Valspar boiling water test a byword 
for dependable quality. With this pub- 
lic confidence in Valspar you’re sure of 
constant sales and bigger profits. 











VALENTINE’S 






The Varnish That Won't Turn White 


LSPAR 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 


New York Chicago Boston Toronto 
London Paris Amsterdam 





W. P. FULLER & CO., Pacific Coast 
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Hardware Age Verified List 


of Wholesalers and Retailers 
Fifth Edition (1924) 


It gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
salers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practically indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 

Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 

Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
Countries. 

5c, 10c and 25c Stores carrying hardware in the United States 
and Canada. 

Department Stores carrying hardware and housefurnishings in 
the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and house 
furnishings. 

Woodenware and Wiliow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 

Members of leading Hardware Associations. 

All this valuable information is contained in the Fifth 
Edition (1924) of 


Hardware Age Verified List of 
Hardware Wholesalers and Retailers 


You cannot afford to be without Verified List—just the 
information you need—conveniently arranged, up to the 
minote, and thorenghly reliable. SEND FOR IT NOW 


$12 .00 
Postpaid 





HARDWARE AGE 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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Copyright 1923 
Pratt & Lambert-Inc. 


From a Painting 
By Norman Rockwell 
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Pratt & Lambert Varnish P <amasoid by paint and hardware dealers. 


Send for Color Card, <nnned with ‘61° Floor Varnish; and Names of Local Dealers. 


Pratt & LAMBERT-INC., 114 Tonawanda St., Buffalo, N. Y. In Canada, 20 Courtwright St., Bridgeburg, Ontavio 


= PRATT @GLAMBERI 
VARNISH PRODUCTS 
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Let’s all push together on the 


road to “Double-the-Industry” 


HE business press is full of examples of what others are 

doing with Paint and Varnish. “Setting a Goal cf 
$100,000 in Paint Sales,” “Turning the Paint Stock Eight 
Times a Year”—news articles like these appear almost 
every week. 


With the country three-fourths unpainted, with building 
going on in great volume, there’s plenty of leeway for every 
retailer to sell more Paint and Varnish. 


It’s worth trying for. Your Paint Department can make as 
much money for you as any department in your store—and 
more than most. 


How’s your Paint Department? 
A turnover of paint and varnish stocks from 6 to 10 times a 
year is common. And witha good net profit on each turn- 
over, the annual return on capital invested in paint, varnish 
and allied materials is something well worth your effort. 


The main thing is to push the Paint Department. Let your 
customers know youhave one. Put it where they 'llsee it. Train 
them to look to you for sound advice on saving the surface. 


And follow up prospects 
The big reason why so many surfaces are neglected is be- 
cause SO many property owners are neglected. You know 
lots of owners whose property would be better for paint and 
varnish. Why not talk to them about it? 


That’s the way to keep paint and varnish moving through 
your store. 


SAVE THE SURFACE CAMPAIGN 


Philadelphia, Pa. 


507 The Bourse 
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1—WET THE SPONGE WITH 
CLEAN WATER. 












2-—POUR SANI-FLAT OR 
MIXED MURESCO ON 
SUITABLE FLAT CARD- 
BOARD, TIN 
OR WOOD 
SURFACE. 








3—ROLL VARI-TONE SPONGE 
ROLLER IN PAINT UNTIL 
THOROUGHLY SATURAT- 
ED. 


4—ROLL CAREFULLY OVER 
WALL PRESSING UNIFORM- 
LY. 


5S—KEEP SPONGE CLEAN BY 
WASHING CAREFULLY, 
WHEN WORK IS FINISHED. 








NEW YORK 
CHICAGO 
CLEVELAND 
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ARTISTIC 
DECORATION 


—a new practical way 


You will increase your sales of Muresco and 
Sani-Flat by introducing and demonstrating 
this new decorative device to users of these 
products. 


The Vari-Tone Sponge Roller offers painting 
contractors the opportunity to interest pros- 
pective customers in a new and artistic style 
of decoration. 


Muresco or Sani-Flat applied by the Vari- 
Tone Roller produce effects of unlimited va- 
rietv of tones, unattainable with any other 
method, affording a wide range of color com- 
binations in patterns that are uniform, regular 
and beautiful. 


Write for folder, prices and further information 
regarding the Vari-Tone Sponge Roller. 


U. S. Patented Nov. 21, 1922 
‘Canada Patented Sept. 18, 1923 








Open for cleaning 


ee 


Benjamin Moore & Co. 


ST.LOUIS 
CARTERET 
TORONTO 
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Once a Customer Uses 
Luxeberry Enamel He 
Accepts No Substitute 


T is a significant fact, and perhaps you already 

know it, that when a customer has once used 

Luxeberry White Enamel it is almost impossible 
to sell him any other brand. 


The reason for this is the outstanding superiority 


of Luxeberry—the greatest achievement in the mod- 


ern history of enamel-making. 


Luxeberry is pure white, not tinged with blue, gray | 


or yellow, and properly applied will never discolor, 
crack, peel or chip. 


Luxeberry is backed by heavy national advertising 
and a firm whose reputation is known around the 
world. 


As a dealer in high-grade merchandise, you should 


carry not only Luxeberry Enamel but the whole _ 
Berry line—the strongest and finest line of varnishes, | 


enamels and stains manufactured. 


Let us tell you how many big dealers have grown bigger 
by carrying Berry goods exclusively 


BERRY BROTHERS 
DETROIT MICHIGAN 






ENAMEL 





ENAMEL SPREADS CONTENTMENT 
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WHITING - 
BRUSHES 


Look Out for Old Man Decay 


Keep your house well painted and he can’t 
hurt it. You’ll buy good paint of course, but 
to apply it permanently and attractively you 
must use Good Bristle Brushes. Whiting- 
Adams Brushes are the best. 


Send for Illustrated Literature 


JOHN L. WHITING-].J. ADAMS CO. 
Boston, U.S.A. 


Brush Manufacturers for Over 114 Years and the 


Largest in the World 
Se 
























































Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the third issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 








May 15, 1924 
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This Handsome Murphy Display 


belongs 1n your window 


Easily the strongest and most attractive You can’t get the full effect, of course, 
Murphy window display ever produced. from the illustration on this page. No 
Standing 40 inches high, easel-supported, photograph can do justice to 8-color litho- 
it provides for four insert cards, 20 x 28 graphy. But just wait till you see it in 
inches, beautifully lithographed in eight your own window—you'll get a thrill and 
colors, which can be alternately displayed 1 in your Murphy sales will get a_ boost. 
the cut-out space. Tinned top and bottom Nobody's going to miss this handsome 
for hanging in store after use in window. display. 


If you haven’t received the display, write us at once, using 
your business letterhead. The “edition” is limited. 


Murphy Varnish Company 


NEWARK CHICAGO SAN FRANCISCO MONTREAL 
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The Open Door 
to the ‘Real Hardware Merchants 


N 6353 communities of the country there are active aggressive hardware 
retailers—such as Bob Murray, Hamp Williams and Arthur Lamson—who 


assiduously read HARDWARE AGE as their business bible every week. As a 
group these merchant-subscribers to HARDWARE AGE constitute the backbone of 
the hardware trade—progressive, intelligent merchandisers who in every case con- 
trol the retail business of their vicinities. Every merchant-reader of HARDWARE 
AGE is an unqualified asset for a manufacturer. 


The door to these better hardware merchants is wide open to aggressive manufac- 
turers seeking to “dig in” and intrench their merchandise firmly in the hardware 
trade. They can partake of the intimate contact existing between HARDWARE 
AGE and its readers, and tell their story in the friendly atmosphere of the pages 
of HARDWARE AGE. 

Three score and ten years of service by HARDWARE AGE has firmly cemented the 
faith which these business men have in their business paper. Its prestige sup- 
porting your sales message is a surety of a respectful hearing. 

How profitable other manufacturers have found their advertising investment in 
HARDWARE AGE is reflected in the fact that during 1923 almost twice as many 
advertisers used HARDWARE AGE as compared with the next ranking paper. 


HARDWARE AGE 
239 W. 39th St. 
New York City, N. Y. 


Member 
A. i &. a A 
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A new aid in selling 


HE new Utility Tray means that it will be 
easier for the jeweler to sell in larger units 
than half dozens. It makes an effective display 
feature in show case and window, for it is hand- 
some enough to attract attention to any setting. 
In the home the Utility Tray becomes an at- 
tractive means of storing silverware in serving 
table or buffet drawer. The tray is constructed 
to hold varying combinations or assortments of 
pieces to meet individual preference. 
There are three distinctive color schemes: old 
rose with rose and gold frame ; mistral blue with 
blue and silver frame ; peacock green with green 


INTERNATIONAL SILVER 


1847 





“Utility Tray” 


A new convenience in the home 





7 - € J 4 4B wat 
No. 9 Utility Tray. 
lL.lustration shows tray fitted with twenty- 
sic pieces. Assortment can be varied at 
dealer or customer's wish to comprise from 
twenty-six to forty-four pieces. 


and gold frame. We recommend the stocking of 
all three colors, thus giving an extra value to your 
display and assuring a reasonable assortment from 
which the consumer can select. 

These trays are sold tothe dealer at the nominal 
cost of 75c each. This is only a small part of the 
cost. We are willing to absorb the larger portion 
in order that the assortment may be retailed at 
practically the cost of the goods alone. 

Consult your jobber or write to the Sales Pro- 
motion’ Department for further details. When 
ordering, be sure to specify color. Sold only 
with the silverware. 


COMPANY, Meripen, Conn. 
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Chest No. 546 


A new and handsomer chest assortment 


HIS is something really new and has not been 
shown in conjunction with silverware before. 
The chest has a polychrome metallic finish in 
beautiful golds, blues and greens, well burnished 
and harmonizing with the velvet linings. The 
latter are in peacock green, old rose and mistral blue. 
This new chest is furnished in fifty-piece com: 
binations, consisting of twelve each Hollow 


Handle Dinner Knives, Flat Dinner Forks, Tea 
Spoons and Dessert Spoons, and one each Butter 
Knife and Sugar Shell. 

It offers a rare aid in selling silverware in 
larger units. It will appeal particularly to the 
buyers of silverware for gift purposes. 

Consult your jobber or write the Sales Pro- 
motion Department for further details. 


INTERNATIONAL SILVER COMPANY, Meripen, Conn. 


1847 
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GULLIVER GOODS 
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There are Giant Sure to 
Possibilities in Captivate 
Lilliputian the Satisfied 
Merchandise Customer 











Reg. U. S. Pat. Off. ss e ~ ° 
No. 995768 which will More and more merchants are joining the Gulliver 


be strictly enforced . Pa ‘ : - id 
ee ee Goods drive for increased Small Wares business. Display 
Windows—Sales Tables in thousands of stores are being 
built around the Gulliver Goods Idea. 









There are 100 Lilliputians in your store. Group them 
into a Gulliver Geods Display 


DOMES of SILENCE 


33 
None Genuine Without the Name “Better than Casters 
DOMES of SILENCE Stamped Inside | 
A Window Display of Gulliver Goods that One of the fastest selling of all Gulliver Goods. Give 
proved very successful. More than 60 fast : a ; ; 
selling items are displayed in this medium size them a prominent place in your Small Wares Dis- 


window. No special fixtures were required. 


play. Assortment D-19 contains one dozen sets 

ise, Ove ee ee each 1% in., 54 in., and /% in. sizes. (14 Gross 

Sets.) | 

Order from your Jobber Today. 
DOMES of SILENCE Division 


- Henry W. Peabody & Co. 
* 17 State Street, New York City; 


P-1607 
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Hot off the Press 


THE NEW STARRETT CATALOG 
N2. 23 A is now ready for 


distribution. Shows all the new for instance 


Angle Gage 
Starrett Tools which have been = Bocnsnn’ Base for 


Jack Screws 


Rolling Mill Gage 


added since our last catalog was Drill Point Gage 
exiDie Otainiess Kule 


published, many of which are _ PeckaniicromererCase 


Dial Bench Gage 
here listed for the first time. Send sea 
promptly for copies for your r 


customers. 

















THE L. S. STARRETT CO. 


The World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


6631 ATHOL, MASS. 
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No. 518—Light Narrow Butt 


Shows Actual Size—2'% inch 
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No. 508—Light Narrow Butt 


Shows Actual Size—2™% inch 





Just Butts 
But— They 


and Dealers know if “National” is specified when purchasing Butts, it is ade- 
quate assurance the customer is figuring on a high quality job—for Butts do 


differ in quality. 


22 No. 028—Light Narrow Butt 


re “Nationals” %°,528—Liett Narrow Bu 


\S 


National Butts Nos. 508, 518 and 528 possess erly fitting parts are linked with quality, for 
that “Height of Perfection” appearance, perfect operation and long service. 

which reveals thoroughness in workmanship National Butts are supplied in all standard 
and construction. sizes and the many finishes to meet the 
Down to the smallest detail, smooth, prop- trade’s requirements. 


/ . 
More and more dealers daily realize the importance of National “Service”—“From Manu- 
facturer to Retailer” and “Orders Shipped the Day Received.” It is this Prompt Service 
and Lower Cost method of supplying the Retailers with a High Quality Line of Builders 
lardware that makes “Nationa!” so popular. 


Write To-Day for the Complete National Catalog 


NATIONAL MANGFACTURING CO. 

















Sterling Illinois 


Natienal 


ulilders’ Hardware 
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The Neck of the Bottle 


* #HE BUSINESS OF MERCHANDISING 
is housed in an imaginary bottle. At the 
bottom is the mill or factory which pro- 

duce the goods. Next comés the jobbing house 

in which the goods are gathered together to be 
passed on to the retail store which forms the neck 
of the bottle. 

The manufacturer makes and distributes his 
goods. The jobber’s function is one of distribu- 
tion only. The retailer does the actual selling. 
All the merchandise made and distributed must 
pass out over his counters in sales before the 
chain of merchandise is complete. If the goods 
stop on his shelves, business also stops, while 
manufacturer and jobber fall with the retailer. 

In the neck of that bottle is the retail salesman, 
whose function it is to keep the flow of merchan- 
dise at its maximum. He is the key link in the 
chain of merchandising. Also—he is the most 
neglected link in the entire chain. 

The manufacturer with his mind on problems 
of making, forgets him. The jobber busy with 
distribution, overlooks him. Even the merchant 
allows problems of buying, arranging, account- - 
ing, etc., to overshadow his importance. With 
the burden of distribution on his shoulders he is 
largely forced to shift for himself. 

Is it any wonder that, according to experts, 85 
per cent of the customers brought into stores 
by good advertising are turned away by inade- 
quate selling? 

It makes no difference how much a bottle holds. 
It can release its contents only through that 
narrow opening known as “The neck of the 
bottle.” The neck is of the right size for the 
bottle so long as it is kept open. Anything that 
tends to choke up the neck impedes the flow. 

There is a vital need for helpful, sympathetic, 
constructive action all along the line to keep the 
Neck of the Bottle open. 
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“The Customer's -Yiewpocnt 
on Quality 


about a set of cheap, thin, aluminum stew pans 

which his wife had purchased a few weeks be- 
fore. “The blamed stuff is already bent out of shape,” 
he said, “and looks as though it had been in service 
for ten years instead of two weeks. My wife is both 
disappointed and angry over it, and says she will 
never buy another nickel’s worth at the store those 
pans came from.” “How did she happen to buy 
them?” I queried. “Well,” he replied, “she saw them 
on a counter and the price made them seem a bargain, 
so she called a clerk and said, ‘I’ll take one of those 
sets.’” “She really bought it on her own initiative,” 
then,” I remarked. “Yes,” he admitted, “but that 
fool clerk should have told her about some of the better 
quality utensils which the store carries. She’s an 
intelligent woman and would have appreciated it. Now 
she thinks he took advantage of her ignorance in the 
matter.” 


Is her attitude unreasonable? Perhaps—but 
reasonable or unreasonable, it illustrates a condition 
which exists, often unsuspected, among customers of 
many stores. True, the woman bought the merchan- 
dise of her own free will. It was not sold to her by 
the salesman. He merely wrapped it up when she 
asked for it. However, the incident brings up these 
questions: Is there not a moral responsibility at- 
tached to the transaction? Was it not a part of the 
salesman’s duty to make sure the customer knew what 
she was buying? Should he not have explained to her 
that while the stew pans were fully worth the price 
asked, that they were light in weight and not fitted 
for hard usage? Was he right in allowing her to 
buy them without also showing her samples of a better 
quality and explaining why they were also worth the 
price asked? 


No worth while store is in business for a minute, 
a week, or a month. It is intended to serve the com- 


\ FRIEND of mine was recently complaining 


munity for many years. Naturally its systems must 
be those which will build a steady, permanent busi- 
ness. It must sell satisfaction to its customers along 
with the goods. 


Each grade of merchandise has its own particular 
field, and it is not always good judgment to sell the 
customer the very highest quality. The salesman 
must take into consideration the customer’s condition 
in life and the use that he or she intends to make of 
the article. The object should be to sell the customer 
an article that will do what he expects it to do in 
a satisfactory manner, and which is priced within his 
means. 


Price is always an element in a sale, but it is 
seldom the main element. In fact, it is never the 
main element unless competitors are selling the same 
identical article with the same or equal service at a 
lower price. Very few people will refuse to pay a 
little more for something which they know to be 
superior. However, the customer is not a mind reader, 
and it is part of the salesman’s job to explain wherein 
the quality is better and why the higher price is 
justified. 

No matter how small the price, the customer holds 
the store responsible if the article fails to do the work 
for which it was purchased or if it does not last as 
long as he thinks it should. In other words, while 
the salesman may sell the customer “price,” the cus- 
tomer expects to buy “quality.” If he fails to get it he 
kicks lustily. The salesman, therefore, has nothing 
to lose and everything to gain by carefully explaining 
both price and quality at the time of the sale, and by 
doing his utmost to sell the things which will give 
permanent satisfaction. 
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Check up the points mentioned in the story with this picture of the Gross Hardware ¢ Supply Co. paint department 





$40,000 in Paint Sales 


from a $10,000 Stock 


and only sixteen to smile. Smile 

and save the difference—and 
save the surface. Hardware dealers 
are interested in saving the surface 
and they are doing it with a smile 
of satisfaction. 

Hardware dealers find real honest- 
to-goodness profits in paint and they 
are going to do much toward erasing 
the seasonal sales idea and help to 
paint a steady all year proposition. 

The Gross Hardware & Supply 
Co., Milwaukee, Wis., has been ex- 
ceptionally successful in selling this 
line. The size of the department 
proves it. If you doubt it, look at 
the accompanying illustration. 


$40,000 in Paint Sales 


Alterations have just been com- 
pleted which make it easy for this 
firm to handle its paint business 


[’ takes sixty muscles to frown 


and wait upon the customers more 
efficiently. After looking at the il- 
lustration, the first question to come 
to the mind of the practical hard- 
ware man is—how much paint busi- 
ness does this firm do a year? 
Answer—Last year it totalled $40,- 
000. The second question is—how 
much stock is carried? Answer— 
$10,000. The next question would 
be—how many times does it turn? 
Answer—Last year, three times. 
Then, the final question would be 
something like this—how did they 
do it? Answer—consistent advertis- 
ing once a week, work, promotion, 
right goods, right sales policy and 
right prices. 

This firm expects to do a $75,000 
business in the paint department 
this year, and if that figure is 
reached it will have a five-time 
turn on its stock. One salesman 





keeps in contact with painters and 
contractors, and the rest of the busi- 
ness comes in over the counter. Each 
season is watched carefully, and 
when the housewife needs screen 
paint and a brush the local papers 
invariably contain a very pertinent 
suggestion from the Gross firm 
right along these lines. It is simply 
the question of feeling the public 
pulse And prescribing the merchan- 
dise that is needed at that particular 
time. 

In looking over the department 
there are several things which should 
be noticed. The first of these is the 
rubbish burner filled with sponges. 
The contents of this basket are sold 
out every week and the sales bring 
in a goodly profit. ? 

Brushes are displayed in two dif- 
ferent ways. The better grades are 
kept in the glass show case having 





(HE Gross Hardware & Supply Co., Milwaukee, Wis., sold 

$40,000 in paint from a $10,000 stock during 1923 and 
turned its paint stock three times. 
to do a $75,000 paint business and looks for a five-time turn- 
Consistent advertising and promotion work and the 


over. 


right goods, policies and prices tell the story. 


In 1924 this firm expects 
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special compartments. Each com- 
partment is price tagged in plain, 
easily read figures on the customer’s 
side of the case and each compart- 
ment is placed so that the customer 
can see all of the stock. On the 
counter, next to the glass show case, 
is a tray of compartments contain- 
ing the cheaper brushes and specials. 
This tray makes it easy for people 
to look at the brushes and make a 
quick selection, especially if they 
want a cheap brush. 

The back part of the top of the 
glass show case is also used to ad- 
vantage. Samples of bronzes and 
metallic colors in glass bottles are 
displayed here. This suggests 
bronze or aluminum paint for radia- 
tors to the ordinary householder and 
it gives the professional painter an 
idea of where to buy his cglors. 
Each bottle is fitted into a hole and 
the display board serves to keep 
them always in presentable shape. 
A small glass case has been used, on 
this same show case, for a display 
of putty knives. The stock may be 
out of sight, but certainly no one 
comes into this paint department 
without seeing these putty knives. 
The little case resembles those used 


HARDWARE AGE 


in displaying fountain pens and me- 
chanical pencils. 

Color cards and literature are all 
placed directly behind the brush 
tray on the counter and are con- 
venient for salesman or customers. 
These are kept in a compartment 
arrangement so they are always 
available and in good condition. 

The wrapping counter is right in 
the center of the department and 
next to the brush display tray. This 
makes the sale of brushes with paint 
an easy matter. 

The counter in the rear of the 
department is used for specials of 
all kinds. The display here depends 
upon what is being advertised and 
includes paints, polishes, prepara- 
tions, ete. 


Three Grades of Paint Sold 


Three grades of paint are sold. 
This is done in order to satisfy the 
demand from all classes of trade. 
It has been found that advertised 
specials in the paint line have con- 
siderable sale and they help bring 
in new people who eventually be- 
come steady customers. 

The sales force is always on the 
job. They make it a point to find 
out the purposes for which the paint 
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is going to be used and invite the 
customers to talk over their paint- 
ing problems. This creates confi- 
dence and good will and means re- 
peat business. _ 

It is something to think about 
when one realizes that this firm sells 
from this small section of its store 
as much paint, brushes, sponges, etc., 
in one year as the average small 
town hardware dealer can sell from 
his entire stock. The city stores 
have just as much competition and 
often much harder competition to 
meet than the average town or small 
city hardware store. Every one of 
the big stores, however, seems to be 
able to do the business, despite the 
heavy odds, and make money besides. 

If they can make paint pay big 
dividends, the smaller dealer should 
be able to do the same thing with 
his lower overhead and more in- 
timate relationship with his cus- 
tomers. The fact is that hardware 
dealers who really handle paint and 
help the line along a little make 
money, regardless of the size of their 
firms. The secret lies in whether the 
dealer is interested sufficiently to 
push the business. Those who are 
interested find their interest grow- 
ing as well as their sales. 


Fourthoughts—A Handshake on Paper 


rFEXYHE McKinney Mfg. Co., Pitts- 
EL burgh, Pa., has entered the pub- 
lication field with a monthly sales 
and inspirational paper’ entitled 
Fourthoughts. The first number is 
dated May, 1924, and states: 

“Fourthoughts is a—a sort of a 
—well, let’s say a—handshake on 
paper. A place where we can have 
a few smiles mixed in with the 
morning mail. A place where we 
can exchange a few ideas that might 
turn a few honest dollars. Its col- 
umns are as free as the air—or 
freer. The subscription price is all 
of nothing. It is the editor’s idea to 
have four thoughts per issue. And 
it is to be hoped that they are fore- 
thoughts.” 

Included in the May number is a 
one-act playlet on builders’ hard- 
ware which we reprint below: 

Here’s a show you don’t want to 
see. My word for that! It is a one- 
act playlet with a bad ending. 

I know it’s being staged all over 
the country right in builders’ hard- 
ware departments. And, at that, 





absolutely against the proprietor’s 


wishes. So—maybe you have seen 
it already and my warning comes 
too late. 

To the best of my knowledge the 
drama goes something like this: 

Title: “The Last Are _ Least.” 
(The action, as I have said, takes 
place in a builders’ hardware de- 
partment. Mr. and Mrs. Dodo are 
building a fine home. They have 
come to select the hardware. The 
manager of the department is tak- 
ing care of the sale in person. The 
best of everything has been put into 
the Dodos’ house—so far. The man- 
ager is wearing his quaiity smile. 
Everybody is seated and the sam- 
ples are standing by.) 

Mrs. Dodo (pointing to quality 
goods): Oh, I like that. 

Manager (broadening his smile): 
Yes, that would be in keeping with 
your fine home. 

Mrs. Dodo: Can we have all the 
hardware that finish? 

Manager (quickly figuring): Oh, 
yes. That would cost— 

Mr. Dodo: I should have told you 
that we allowed (looking at paper) 


—eh—$63 for the hardware and— 

Manager: But Mr. Dodo, you 
can’t— 

Mr. Dodo: And, as I was saying, 
we are willing, if it is necessary, to 
spend all of it. 

Manager: But this is the hard- 
ware you should have and it would 
cost— ‘ 

Mrs. Dodo: Now, please don’t tell 
us that $63 isn’t enough for the 
hardware. For we have had to go 
over our allotment on quite a few of 
the other items. And now, here we 
are making our last purchase—(and 
then) we really shouldn’t spend $63. 

Manager: But— 


Mr. Dodo: No! Mrs. Dodo is 
right. It might be different if we 
hadn’t contracted for everything 


else already. But you see this is the 
last item, and— 

(So it goes until the manager is 
resigned to the fact that he is too 
late and the act soon concludes. ) 
Manager (dejectedly): Well, Ill 

see what I can do for $63. 
(Curtain. ) 
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Selling the Farmer Adequate Equipment Lessens His Labor Costs 


HE present situation in the 
g® farm labor market is a serious 

one. For many farmers, it is 
becoming well nigh unbearable. In 
many sections, it is almost impossi- 
ble to secure farm labor. 

Just the other day, I happened to 
be talking with a retired farmer 
now living in town, and he told me 
that unless something developed 
very soon he would be forced to 
forego working his farm this year 
for this very reason, and his is-one 
of considerable acreage and modern 
building equipment. 


Adequate Farm Equipment 


To connect such a situation with 
our theme in mind, it comes to me 
with peculiar force that the small 
town hardware dealer can help out 
to a large degree by imbuing his 
farmer customers with the follow- 
ing idea—adequate farm equipment. 

Particularly true, since the farmer 
himself must now put in more 
actual hours of labor on his farm, to 
plant, cultivate and harvest his 
crops in the easiest and most effi- 
cient modern way. 


Early spring and 
summer call for 
modern farm 
‘ implements 


and Adds to Your Sales 


By A. H. VAN VORIS 


This is a subject of acute interest 
to every one of us. 

You, as another reader of HARD- 
WARE AGE, may sell ever so many 
kinds of farm tools and implements, 
or perhaps you may not sell as 
many as your neighbor across the 
street; but just the same, we are all 
closely connected with the welfare 
of the farmer. 

In any event, the hardware dealer 
and the farmer have much in com- 
mon- which links their mutual wel- 
fare together. 

If you were to hop into your car 
one of these fine days and run out 
to see Farmer Fred Mosher relative 
to securing his order for stanchions, 
water bowls, etc., for his new cow 
barn, there isn’t much doubt but 
that you would find him, busy at 
work, on the land. 

This is a very busy season, indeed, 
for Farmer Fred, and if you have 
been following him up early in the 
season it is probable that you will 
see your plow and your harrow and 
your grain drill in use. 
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Perhaps that tractor came from 
your warehouse, too. 

A prospect list is a splendid fea- 
ture to incorporate. 

For instance, the other day as I 
was walking to the local post office 
I overhauled a farmer customer who 
lives some six miles from town. 

As we walked along I remarked 
that I was sorry we had never gotten 
together on a certain farm imple- 
ment he had evinced an interest in 
some weeks back. A further in- 
quiry led to the fact that he had not 
yet purchased. I asked him to drop 
in for a minute on his way back to 
the team shed. He did so, and we 
went over the proposition again, and 
before he left the store he was fixed 
up with a new implement for farm 
use and we had made another good 
sale. 

Selling on Order 


Oftentimes when the device in 
question is too bulky or too expen- 
sive to carry in stock for short-sea- 
son turnover, you can sell “on or- 
der,” and this kind of .business is 
particularly good for the dealer, 


Develop a pros- 

pect list and put 

it to work for 
you 
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since it does not compel him to tie up 
good money in uncertain merchan- 
dise of large cost. 

“Order early” is a fine motto to 
place before the farmer in such 
cases. 

Not long ago we had an experi- 
ence of this sort. 

It involved duplicate farm devices 
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repair forgings and castings for the 
whole range of farm wagons, trucks 
and general implements—clevises, 
neckyoke and whiffletree parts, as 
well as the general assortment of 
bar iron, round and band iron, 
wagon wood work, etc. 

The lack of these things to the 
farmer during the spring work sea- 





Some difference between this chap and the 


one with the tractor, but only a decade or 


two separate them 








for a single customer which ran into 
a cost of over $300 for him. 

We earnestly impressed upon him 
the desirability of ordering early, 
thus avoiding any possible freight 
delays or slow factory shipment, but 
he deferred his order until such a 
late date that he really lost a good 
portion of the utility of the imple- 
ments. 


The Question of Repair Parts 


In the matter of repair parts, the 
hardware dealer can be of definite 
assistance to the farmer. 

Take plows, for instance. 

There are extra shares, landsides, 
moldboards, plow bolts and so on; 
their lack in season means a tie-up 
in farm work, and if you advertise 
and maintain a real service for your 
farmer customers along this line 
you have performed a real service. 

Then there is that whole line of 
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son is nothing short of distressing, 
and he very definitely counts on the 
hardware dealer for them. , 
Are we all prepared to help him? 
And now just a word about your 
store advertising. 
We can’t expect every farmer to 
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know about the complete service we 
wish to render him at this time un- 
less we tell him about it. 

Nor can we buttonhole every one 
of the good farmer customers we all 
number in our store acquaintance. 

Next best thing is the store mes- 
sage. 

This can go out to them at least 
once a week at this time of the 
year, in a part of your weekly news- 
paper space or in classified adver- 
tisements for special items. This 
should be done sufficiently in ad- 
vance of their probable need so that 
they will have adequate opportunity 
to call and express these needs to 
you. 

For illustrations of these store 
advertisements, you will do wisely 





This young farmer knows the value of 
modern equipment. Both require tools from 
your store 
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to write the manufacturer of your 
products and repair parts, asking 
for electros for this purpose. They 
draw definite interest to your copy. 

In conclusion, our best thought 
is—~ 
DO IT NOW. 





“Cive and Take’ Helps Collect an Old Account 


amenereeesraricees 


Som hardware dealers have begun to think that 

charge accounts are a matter of habit with some 
of their customers. Ole A. Lysne, hardware dealer, 
Northfield, Minn., had an account five years old, and 
he had given up hope of collecting it. However, one 
day while driving in the country he noticed this 
farmer had some fine melons so he drove up and 
asked the price. It was satisfactory and so he took 
a generous supply home, telling the farmer he would 


give him credit on his account. Soon the farmer 
came in and asked about his account and found that 
Mr. Lysne had been as generous in giving him credit 
as he had been in picking him out nice melons— 
so he settled the whole amount and bought a shotgun 
and some shells for cash. Since that time he has 
been a regular cash customer. A little “give and 
take” in this proposition healed up five years of 
trouble and meant cash business thereafter. 
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Sargent Condemns Salesmen 


Who Get Orders by ‘Phone 


Manufacturer Tells Hardware Boosters They Must 
Be Alert, Well Posted and Courageous 


to Compete in Modern Business 


are the eyes of business” and that 

one of the greatest dangers facing 
business houses today is the tendency 
of the modern salesman to transact 
his business over the telephone, Murray 
Sargent, secretary, Sargent & Co., New 
Haven, Conn., gave the New York 
Hardware Boosters his impressions of 
salesmen and salesmanship in a recent 
address at the Hardware Club, 253 
Broadway, New York City. Herbert 
R. Conner, chief of the Hardware 
Boosters, presided. 

“The ideal salesman,” Mr. Sargent 
said, “should possess these qualifica- 
tions: He must be aggressive. 
must be mentally alert. He must not 
be too thin-skinned, nor yet too tough. 
He must be honest minded. He must 
be well posted. He must have good 
health. He must be loyal and have 
plenty of courage.” 


"Phone Sales Menace 


Speaking about the danger of over- 
-using the telephone, Mr. Sargent said: 
“The salesman who telephones his cus- 
tomers for orders may be actuated by 
the very best of motives. He may wish 
to save the customer time and annoy- 
ance. From his employer’s point of 
view he may wish to cover more terri- 
tory. But this. practice, growing 
greater and greater every day, eventu- 
ally winds up with the customer giving 
his business to a house whose sales- 
men are not too busy to call on him. 

“It is not difficult to follow the cus- 
tomer’s line of reasoning in this in- 
stance. In most trades, especially in 
the hardware business, customers de- 
pend largely upon the advice of sales- 
men for many of the items which they 
buy, and for a good deal of the infor- 
mation about what is going on in the 
trade. It is not possible to give this 
over the telephone—at least not to any 
great extent. So the customer, feeling 
that he is being cheated out of part of 
_ his service, often resents the slight and 
seeks a house whose salesmen are will- 
ing and anxious to perform this func- 
tion. 

“Hardware dealers are all human. 
They like to make friends, and it is 
only natural that they should want to 
know more intimately the men with 
whom they have something in common. 
There is a great deal that the hard- 
ware dealer and the hardware sales- 


SS fare the: that the “men who sell 
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man have in common to make them 
wish to know each other a little better. 
It is utterly impossible to promote that 
feeling of good will when the only con- 
tact is over the telephone. 

“I do not wish to create the impres- 

















Murray Sargent 


sion,’ Mr. Sargent said, “that I be- 
lieve salesmen should always seek to 
cultivate the friendship of customers. 
That would be a mistake, for quite fre- 


quently ‘familiarity breeds contempt.’ 


Moreover, the salesman who is on in- 
timate terms of friendship with his 
customers invariably becomes timid 
when it is time to ask for an order. 
Talking business to a friend is often 
embarrassing. As a result, the com- 
pany is likely to lose business when 
the salesman’s friendship with cus- 
tomer exceeds reasonable bounds.” 

Mr. Sargent also warned against 
the return to favor in some quarters 
of the old fashioned practice of sales- 
men lavishly entertaining customers 
and of making them presents of ex- 
pensive gifts. He urged the Boosters 
to use their influence to discourage 
this in the hardware trade. 


“The Bribery of Buyers” 


“The customers to whom you give 
presents, or whom you entertain, can- 
not help but feel,” Mr. Sargent said, 
“that the products you are selling lack 
merit, or it would not be necessary 
for you to bribe him in order to get 


his business. Moreover, it cheapens the 
house you represent. If your com: 
pany’s products cannot be sold on their 
merits, you had better change your 
house or else quit the selling game. 
When petty bribery must be resorted 
to in order to get orders, it means one 
or two things—either you are a poor 
salesman or your goods are of such 
inferior quality that they cannot stand 
up in a competitive market.” 

Mr. Sargent said he had little pa- 
tience with companies that place so 
little confidénce in their salesmen that 
they direct every move the salesmen 
make, and insist that men make de- 
tailed reports of their activities every 
day. 

“This practice,” Mr. Sargent said, 
“makes the salesman feel that he is 
only a mechanical device. It gives him 
no responsibility and therefore curtails 
his ambition. The best results are ob- 
tained when the salesmen are made to 
feel that they are important parts of 
the organization and that their com- 
panies are willing to rely on their 
judgment on certain matters—even 
prices in some instances.” 

In his business career, Mr. Sargent 
said, he had never come in contact with 
a finer body of men that those who 
sell hardware. He expressed the opin- 
ion that selling experience has a 
broadening influence on men. It gives 
them poise, he said, and rounds them 
out. He stated that he believed that 
the time he spent on the road matching 
wits with buyers was the best experi- 
ence of his whole career, and that he 
would not be willing to “swap the time 
thus spent for even his university de- 
gree.” 


Types That Fail 


In concluding, Mr. Sargent enumer- 
ated certain types of salesmen who are 
frequently met, among which he men- 
tioned the following: 

“The salesman who is afraid of his 
customers because they always have 
some criticism to make which he does 
not feel capable of answering satis- 
factorily. 

“The salesman who lets his enthusi- 
asm run away with him and misleads 
his customers, thus forfeiting his cus- 
tomers’ confidence in him. 

“The salesman who believes that 
everything the customer says is correct 
—and lets it go at that. 
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“The salesman who has too many 
friends among his competitors. 


“The salesman who is oversensitive, 


and as a result is constantly at logger- 
heads with his house and his customers 
over petty statements that should be 
overlooked. 

“The salesman who fails to make in- 
quiries about a customer’s credit, hold- 
ing that it is his job to get orders, and 
a matter for the office to make collec- 
tions. 

“The salesman who doesn’t answer 
letters, either from customers or from 
his office, and thus loses many orders. 
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“The know-it-all salesman who tells 
his customers and his company how 
their businesses should be conducted. 

“The temperamental salesman who 
flies off the handle at the slightest 
provocation and is constantly in wrong. 

“The salesman who is slow in mak- 
ing adjustments, delaying until the 
company has to do pretty much as 
the customer requests. 

“The salesman who is so fond of 
home and the fireside that he neglects 
some of his customers. 

“The salesman who pads his expense 
account and is so childish as to think 
that the company is not aware of it. 
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“The salesman who anticipates what 
his customers are going to say and who 
is, therefore, virtually ‘licked’ before 
he starts. 

“The salesman who makes. rash 
promises to get an order—and does 
not live up to them. 

“The salesman who is afraid to as- 
sume responsibility and make decisions. 
He is never prepared to stand on his 
own feet. 

“The salesman who wastes his own 
time as well as that of his customers 
because he has never learned how to 
say goodbye gracefully.” 


Do Crowded Windows Pay? 


T WO windows that have recently at- 
tracted attention on the lower east 
side in New York City were shown by 
Charles Kurzon, 97 East Houston 
Street. The trims were arranged by 
M. R. Grube of the Kurzon organiza- 
tion, and the number and variety of 
items shown were unusual. The win- 
dows were arranged to catch the eye 


STANLEY 


This display of household tools occupied a 
maximum of space—but it sold the tools 


of the window shoppers. Every night 
a large number of persons pass the 
Kurzon store with no intention of buy- 
ing but with a desire to see a number 
of articles from which to make a selec- 
tion. Consequently they like to stand 
in front of a window display and pick 
out the article or articles that they 
would like to possess. Many of these 
persons look at a window display in 
something of the fashion that children 
look at a grab bag. They like and 
expect variety, and as many different 
items as can be put before them. 





And besides all that they want to 
know what a thing costs. That is 
probably the first thought that comes 
into their minds when they see some- 
thing in a window display that they 
may feel inclined to buy. Consequently 
most of the articles displayed in the 
Kurzon window were price. marked. 

In spite of the fact that many 


\ 


reeetens 


. 
. 


persons expect and look for crowded 
window displays the tendency of mod- 
ern merchandising is to get away from 
the display that shows too many 
articles. Window trimmers in many 
sections have found by experience and 
experiment that the average person is 
usually in a mood for only one or two 
suggestions at a time. The window 
should be simple in the opinion of many 
window men because there is more or 
less confusion on the _ street-moving 
pedestrians, vehicles, colors and so 
forth. The window should therefore 
be in contrast to the street. It should 
be simple, pleasing to the eye and 
direct in its appeal to the mind. One 
thing at a time is a good policy to 
follow when arranging a display. Try 
it out. Kurzon is going to try it out 
himself in the near future to see how 
it works out in his locality. 








below. 


Gas ranges, cutlery and electrical appli- 
ances were featured in the display shown 


Plenty of goods meant plenty of 
profits 
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Various kinds of seeds arranged aboui a clock of seeds brought springtime business to James B. Bice Co., Dover, Del. 
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IXTY per cent of our American 
S people live in towns of less than 

10,000 population; 49 per cent 
live in rural communities with less 
than 2500 people; only 14 per cent 
live in towns of 500,000 or more 
population. These figures are quoted 
in order to give you a glimpse at 
the tremendous sales possibilities in 
garden tools, wire netting, poultry 
netting, seeds, garden hose, mowers, 
rollers and other spring merchan- 
dise. Even the 14 per cent living in 
the big cities may have window 
boxes or small agricultural plots in 
their yards. Regardless of this 
small minority, consider the positive 
prospects to be found among the 86 
per cent living in the smaller cities 
and in towns where they may have 
flower beds, large lawns and vegeta- 
ble gardens. 


Play Up Home Gardens! 


Agriculture is the basic industry 
of the land. Inborn in every man 
is the desire to cultivate plants of 
some kind. The busy, ever-running, 
commuting suburbanite is invariably 
proud of his flowers and lawns, and 
devotes a large percentage of his 
spare time to weeding, spraying, 
planting and mowing. Every spring 





Publicity Brings Profits 
in Seeds and Tools 


to Four Live Firms 


newspapers, health boards and physi- 
clans advocate home grown vege- 
tables as being cheaper, more pala- 
table and more nutritious. This 
springtime publicity should be linked 
up with your store. You should have 
little trouble in enlisting the aid 
of your local newspaper. Ask the 
editor to run editorials and articles 
on the subject of gardening. You 
can easily supply him with some of 
the data pertaining to the necessary 
equipment and care of vegetables 
and flowers. Feature garden tools 
and seeds in your window displays. 
Paste clippings of these stories on 
your window. Advertise these lines 
and keep talking about them during 
the spring season. 

Reports from the various impor- 
tant hardware market centers men- 
tion the delayed spring. Backward 
weather has probably retarded sales 
in these spring items. Weather 
bureaus say it is possible that the 
spring and summer seasons may not 
only be delayed but shortened. These 
are all good reasons for doubling 
your efforts in the selling of spring 
merchandise. 

When the Sixth National Flower 
Show was held recently in Cleve- 
land, thousands. of people. swarmed 


through the Public Hall for six con- 
secutive days. Two enterprising 
hardware firms maintained sales 
booths at the show. F. S. Ingersoll, 
Rocky River, Ohio, displayed garden 
tools, mowers’ and __ insecticides. 
Davis - Hunt - Collister Co., Cleve- 
land’s large downtown retail hard- 
ware Store, had a similar display 
with a very large power motor. Both 
firms succeeded in interesting many 
prospects, who will be followed for 
subsequent sales as the season pro- 
greses. ° 


Golf Club Possibilities 


Pick up a current copy of a daily 
newspaper, turn to the sporting sec- 
tion and you will note that golf 
courses are being prepared for the 
spring and summer season. Golf 
clubs will need power mowers, power 
rollers, large quantities of grass 
seed, water pipe and garden hose 
(thousands of feet of each), flower 
seeds for plots about the club house 
and miscellaneous garden tools for 
work on the greens and garden plots. 
This business merits your immediate 
personal solicitation. 

When a golf club was formed in 
Salem, Ohio, three years ago, C. S. 
Carr, local hardware merchant, 
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stepped out and sold the grounds 
committee tons of grass seed, thou- 
sands of feet of water pipe and 
garden hose, power mower, power 
roller, hole cups and spades, rakes 
and hoes in half-dozen lots. The 
second year he sold the club more 
hose, grass seed and a spare mower 
unit to serve in the emergency should 
there be a breakage in the original 
outfit. He told them that without 
the reserve equipment there might 
be an annoying delay of several 
weeks in waiting for a replacement 
part. Mowers of this type sell for 
several hundred dollars each. Such 
business is worth prompt and inten- 
sive attention. 

This spring Mr. Carr was on the 
job again and succeeded in selling 
the club grass seed, replacement 
garden hose and other hardware for 
the club house. This does not mean 
that he neglected the individual. 
Selling these quantity buyers in- 
creased his buying power, gave him 
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larger gross sales and profits and 


furnished him with strong sales 


ammunition to be used on estate 
owners and other property holders 
in and about Salem. 

Can’t you hear him say: “We sold 
tons of this grass seed to the club,” 
or “We sold several thousand feet of 
garden hose to the golf club. They 
have used this brand for three 
years.” Either statement gives him 
talking points which carry convic- 
tion to the individual prospect. 

When you sell a large buyer, such 
as an estate owner or golf club, let 
your entire community know about 
it. Place a card in your window 
telling the quantity sold and the 
name of the buyer. If possible, use 
a picture of the club house or prop- 
erty. 

Stambaugh-Thompson Co., located 
in the business heart of Youngs- 
town, Ohio, several miles from any 
real gardens or large grass plots, 
finds a profitable market for garden 
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8S. T. Trinkle, dis- 
play manager for 
the Stambaugh- 
Thompson Co., 
Youngstown, Ohio, 
not only plays up 
garden tools effec- 
tively but gets an 
additional  spring- 
time tie-up by us- 
ing screen doors as 
a background 


tools every spring. Window dis- 
plays, trimmed by S. T. Trinkle, and 
newspaper advertisements begin the 
first week in May, and these items 
have always been active with this 
firm. 

Dover, the capital of Delaware 
and an enterprising small city, has 
plenty of gardens and small farms. 
The James B. Bice Co. of that city 
goes after the garden tool, insecti- 
cide and seed business in an ener- 
getic way that gets real sales re- 
sults. Window displays helped. 

It would be a good plan to keep 
a list of the people in your com- 
munity who make a garden each 
year. Such a record would be valu- 
able as a mailing list for seed and 
garden tool letters the following 
season. Keep abreast of local activi- 
ties. Encourage school children to 
make flower beds; do some prelimi- 
nary work on the subject of garden- 
ing and follow through with sales 
work. Now is the time to do it. 











THE SATISFIED CUSTOMER 


EALIZE what one satisfied customer is worth. 
The Retail Credit Men’s National Association recently sent out questions 
on the subject to a large number of stores affiliated with it. One store reported 
that an investigation of 100 customer-accounts which were newly opened by it a 
year ago showed an average net profit six months later of $5 each, which would 
indicate $1,000 net profit for the 100 for a year. 
new accounts, taken at random, indicated an average net purchase of $117 for 
the year. A prominent speaker at a recent convention of the Interstate Merchants 
Council gave it as his opinion, after careful study, that the average customer on 
the books of a clothing store, for instance, represented a cash value of $85. 
Get yourself in the habit of visualizing a definite amount of money, whether it 
be $25 or $100, flying out of your door with every disgruntled customer who goes 
away from you, never to return. 


One large store said that fifty 
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Builders’ Hardware From 
the Ground Up 


By W. N. THOMAS 
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Metals, Finishes and Woods 
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“SHE many colors of hardware finishes are ob- 
‘| tained by using the natural color of the metals 
themselves, or by changing the proportions of the 
component parts of the composition metals, such as 
brass or bronze, or by plating, oxidation, or other 
treatment of the surfaces. 

The colors of the natural, or of the composition 
metals, are uniform throughout any one piece of metal. 
From this it will be seen that these colors are perma- 
nent save that they will darken slightly, in time, by 
tarnishing—which is nature’s oxidation. As this 
tarnish mellows it gives a very beautiful color effect. 
However, if this is not the effect desired these metals 
may be kept in their original bright colors indefinitely 
by the use of a good metal polish. These colors are the 
bright lemon color of brass, the coppery orange of 
bronze, the white of nickeline, and their modifications 
produced by scouring, sanding and matting. 

The colors produced by plating or by oxidation are 
surface colors and do not extend through the entire 
piece, consequently they have not the degree of 
permanency as the natural colors, but for all that they 
are very useful in color combinations and usually give 
very good satisfaction. 


Classification of Finishes 


Recently the principal hardware manufacturers 
working with the Bureau of Standards of the Depart- 
ment of Commerce, Washington, D. C., reviewed the 
subject of “Finishes” as applied to hardware and 
worked out the following classification which seems to 
be a sufficiently large assortment to meet any reason- 
able requirement and it is quite desirable to confine 
the demand for finishes within these limits. 

Each finish was assigned a Government number 
preceded by the letters “U. S.” Each manufacturer 
has, however, his own designating symbols (letters, 
numbers, or a combination of letters and numbers) to 
designate the different finishes. The government num- 
bers only are used here. 

U.S. 1—“Japanned.” This is a quickly drying black 
lacquer or varnish applied to iron and steel goods, 
and while this covering remains perfect it affords a 
good protection from rust. 


The “Hot Galvanized” Finish 
U. S. 2—“Hot Galvanized, Electro-Galvanized, or 
Sherardized.” These finishes are applied to iron or 


steel to make them rust resisting. The idea is to 
cover the iron or steel with a coating of zinc. Each of 
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the three names mentioned represents a different 
method of accomplishing it. For either method it is 
important to have the articles to be zine coated 
thoroughly cleaned. This may be done by sand blast- 
ing—tumbling in a rolling barrel, or by scouring. 

In the “hot-galvanizing” process the article, after 
cleaning, is first dipped into muriatic acid and then 
into a bath of molten zinc, heated to about 800 deg. 
Here it is allowed to remain until it becomes about the 
same heat as the zinc. When it is removed it is 
thoroughly coated with the zinc and when it cools it is 
dipped into water in order to bring out the bright 
zinc color. This is considered, by many, to be the 
most thorough method cf zine coating and to give the 
most lasting satisfaction. 


Electro-Galvanizing 


In “electro-galvanizing” the article is placed in a 
plating solution with zinc which is deposited on the 
article with the aid of electricity. This is a particu- 
larly satisfactory method for small working parts or 
where a very smooth surface is required, but it is 
likely to be less rust-resisting than is “hot-galvaniz- 
ing” process. 

The Sherardizing Process 


“Sherardizing,” deriving its name from its inventor 
—a Frenchman named Sherard, is produced by rolling 
the articles to be coated with an amount of powdered 
zinc in a slow revolving container heated to from 500 
deg. to 600 deg. If the articles are of simple shapes 
the result is quite satisfactory, but there is always a 
chance that all recessed corners and uneven surfaces 
may not be thoroughly coated, and consequently many 
do not consider it equal in resisting rust to the “hot- 
galvanizing” process. 


Brass Finishes 


U. S. 3—“‘Plain or natural brass.” 
natural “brass” usually buffed bright. 

U. S. 4—“Dull brass”—sometimes known as “old 
brass,” “lemon brass” or “scoured brass.” This is 
the natural brass scoured with fine pumice stone and 
sand to produce a satin surface. 

U. S. 5—“Dull brass—oxidized and relieved.” This 
is intended for ornamental surfaces. The oxidation 
darkens the depressed surfaces while the raised por- 
tions are relieved to match No. 4. 

U. S. 6—“Sanded brass—oxidized and relieved.” 
This is the same as No. 5 except the surface is sanded 
instead of scoured. 


This is the 
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U. S. 7—“Sanded brass—oxidized and relieved with 
the raised ornamentation polished.” This is similar to 
No. 6 save that the raised portions of ornamented 
goods, or the edges of plain goods are polished and 
buffed to bright brass. 

U. S. 8—“Antique copper.” This is a copper finish 
oxidized to a very dark brown or even black and then 
relieved in places so that the varying copper shades 
show through. This has been a very satisfactory and 
popular finish for years, but its popularity has been its 
downfall, as many people now want a change. 


Bronze Finishes 


U. S. 9—“Plain or natural bronze.” This is the 
natural “bronze” usually buffed bright. 

U. S. 10—“Dull bronze.” The natural bronze 
scoured to produce a satin surface. 

U. S. 11—“Dull bronze—oxidized and relieved.” In- 
tended for ornamental surfaces, the oxidation darkens 
the depressed surfaces while the raised portions are 
relieved to match No. 10. 

U. S. 12—‘“‘Sanded bronze—oxidized and relieved.” 
Same as No. 11 save that the surface is sanded instead 
of scoured. 

U. S. 183—‘“‘Sanded bronze—oxidized and relieved, 
raised ornamentation polished.” This the same as No. 
7 except that it is on bronze instead of on brass. 


Nickel Finishes 


U. S. 14—“Nickel plated.” This is bright nickel 
plated on either brass, bronze, steel or iron. 

U. S. 15—“Nickel plated—dull.” It is the same as 
No. 14, with a satin surface instead of bright surface. 

U. S. 16—“Nickel plated—oxidized and relieved.” 
This has the sanded surface darkened by oxidation but 
lightened on the high parts. 

U. S. 17—‘“Nickel plated—oxidized and relieved, 
raised ornamentation polished.” This differs from 
No. 16 only in that the high parts are polished and 
buffed bright, as in No. 7 and No. 13. 

U. S. 18—“‘Rust-proof—black—Bower-Barff”. This 
is a finish for iron or steel only. It is produced by 
heat in a special furnace and gives the surface, which 
is usually sanded, a coating of carbon. It is then 
further treated in order to give it a dead black color. 
This finish is generally referred to as “rustproof,” but 
because of imperfections which are not easily avoid- 
able it should not be recommended for damp places. 
With this exception it wears particularly well. 

This finish is very commonly referred to as “Bower- 
Barff,” which name is derived from the names of the 
‘men who invented this finish. As the name is copy- 
righted, only certain people have the right to use it, 
but the same general effect is produced and sold under 
other names, which do not necessarily indicate a less 
desirable result. 

U. S. 19—‘Sanded, dull black.” This is a finish in 
imitation of No. 17—produced by copper plating and 
oxidation, it may be put on brass, bronze, iron or 
steel. It has no special, rust-resisting quality, and 
does not wear as well as No. 18. 

U. S. 20—“Statuary bronze.” This is a copper 
finish on bronze of an even color, somewhat similar to 
that of statuary; it can be made in different shades, 
from rather light brown to quite dark. 

U. S. 21—“Statuary bronze—sanded.” This is the 
same as No. 20, but the surface is sanded instead of 
polished. 

U. S. 22—“Verde antique.” This is a finish on 
bronze to give the effect of old metal, with the green 
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of the verdigris showing more or less. It is some- 
times made with most of the article in “statuary 
bronze,” with only a small amount of the green show- 
ing in the recessed places. While again it may be 
made with the green largely predominating. It is — 
not especially desirable that all pieces of a kind appear 
alike, since nature would not do it that way. 


Silver and Gold Plating 


U.S. 283—“Silver plated—dull.” This is silver plated 
on brass or bronze and scoured to give a satin surface. 

U. S. 24—“Gold plated—dull.” Gold plated on brass 
or bronze, with a satin surface. There are so many 
shades possible in gold plating that it is usually done 
to meet some special color effect. 

U. S. 25—“White bronze.” This is a special mix- 
ture of copper, spelter and tin made to produce the’ 
effect of nickel. This was mentioned in the preceding 
installment. 


Other Special Finishes 


In addition to the above, four other finishes were 
classified as “special”: 

U. S. 16—Special—“Nickel plated, imitation half- 
polished iron, sanded, oxidized ‘and relieved.” This 
finish is made to represent the higher grades of 
wrought-iron work, intended for use where certain 
artistic effects are desired. 

U. S. 21—Special—“Fine wheel finish.” Brass or 
bronze polished on a fine emery wheel but not buffed. 

U. S. 25—Special—“Dull brass or bronze, oxidized 
and oil rubbed.” A finish slightly darker than No. 4 
and No. 10, rubbed with an oil preparation instead of 
being lacquered. In use, it takes on a very mellow 
oxidation. 

U. S. 26—Special—“Statuary bronze—waxed.” This 
is similar to No. 20, but treated with a wax instead 
of being lacquered. 

Many of the finishes described here may be put on 
iron or steel and make very good imitations of the real 
brass or bronze. Such goods have their place where 
low cost should be considered, but they should not be 
recommended for high-class work. 

Some of the color effects on electroliers are pro- 
duced by means of colored lacquers, and for the pur- 
pose give very good satisfaction. Owing to the fact 
that hardware is subject to more or less handling, it 
is not practicable to attempt to exactly match all the 
shades of color of the lighting fixtures. 

If sulphur in any form comes near brass or bronze 
or their finishes, it is likely to discolor it. Rubber 
and certain papers carry enough sulphur to do this. 
Most manufacturers wrap their goods in “anti-tar- 
nish” paper. 

Harmonizing with Woodwork 


Consideration should be given to recommending 
hardware in a finish that will harmonize with the color 
of the woodwork. 

Bright brass or dull brass look very well on white 
paint, and are also particularly attractive on ma- 
hogany—bright bronze or any of the dull and slightly 
oxidized bronze finishes are good on mahogany;; in fact, 
mahogany harmonizes with a large range of finishes. 
Slightly oxidized dull silver or nickel with mahogany 
and blue decorations also gives a pleasing effect. 

The darker and sanded brass finishes are appropriate 
for the dark shades of oak, as is the black iron. These 
are only a few suggestions to bring out the idea that 
there is “something to it,” and that an ability to 
harmonize colors has its place in builders’ hardware. 
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By Saunders Norvell 


Chapter X!V—The Bicycle Craze 


MUST not pass over the curious boom that broke 

out about 1896 in the bicycle business. Everybody 

rode a “bike’—old and young, men and women. 
There were bicycle clubs organized. The general topic 
of conversation was bicycles and bicycle clothes. Men 
wore knickerbockers; women wore short skirts with 
laced leggings. It spread like a prairie fire all over 
the country. Naturally the sales of wheels were enor- 
mous, not only wheels but bicycle accessories—tires, 
lamps, horns, bells, etc. 


The Bicycle Craze Begins 


No one was prepared to take care of the tremendous 
demand and there was a great shortage of goods. We 
bought from several factories—the Pope Manufactur- 
ing Company, Iver Johnson, the Eagle Wheel and 
Featherstone of Chicago. Featherstone made our 


“special brands” for us and we did a great business. 


with him. He had been a manufacturer of baby 
carriages but was swamped by the bicycle demand, 
and I believe practically went out of the “‘perambula- 
tor” business. 

I remember being sent to Chicago to see why our 
orders were not being filled. I arrived on an early 
train and, taking breakfast at the station lunch 
counter, immediately hurried out to Featherstone’s 


factory. It was eight o’clock. The office was not 
open. I walked around to the shipping room. I met 
the shipping clerk and he told me all about their 
great business on wheels. He showed me a shipping 
room full of crated bicycles and four cars in place to 
be loaded that day. He was a great talker. I looked 
over the marks on these wheels but none were for us. 


Too Many Customers to Handle 


At nine o’clock I called at the office again and soon 
Mr. Featherstone came in. I told my mission—we 
wanted wheels—our customers were clamoring to have 
their orders filled. Featherstone passed me one of 
his big $1 cigars and explained how well he had taken 
care of us. He showed me records. He was sorry 
he had no wheels. Then I burst out. I told of my 
early visit to his shipping room. We must have some 
of those wheels. Finally after a battle royal I wired 
the Simmons Hardware Company that two cars of 
wheels would go to us that day. Mr. Featherstone 
was really doing his best. He had oversold and was 
trying to take care of too many customers. 

Afterward we made an arrangement with Mr. 
Snyder of New York and sold his wheels for years. 
Mr. Snyder went to Congress, and a few days ago 
when I visited Mr. Houghton, our Ambassador in 
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Berlin, he asked me if I did not know Mr. Snyder. 
The world is very small and is growing smaller all 


the time. 
The Roller Skate Craze 


Another and an earlier boom was that in roller 
skates. The country went wild on roller skates and 
“rinks” were organized everywhere. That was before 
the days of concrete pavements and good, smooth 
streets, so roller skates were used only in “rinks.” 
The sales of skates were extraordinary. As usual, 
there was a shortage and then dead stock when the 
boom blew up! Sermons were preached all over the 
country on the immorality among young people as a 
result of roller skating. 

Now we are having our automobile boom. Will 
this, too, blow up? Will the craze pass? Will there 
be dead stocks as in roller skates and bicycles? 

Our American people are faddists. We follow 
fashions in sports and in dress like a herd of sheep. 
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“He showed me a room full of crated bicycles and four cars on 
a siding” 


There is dancing, short skirts, bobbed hair, low shoes, 
etc. If a merchant is shrewd enough to anticipate 
the fad of the hour, cash in on it and get out in time, 
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“The country went wild on roller skates” 


he can make a fortune; otherwise he loses in one 
year all he has accumulated in three and is always 
on the ragged edge. 


Business Irregular Because of Fads 


American business is very irregular on account of 
all these fads. Merchants should constantly look 
ahead and study the changing currents of demand. 
If one recognizes the principle underlying these 
changes it is not hard, as these fads rise slowly, pop 
and go down. For instance, I should say right now 
that the automobile business has about reached the 
point of “saturation” and is due for a decline. Let’s 
see! 

Look at the boom in graphophones and then the 
slump that almost wrecked everyone in the business. 
Then see the radio craze which is now booming. What 
will happen here? Have we reached the top? 

All these studies make merchandising interesting, 
and on the accuracy of the merchant’s judgment de- 
pends his success or failure. Every one of these great 
fads makes a batch of fortunes and leaves a trail 
of failures. 











Sells $300 a Year 
from Table 


EORGE S. MERRIAM, Keokuk, 
Iowa, doés not have to be told 
that the little shelf loafers will 
bring in some good business if they 
are only given a chance. This firm 
placed a small goods table near the 
front door. All the small seasonal 
suggestions were there and Mr. 
Merriam estimates that the table 
has sold him at least $300 worth 
of merchandise in a year’s time. 
No attempt was made to keep 
track of the goods sold from this 
table and it might be safe to say 
that considerably more than $300 
worth of merchandise went out to 
say nothing of the sales created in 
other lines by having more folks 
come into the store. The 10-cent 


toys on this table sell the year 


‘round. Halter snaps go with nearly 


every purchase of nails. 


$20,000 a Year in 


Oil Stoves 


OMETIMES it takes a little thing 

to start sales growing beyond 
the highest expectations. Four years 
ago the Merkle Hardware Co., 
Quincy, IIl., concentrated on one line 
of vapor oil stoves. A demonstra- 
tion was held and considerable ad- 
vertising was done. The sales for 
the first year amounted to $1,500. 
The second year showed over 100 
per cent gain—$3,500. The third 
year sales had jumped to $10,000, 
and the fourth year the record went 
to $20,000. As an example, this firm 
sold 52 stoves in fourteen days. 





Chicken Dinner 
for Prospects 


LTOFER BROTHERS CoO., Pe- 
A oria, Ill., manufacturers of A 
B. C. washing machines, tell their 
dealers in their monthly house organ 
how one retailer secured a prospect 
list. This retailer sent out a card to 
each customer who had purchased a 
washing machine telling them that 
if they would furnish a prospect for 
something in their line they would 
provide a chicken for the Sunday 
dinner. 

This dealer reports that thirty 
prospects were furnished and twelve 
of them were closed for washing 
machines and four additional ones 
bought other household appliances. 
This idea paid dividends. 
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Window Display Suggestions for Dealers 
dandling “Radio Werchandise 


ITH plans afoot for the broad- 

casting of the great Repub- 

lican and Democratic National 
Conventions, with the rival presiden- 
tial candidates appealing to the 
American electorate through the 
forum of the air, and with the pro- 
grams of the large broadcasting 
stations steadily improving in quali- 
ty, the summer of 1924 will un- 
doubtedly be the greatest radio 
summer in the history of broadcast- 
ing. 

Here are a few suggestions that 
are worth including in your plans to 
get your share of the greatly 
increased summer sale of radio ap- 
paratus that will result. 

Take a large piece of cardboard, 
3uch as is used for show-card writing, 
and draw on it a radio diagram in 
which the various connections are 
wrong, and feature this prominently 
in the window, offering a condenser 
or some other small piece of radio 
apparatus for the best explanation of 
why the circuit is wrong. A small 
card could be featured in connection 
with the diagram, reading ‘Come 
inside and write out your answer, or 
send it in by mail, together with your 
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name and address.” During the 
following week, the correct answer 
and the name of the winning contes- 
tant, could be featured along with a 
new “What’s Wrong with This 
Diagram” display. In addition to 
the publicity value, this stunt, will 
enable the retailer to secure addi- 
tional names for his mailing list of 
radio prospects, which should prove 
of real value in circularizing. 

Another good stunt would be the 
offering of awards for the best ans- 
wers to questions on radio, such, for 
example, as: 

Why does the C battery conserve 
the life of the B battery and give 
better quality? 

Explain the theory of regenera- 
tion. 

Wkich will give the louder 
signals: A maximum of induc- 
tance and a minimum of capacity, 
or vice versa? (b) Which has the 
greater selectivity/ 

What is the cause of squealing 
in the audio frequency amplifier, 
and how may it be eliminated? 
There are an endless number of 

questions of this kind, many of 
which can be cleverly phrased to 


bring out some point of merit in some 
of the articles carried. They will be 
sure to arouse the interest of radio 
fans in your territory and help boost 
your radio sales. 

Here is a crack-a-jack idea for a 
window display. Take a big piece 
of cardboard, similar to that used 
for the “What’s Wrong with This 
Diagram” display and draw some 
standard popular hook-up, using in- 
stead of the usual symbols, the actual 
instruments themselves. A real con- 
denser tube, socket, etc., would be 
used. The various connections could 
be made with buss-bar wire covered 
with some brightly-colored insula- 
tion known as “spagetti.”’ If the dia- 
gram is sufficiently large, a few 
words could be printed under each 
instrument, explaining why it is used 
in the hook-up and a word about its 
merits. 

To make this display as attractive 
as possible it could be placed on an 
easel, behind and around which are 
draped curtains of blue velvet or 
some similar material of attractive 
color which would serve to make the 
display stand dut effectively. It’s 
worth trying. Why not try it? 
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Suggestive diagram for a “What’s wrong with this hook-up” display 
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Sweeping Reduction in Builders’ 
Hardware Plan of Washington 
Conference May 20 


Sweeping reductions in hardware 
used in building will be recommended 
at a meeting to be held in the Depart- 
ment of Commerce, May 20, under the 
auspices of the Division of Simplified 
Practice. 

Recommendations have been prepared 
by the advisory committee on stand- 
ardization of builders’ hardware, which 
has spent more than a year in coopera- 
tion with the Federal Specifications 
Board and the United States Bureau 
of Standards in an exhaustive study of 
the varieties of locks, butts and shelf 
hardware. William A. Heizmann, Read- 
ing, Pa., has been chairman of this com- 
mittee, which has spent twenty full- 
day sessions in the preparation of 
recommendations. 

The committee will recommend the 
elimination of 71 finishes of the 100 
now in use. They will also recommend 
the retention of but 1205 items in locks, 
butts and shelf hardware as against 
a vastly greater range. Comparison 
with the catalog of a typical manufac- 
turer showed that in the 1922 edition 
there were 2998 similar items, without 
the finish variations. In this case the 
retention will represent an elimination 
of 1793 items, or 60 per cent. 

More than 100 organizations from 14 
States have been invited to send dele- 
gates to the meeting to take action on 
the committee’s recommendations. Forty 
of these are national associations rep- 
resenting practically every group con- 
cerned, either as manufacturers, dis- 
tributors or consumers. 


Associations Represented 


These include: American Institute of 
Architects, American Engineering 
Standards Committee, American Rail- 
way Association, American Electric 
Railway Association, National Asso- 
ciation of Purchasing Agents, National 
Association of Credit Men, National 
Contractors’ Association, National As- 
sociation of Cost Accountants, Ameri- 


ean Trade Association . Executives, 
American Hardware Manufacturers’ 
Association, Railway Car Manufac- 


turers’ Association, Railway Equipment 
Manufacturers’ Association, 
Steel Door Association, Society of 
Naval Architects and Marine Engi- 
reers, Enameled Sanitary Ware Manu- 
facturers’ Association, Hollow Metal 
Door Society, Metal Finishers’ Equip- 
ment Association, Elevator Manufac- 
turers’ Association of the United States, 
Copper and Brass Research Association 
and New York Building Congress, all 
of New York. 

American Hospital Association, 
American Hotel Association, National 
Association of Building Owners and 
Managers, National Association of 
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Brass Manufacturers, Association of 
Railway Supply Men, Bridge and Build- 
ing Supply Men’s Association, Whole- 
sele Sash and Door Association, all 
of Chicago. American Malleable Cast- 
ings Association of Cleveland, Ohio, 
American Society of Agricultural En- 
gineers of Mount Clemens, Mich., 
Southern Sash, Door and Millwork 
Manufacturers’ Association of Atlanta, 
Ga., Building Officials Conference of 
Springfield, Mass., Southern Hardware 
Jobbers’ Association of Richmond, Va., 
American Erectors’ Association, Na- 
tional Pipe and Supplies Association, 
Railway Supply Manufacturers’ Asso- 
ciation, all of Pittsburgh; National 
Hardware Association of the United 
States, National Federation of Con- 
struction Industries, both of Philadel- 
phia; National Retail Hardware Asso- 
ciation of Indianapolis, and National 
Association of Builders’ Exchanges of 
Baltimore; American Construction 
Council and Associated General Con- 
tractors of America, both of Washing- 
ton, 
Firms Represented 


Among the other interested groups 
which have been asked to send repre- 


sentatives are the following: 


New York—J. G. White & Co., Turn- 
er Construction Co., Greene, Tweed & 
Co., Charles Williams Stores, Bommer 
Spring Hinge Co. 

Illinois—Sears, Roebuck & Co., Mont- 
gomery Ward & Co., John M. Smyth 
Merchandise Co., Chicago Spring Hinge 
Co., Sargent & Lundy, Coleman Hard- 
ware Co., Oscar C. Rixson Co., Payson 
Manufacturing Co., Sager Lock Co., Al- 
baugh-Dover Co., National Manufac- 
turing Co., Lawrence Bros., Allith- 
Prouty Manufacturing Co., Barrows 
Lock Co., Stover Manufacturing Co. 

Ohio—Otto J. Schreiber, Osborn 
Screw Manufacturing Co., Columbia 
Lock Division of Consolidated Iron- 
Steel Manufacturing Co., J. B. Schreid- 
er Co., Shelby Metal Products Co., 
Shelby Spring Hinge Co., Key Manu- 
facturing Co.. Champion Hardware Co. 

Pennsylvania — McKinney Manufac- 
turing Co., Way Works, Inc., Chantrell 
Hardware & Tool Co., Reading Hard- 
ware Co. and Penn Hardware Co., Grif- 
fin Manufacturing Co., Sharon Hard- 
ware Manufacturing Co., Wrightsville 
Hardware Co. 

Massachusetts—Stone & Webster. 

Missouri—G. Hager Hinge Manufac- 
turing Co. 

Iowa—Clinton Lock Co. 

Minnesota—M. W. Savage Factories. 

New Jersey—Skillman Hardware Co. 

Connecticut—P. & F. Corbin Co., 
Russell & Erwin Manufacturing Co., 
the Stanley Works, Winchester-Sim- 
mons Co., H. B. Ives Co. and Sargent 





& Co., Yale & Towne Manufacturing 
Co., Norwalk Lock Co., Lockwood 
Manufacturing Co., Peck, Stow & Wil- 
cox Co. 

Maryland---Henry Keidel & Co. 

In addition to these business organi- 
zations, the Federal Government, as 
one of the greatest consuming interests 
in the country, will be represented by 
the following groups: Federal Speci- 
fications Board, Veterans Bureau, War 
Department. 





Momsen-Dunnegan-Ryan Co. 


Warehouse in Phoenix, Ariz. 


George B. Ryan of the Momsen- 
Dunnegan-Ryan Co., El Paso, Tex., an- 
nounces that the company has let a con- 
tract for a large warehouse to be 
erected at Phoenix, Ariz. The new 
building will be 90 by 125 ft. one-story 
and basement and of reinforced con- 
crete construction. This branch will be 
used to handle Arizona business, ship- 
ments to it being made direct from 
factory, but the executive offices will 
be retained at El Paso where all corre- 
spondence should be directed as here- 
tofore. 

The wholesale firm of Momsen- 
Dunnegan-Ryan Co. was organized in 
1912 by George B. Ryan and others, 
and absorbed the business of the 
Momsen Hardware Co. that was, in a 
limited way, conducting both a retail 
and wholesale hardware and plumbing 
supply business. The retail branch 
was closed and the new company has 
devoted its efforts exclusively to the 
wholesale business. 

Mr. Ryan, who was largely respon- 
sible in building up the business to its 
present size, was southwestern sales 
manager a number of years for the 
Hibbard, Spencer & Bartlett Co., and 
is very well known to the retail trade 
in Southwest Texas, New Mexico and 
Arizona. 

The Momsen-Dunnegan-Ryan Co. has 
just issued a 1900-page catalog, the 
most complete that it has ever put out. 
Announcement is made that plans will 
soon be drawn for a six-story building 
in El Paso to be constructed on a lot 
adjoining the company’s present plant. 





Leitz Hdwe & Paint Co. Opens 


The Leitz Hardware & Paint Co., is 
now opened for business in Minneapolis, 
Minn., at 40-42-44 So. 3rd Street. The 
Leitz brothers have ‘been associated 
with the hardware business of Minne- 
apolis for a number of years and it is 
understood have opened up a very fine 
store at the above address. It is also 


understood that the firm will engage in 


the wholesale as well as retail business. 





Anderson Sells Out 


W. S. Anderson has recently dis- 
posed of his interest in the Middles- 
boro Hardware Co., Middlesboro, Ky., 
te Eugene Bros. 
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Hamp Williams To 


Run for Governor 
of Arkansas 


| organizers; 


We need an awakening. We need ac- 
tion instead of promises. 
“We need organizers instead of dis- 


| tics; better schools and less extrava- 
| gance in home, State and Nation. 


Hamp Williams, president of the Na-| 


tional Hardware Association, Federal | 
s | and fight for the right man in office. 


fcod administrator for Arkansas during 
the world war, head of the Hamp Wil- 
liams Hardware Co., Hot Springs, Ark., 

and prominently identified with the busi- 
ness and civic activities of his State, 
has formally announced his candidacy 

















Hamp Williams 


_leather belting, 74-76 Murray street, | 
_ New York City, in the same capacity. 


for the Democratic nomination for Gov- | 


ernor of Arkansas. 


Mr. Williams said | 


that within a short time he expects to | 


engage in a general campaign through- 


out the State as the candidate of the | 


business men. 


| 
In his formal announcement Mr. Wil- | 


liams said: 
“It is a great sacrifice for any busi- 
ness man to enter politics; that is why 


held by the 


no more enter, but some of us must. 


make the start. 


in the selection of good men for the 
legislature, we will have some construc- 
tive legislation. If there is not some- 
thing done to cut down our taxes and 
relieve the farmers in this country, 
there will be fewer merchants and much 
less business every year. 

‘“‘We have drawn on our farms and 
our farmers until they are near the 
breaking point. The best evidence of 
this is to see the deserted and dilapi- 
dated condition of the farms in every 
county in this State. Farmers are leav- 
ing the farms and going to cities and 
manufacturing centers in order to make 
a living and school their children. 

“This statement is not political bun- 
combe nor campaign thunder to ride into 
office upon. I have been preaching this 
since before the World War. During 
my campaign I will tell you about it. 

“The farmers are in distress today; 
you may be tomorrow. Give the farmer 
a fair price for his products and he 
will not complain. Give him the same 
opportunity we have and all will pros- 
per alike. 

“There must be a radical change in 
this country, and it is up to the people 
to make that change and the sooner 
we get busy the better for all of us. 


If the business men | 
over the State will get busy and assist | 








“We need business men and women 


more business and less poli- | 


who are willing to close their stores | 


and houses on election day, if necessary, 


“We need a higher regard for the 
law. Repeal those laws that are not 
necessary and enforce the remainder. 


the board. 


“We need better roads and highways | 


the lands adjacent, or bankrupting the 
country through which they pass. 

“We need an awakening in this coun- 
try such as never has been. We need 


if they can be had without confiscating | 


George T. Price 
Now President 
Kelly Axe Co. 


At a recent meeting of the board of 
directors of the Kelly Axe Mfg. Co., 
Charleston, W. Va., W. C. Kelly, for- 
merly president, was made chairman of 
George T. Price, former 
vice-president, was elected to the pres- 
idency. Three new vice-presidents were 
elected as follows: Duncan Bruce, W. 
A. Shepard, Louis H. Turner. G. E. 


Kelly was reelected as secretary and 


statesmen instead of politicians—men | 
who regard country above politics— | 


men who are willing to yield from their 


own selfish viewpoint to the will of the | 


Boston Jobbers Open Branch 


people—servants instead of masters.” 





E. O. Floyd, Sales Manager, 


Schwartz Belting Co. 


Ernest O. Floyd, formerly sales man- 
ager of Bonner & Barnwall, Inc., has 
recently become connected with the) 


| Schwartz Belting Co., manufacturer of | 





Get Together Paint Meeting 
In Gardner, Mass. | 


A get-to-gether meeting of local | 
painters and contractors was recently | 
Davis Hardware Co., | 
Gardner, Mass. B. H. Ring, G. V. Rob- | 
inson and R. A. Hardy of the du Pont | 
Paint and Varnish Division were pres- | 
ent at this meeting. 


* 
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Poppies for Memory 


The scarlet poppy has been 
adopted by the American Legion 
for use on Memorial Day in 
honor of the men who fell in 
France. It will be worn by all 
members of the Legion. 

The Legion suggests a similar 
use of the poppy on Memorial 
Day by all members of the public, 
and asks that we place this sug- 
gestion before the organizations 
in our membership. With this 
request we very gladly and sym- 
pathetically comply. The Legion 
uses the proceeds from the sale 
of these poppies for the care of 
the orphan children of war 
veterans. 

From local posts of the Amer- 
ican Legion and from units of the 
American Legion Auxiliary 
poppies may be obtained during 
the week preceding Memorial 
Day. 

Why not a poppy window dis- 
play? 














treasurer. F. W. Gramm was elected 
assistant treasurer and R. T. Brown 
was elected assistant secretary. A. P. 
Shirley was appointed export manager. 





in Springfield 


Bigelow & Dowse Co., Boston, shelf 


hardware jobbers, on Wednesday, May 


14, officially opened its new Springfield, 


Mass., branch store located at 22 
Franklin Street, a large number of 
customers, . business associates and 


friends attending. The company has 


maintained a Springfield branch for 


five years, having bought the old Chap- 
man Brooks store, Lyman Street, 
May 1, 1919. The firm’s business in 
western New England has grown to 
such proportions, however, it was neces- 
sary to secure larger quarters. 

The new store is two stories and 
thoroughly equipped and laid out to 
handle a duplicate Boston stock. It 
has approximately 30,000 sq. ft. floor 
space. The business is a strictly whole- 
sale one. A corps of salesmen operate 
from the branch, which is in charge of 
P. F. Morehouse. 





Columbus Wood Turning Co. 


Moves to Paoli, Ind. 


For the purpose of securing more 
adequate accommodations for its rap- 
idly expanding business, the Columbus 
Wood Turning Co., Crothersville, Ind., 
has. recently removed its plant to 


Paoli, Ind. 


VonLengerke & Antoine Moves 


VonLengerke & Antoine, large whole- 
salers and retailers of sporting goods, 
Chicago, Ill., have moved from 130 SB. 
Wabash Avenue, to 33 S. Wabash Ave- 
nue. The move was caused by the tear- 
ing down of their old building to make 
way for the new Palmer House Hotel. 
The present quarters will eventually 
give the firm additional display space 
which has been needed for some time. 
At present the fourth, main floor and 
basement are being used. It is under- 
stood, however, as soon as leases expire 
additional frontage may be had, which 
will make this one of the largest sport- 
ing goods stores in America. 
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Pittsburgh Plus Is Violation 


of Economic Law, Bennett Tells 
Federal Trade Commission 


Although condemning the Pittsburgh 
plus practice of pricing steel products 
as “an artificial practice in violation of 
economic law, and incompatible with 
free competition,” Trial Examiner J. W. 
Bennett, in a report, comprising 302 
single spaced typewritten pages, and 43 
pages of additional matter, recently 
submitted to the Federal Trade Com- 
mission, deals only with the facts of the 
case and gives no opinion as to whether 
any Federal statute has been violated. 

In dealing with the economic phases 
of the case the examiner first carefully 
defined economic terms and economic 
facts necessary to a full undersatnding 
of the charges in the complaint and the 
allegations in the answer. On this basis 
he concluded that Pittsburgh plus was 
an artificial practice inhibiting free and 
unhampered competition. 

In his opinion, the contention that the 
Chicago district is a center of under- 
production favoring the natural de- 
velopment of higher prices. than at 
Pittsburgh, a point of surplus output, 
is not substantiated by the facts. Large 
quantities of steel have been shipped 
from Chicago to points east and the 
largest market for finished steel is still 
east of the Chicago mills. Price ex- 
hibits, in the examiner’s opinion, estab- 
lish a close adherence to the Pittsburgh 
pius practice by Chicago producers as 
well as other mills, and the evidence 
indicates that this adherence was first 
dictated by associations, agreements, 

ools and understandings and latterly 

y the immediate business advantage to 
the independents or their fear of puni- 
tive measures. 


Methods Covered in Detail 


Artificial methods of establishing 
prices dating back as far as 1873 are 
covered in detail. Frequent references 
are made to the Gary dinners, and the 
methods supposedly resorted to since 
the abandonment of those meetings are 
also outlined. 

Separate sections of the report are 
devoted to a review of the testimony 
of consumers of bars, plates, structural 
shapes, sheets and wire products to 
show that the Pittsburgh basing point 
practice lessened competition and dis- 
criminated between different purchasers 
from the United States Steel Corpora- 
tion. The examiner adds, however, that 
evidence in the case fails to indicate a 
systematic application of the Pittsburgh 
plus practice to billets, wire rods, sheet 
bars, angle bars, tie plates, car wheels, 
spikes, forgings, armor plate and steel 
piling, nor methods of selling such prod- 
ucts which substantially lessen com- 
petition in their sale in interstate com- 
merce. With reference to _ tubular 
goods, he states that the evidence fails 
to demonstrate that such products are 





made in the Chicago or Birmingham 
districts in sufficient volume to supply 
the consumption in those territories, 
nor to show specifically that the Pitts- 
burgh plus practice, in the circum- 
stance, has substantially lessened com- 
petition in those products. 

In defining economic terms necessary 
to understanding the issues of the case, 
the examiner said, in part: 


What the Examiner Said 


“Any truly competitive market price 
of any commodity is substantially uni- 
form and nondiscriminatory at the point 
of sale, which, for a manufactured ar- 
ticle (economically speaking) is always 
the point of production and shipment 
unless the product is transported physi- 
cally to another location and there sold. 
Dumping and the discriminatory prices 
involved are economic indications of the 
failure or hampering of free competi- 
tion. Free competition and discrimina- 
tory prices are incompatible. Discrim- 
inatory prices attempt to meet com- 
petition at one point by evading com- 
petition at others. Higher prices 
maintained in a restricted sales terri- 
tory about a market or center of pro- 
duction, while lower prices are made 
in outside territory, are monopolistic 

rices intended to get all the traffic will 
ear after competition has been de- 
clined. 

“A monopolistic market (economically 
speaking) is a market in which the fac- 
tors of free competition are not fully 


functioning. Any agreement of minds 


of traders that leads them to maintain 
prices rather than to compete inter- 
feres with competition. Uniform deliv- 
ered prices are not uniform market 
prices in the economic sense, where the 
points of destination are at different 
distances freightwise from the points 
of shipment. 

“The Pittsburgh plus practice was 
not the result of the law of supply and 
demand functioning in a free, competi- 
tive market, but was a practice adopted 
as part of the sales policy of respondent 
corporations and in accordance with the 
best immediate business advantages of 
such respondents. 

“Between 1899 and 1904 
adopted as a constituent element of 
price-fixing understandings or agree- 
ments among producers, to which un- 
derstandings or agreements respondent 
corporations were parties. 

“When the Pittsburgh plus practice 
was adopted respondent corporations 
dominated the steel industry even to a 
greater extent than at the present time. 

“They dominated the steel industry in 
the Pittsburgh industrial district to a 
greater degree than elsewhere. 

“When respondent corporations pro- 
duced about 73 per cent of the steel in 


it was} 





the Pittsburgh industrial district, a 
practice which was to the advantage of 
steel producers in such district was to 
the advantage of respondent corpora- 
tions. The Pittsburgh plus practice 
was of advantage to Pittsburgh steel 
producers and to respondent corpora- 
tions. : 

“Respondent corporations dominated 
the steel industry in the Pittsburgh dis- 
trict from a production standpoint. 
Pittsburgh district dominated the steel 
industry in the United States from a 
production standpoint between the 
years 1901 and 1904. The Pittsburgh 
plus practice had a capacity and tend- 
ency to perpetuate that condition. 

“The Pittsburgh plus practice also 
had a capacity and tendency to cause 
the Pittsburgh industrial district to 
dominate the steel industry from a 
merchandising standpoint and to ex- 
tend the sales policy of respondent cor- 
porations to the rolled steel industry in 
the entire country. It also tended to 
prevent the activities of independent 
producers from interfering with or 
terminating that dominance or that 
policy. 

“After the lapsing of the Gary din- 
ners, the Pittsburgh plus practice was 
observed as a practice by respondent 
corporations, who were in this respect 
generally followed by other producers. 

“Other producers had knowledge of 
respondent corporations’ prices and of 
the fact that they were selling in ac- 
cordance with the Pittsburgh plus prac- 
tice. Such knowledge had the capacity 
and tendency to take the place of spe- 
cific price understandings and to bring 
about uniformity in quoted and deliv- 
ered prices, and to curtail price com- 
petition. 

“Producers independent of respondent 
corporations knew of respondent corpo- 
rations’ prices and whether they were 
selling in accordance with the Pitts- 
burgh plus practice, and they generally 
followed these prices. 





Arthur R. Craig, Secretary 
Ass’n of the Carolinas 


Arthur R. Craig was elected secre- 
tary and treasurer of the Hardware As- 
sociation of the Carolinas, Charlotte, 

C., at a meeting of the executive 
committee, held on April 30, and also 
secretary of the Hardware Mutual Fire 
Insurance Co., at a meeting of the 
directors of that organization. 





R. A. Barnes Now With 
Imperial Valley Hdwe. Co. 


R. A. Barnes, buyer for’ the 
Krakauer-Zork Co., hardware jobber, 
El Paso, Texas, has resigned to accept 
a position in the purchasing department 
of the Imperial Valley Hardware Co., 
whose headquarters are at El Centro, 
Cal. Mr. Barnes, who was with the 
Krakauer-Zork Co. seven years, was 
previously a traveling salesman in Den- 
ver territory a number of years for 
John G. Roundtree, Inc. 
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Plate Glass Firm 
Expands and Enters 


Paint Business 


Standard Plate Glass Corporation in 
developing its present policy of sales 
expansion and entrance into the paint 
business has recently completed nego- 
tiations to acquire the Watson Paint 
and Glass Company of Pittsburgh, the 
Zenn Paint and Glass Company of 
Youngstown, Ohio, and the Bison Paint 
and Window Glass Company of Buffalo, 
N. Y. These concerns had total gross 
sales for the year 1923 of $2,500,000. 

Watson Paint and Glass Company at 
present is earning at the annual rate 
of about $200,000 net after all 
charges. Estimating the Zenn Paint 
and Glass Company of Youngstown and 
the Bison Paint and Window Glass Com- 
pany of Buffalo to earn about $50,000 
per annum each and the extra efficiency 
and savings through consolidation the 
total additional earnings acquired for 
the Standard Plate Glass Corporation 
through the acquisition of these com- 
panies should exceed $300,000 per an- 
num, it is said. 





These properties will be acquired by 
the Standard Corporation by the ex- 
change of its 7 per cent cumulative pre- 
ferred stock, it is claimed. 





Pratt & Lambert Issues 
Specification Manual 


A new specification manual for paint- 
ing, varnishing and enameling has re- 
cently been issued by the architectural 
service department of Pratt & Lambert, 
Inc., manufacturer of varnish, 73-97 
Tonawanda street, Buffalo, N. Y. A 
division of the company’s architectural 
department is located at each of its 
offices in New York, Buffalo, Chicago, 
and Bridgeburg, Ontario. 

The forty-page book represents care- 
ful preparation, involving research and 
practical finishing experience gained in 
the manufacture and use of varnishes, 
enamels and kindred products covering 
a period of more than seventy-five 
years. It supplants all previous Pratt 
& Lambert specification books and con- 
tains, in addition to detailed specifica- 
tions, some timely and readily available 
information on finishing interior and 
exterior surfaces. 








Engineers to Discuss 
Cast Iron Pipe 
Standardization 


Standardization of cast iron pipe is 
to be discussed at a conference to be 
held under the auspices of the American 
Engineering Standards Committee at 
Room 1101 Engineering Societies Build- 
ing, 29 West Thirty-ninth Street, New 
York City, at 10.30 a. m., June 5, in ac- 
cordance with the recommendations of 
a special committee including represen- 
tatives of the organizations chiefly con- 
cerned with the subject. 

The committee was organized to con- 
sider the requests of the American Gas 
Association and the American Society 
for Testing Materials for the approval, 
by the American Engineering Stand- 
ards Committee, of their respective 
specifications for cast iron pipe and 
special castings. 





Coover Speaks on Credit 


J. Weir Coover, Gendron Wheel Co., 
Toledo, was one of the principal speak- 
ers at the annual meeting of the Ohio 
Credit Men’s Association, held in Cleve- 
land, April 17. 
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Safety Wringer Tongs Protect 


the Hands 


The Safety Wringer Tongs, made 
by The Safety Wringer Tongs Co., 303 
Wood street, Pittsburgh, Pa., should 
prove a real boom to the housewife in 
that they enable her to protect her 














hand from the strong soapy hot water 
when removing clothes from the wash- 
ing machine or from one tub to an- 
other or when straightenine them out 
when they have become tangled and 
twisted in washing. They are also 
valuable in protecting the fingers from 
accidents when using the wringer. The 
tongs are strongly and simply made 
and are designed to be retailed at a 
popular price. 





Scientific Heater Gives 
Double Heat 


The “Double Heat” Heater, recently 
developed by Dr. E. A. Martin of the 
Double Heat Electric Heater Co., 47 
West Forty-second street, New York 
City, is one of the most noteworthy 
and efficient of the recent additions to 
the heater field. It is constructed to 
scientific principles and a high degree 
of heat is obtained by the utilization 
of radiation and conduction and con- 
vection. As may be seen from the 
accompanying illustration, the heating 
element, being hollow, is converted into 
an elongated flue by means of copper 
tubes at the top and bottom. The inner 
walls of the element hot, heat the air 
contained therein and produce a col- 
umn of moving heated air that quickly 
heats the room. 

Double Heat Electric Heater is sim- 
ilar in appearance to the well known 
type of reflector or parabolic heaters 
now in general use; however, it differs 





materially from them in a point of op- 
eration as well as design, inasmuch as 
instead of rely'ng solely on radiant or 
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reflected heat, combining in its action 
three principles evolved in the genera- 
tion of heat as defined by laws of phys- 
ics, viz: Conduction, Convection, and 
Radiation. 

Double Heat Electric Heater has been 
examined, tested and appoved by the 
Underwriters Laboratory of New York 
and the Hydro Electric Power Commis- 
sion of Ontario, Canada, and samples 
of this heater are on exhibition in the 
showrooms of The New York Edison 
Co. 

It will be noticed from the illustra- 
tion that the guard of the heater is so 
constructed as to practically eliminate 
all possibility of fire through a curtain 
or paper blowing against it, and also 
to keep a child off. If overturned, it 
is so constructed that it will immedi- 
ately turn over on its back, a feature 
which makes it a very safe heater in 
the home where there are children or 
household pets. 


New Paint Brush Handle Fits 
the Hand Naturally 
An improved paint brush handle, 


which fits the hand as naturally and 
easily as a hand saw or grip handle, 





has recently been developed by The 
Wooster Brush Co., Wooster, Ohio. 
The idea of this new handle was con- 
ceived by an employee of the company 
about a year ago, and it has recently 
taken out papers for patents covering 
it. During the past months the new 
handles applied to various types of 
brushes have been tested in actual use 
by a large number of painters and deco- 
rators of all kinds, including steeple- 
jacks, and in every case the users are 
said to have been enthusiastic. 

The new handle eliminates strain and 
cramps in the wrist and hand, and also 
allows a much more free arm and wrist 
movement. Amateur painters like it 
because, on account of its unique shape, 
they say it does not touch the tender 
parts of their hands, therefore pre- 
vents blisters. It can be held in just 
the easy, relaxed position of the hand 
and fingers, the way a person would 
naturally take hold of anything, con- 
sequently it is not so likely to slip out 
of the hand and cause inconvenience 
when working off the ground. The ease 
of painting with the new handle is most 
noticeable, of course, in the heavier 
wall brushes and Dutch kalsomine 


types. 
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Efficient Bake Oven Retails at 
Popular Price 


The Dollar Bake Oven, male by the 
Dollar Bake Oven Division, Wabash, 
Ind., is a low cost cooking article de- 
signed to give a maximum of service. 
It has a wide range of usefulness and 
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may be used for baking potatoes, for 
making toast and for roasting meats 
and may be used on any type of cook 
stove. 

These little portable ovens are made 
of high grade polished non-rusting 
steel in one standard family size, 10 in. 
in diameter and 6% in. deep. It has 
an elevated steel bottom, with two 
large hot air flues. A movable wire 
rack above the button prevents the 
food from burning on the under side. 
A desirable feature of the oven is the 
fact that all parts may be easily and 
quickly removed for cleaning.  Be- 
cause of its low cost and practical fea- 
tures, the oven should prove popular 
with the housewife and with retailers. 





Parer and Corer Conforms 
to Vegetable Shapes 


The Marvelous Manufacturing Co., 
Cleveland, Ohio, has issued a newly 
designed parer and corer which has a 
compound curve which enables the user 
to take off a much wider peeling than 
could be removed with a straight edged 
knife or parer. 

The curves on this parer fit all 
shapes of fruits and vegetables so that 
the depressions or the rounded surfaces 
can be peeled. This makes it possible 
to peel in far less time. 

The concave curve on the outer end 
of the peeler is ideal for removing eyes 
from potatoes. It takes out a shallow 
cut instead of gouging a deep hole in 
the potato, eliminating two-thirds of 
the waste. The little extension on the 
side of the peeler is used for taking 
out deep black spots. 

This parer can also be used for 
coring apples or slicing fruits and 
vegetables. 

The Marvelous parer and corer comes 
packed in an attractive display box, 


Fits the shape, 
Takes wide, Ce “Siet 


peeling. 







of potato. 





the illustration on which shows the 
operations at a glance. They are pop- 
ularly priced. 
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President Coolidge May Veto 
Revenue Reduction Measure 


He Is Strongly Opposed to Excess Profit Tax, High Surtax 
Limit and Publicity for Tax Returns— 
Higher Postal Pay Recommended 


(Washington, D. C., May 12, 1924.) 

\ \ TILL President Coolidge veto the 

tax reduction bill now pending 

in the Senate? This is a ques- 
tion that is agitating the majority and 
minority leaders of both houses of Con- 
gress. It deserves the careful attention 
of business men everywhere. 

To attempt to predict what Mr. Cool- 
idge will do with this important meas- 
ure would be foolish. That the char- 
acter of the bill has been so changed 
in the past fortnight as to make it dif- 


ficult for the President to decide whether 


the proposed legislation is better than 
none at all will be generally conceded, 
but it must be remembered that the 
bill has yet to run the gantlet of the 
Conference Committee that will be ap- 
pointed to harmonize the diverse pro- 
visions of the House and Senate drafts. 


Coolidge Against Bolshevistic Amend- 
ments . 


The possibility of a Presidential veto 
for the tax reduction measure is due 
to the recent incorporation in the bill 
of certain bolshevistic amendments 
which have been forced by a combina- 
tion of Republican insurgents and 
Democrats, who appear to believe that 
a profitable slogan in the coming Con- 
gressional campaign will be “Put All 
the Taxes on Big Business Corpora- 
tions and Rich Individuals.” The fact 
that in actual practice the taxes will 
be legally evaded by big business and 
by men of large wealth, leaving the 
burden to be borne by the great mass 
of individuals of very moderate means 
will not be capable of proof until after 
the election, and in the meantime the 
slogan presumably will have served its 
purpose. 

The particular amendments recently 
added to the bill in the Senate to which 
both President Coolidge and Secretary 
- Mellon are most strongiy opposed are 
those restoring the excess profits tax 
on corporations, raising the House max- 
imum rate on surtaxes to 40 per cent 
and providing “full publicity” for all 
tax returns. Of course, the most ob- 
jectionable of these three changes is 
that which restores the vicious excess 
profits tax repealed only a short time 
ago after its destructive effect upon in- 
dustry had been fully demonstrated. 
This amendment was put forward by 


By W. L. CROUNSE 


Senator Jones of New Mexico and was 
indorsed at a conference of the minority 
party. 


Proposed Excess Profits Tax 


The amendment substituted for the 
present corporation tax of 12% per cent 
is a schedule with a normal tax of 9 per 
cent on all corporation earnings and a 
graduated scale of surtaxes to apply on 
all undistributed profits of corporations 
above 10 per cent. These surtax rates 
would start at one-fourth of one per 
cent and run up to a maximum of 40 
per cent, which would apply on all un- 
distributed profits above 60 per cent, 
figured on the capital. 

The effect of such a tax device, in the 
opinion of President Coolidge and Sec- 
retary Mellon, would be to offer a sub- 
stantial inducement to all corporations 
to distribute all earnings as dividends 
instead of conserving assets to expand 
the business or to meet rainy day emer- 
gencies. The President believes that 
no legislation could be enacted in con- 
nection with the taxing of corporations 
that would have a more demoralizing 
influence upon the industries of the 
country. 

Careful consideration of the desira- 
bility of reviving the excess profits tax 
was given by the House when the bill 
was pending in that body. The Ways 
and Means Committee rejected the plan 
almost summarily and the House fol- 
lowed suit. 


Bitter Fight in Conference 


Unless the Senate changes its mind 
before the bill passes that body—the 
vote adopting the excess profits taxes 
was 43 to 32—the fight in conference 
over this provision will be exceedingly 
bitter. The Republican insurgents of 
the House are disposed to insist upon 
its retention, but the Democratic mem- 
bers from the leading industrial States 
are likely to join with the Republicans 
in opposing it. 

Another combination of Republican 
insurgents and Democrats compelled the 
Senate to accept a maximum surtax 
rate of 40 per cent in lieu of the so- 
called Longworth compromise of 37% 
per cent voted by the House. At one 
time Chairman Smoot of the Finance 
Committee expressed considerable con- 
fidence that Secretary Mellon’s maxi- 


mum rate of 25 per cent would be 
adopted. On one vote the committee 
placed the Mellon rate in the bill, but 
soon after, on a motion to reconsider, 
it was rejected. 


Longworth Compromise May Win 


The majority leaders now look for- 
ward to the ultimate acceptance of the 
Longworth compromise, which is a cut 
of 12% per cent from the existing 
maximum of 50 per cent. Experts 
agree, however, that this reduction in 
the surtax rate will not be sifficient to 
induce men of large means to abandon 
their tax exempt investments in favor 
of the preferred stocks of big industrial 
corporations, which was the primary 
object of Secretary Mellon in suggest- 
ing the 25 per cent rate. 

President Coolidge is unalterably op- 
posed to the provision giving full pub- 
licity to income tax rates. Such a pro- 
vision he regards as inquisitorial and 
highly obnoxious. 

I believe it will do more than could 
any other requirement to add to the 
unpopularity of the income tax as a 
method of raising revenue. No man 
wants the details of his income spread 
on a public record for the scrutiny of 
every curious, envious or malicious per- 
son. 

Blackmhfil, extortion and tax evasion 
are likely to result from this provision, 
in the opinion of leading members of 
the Finance Committee. Nobody seems 
to believe it will do more than provide 
another cheap slogan for demagogues 
chasing votes at the coming election. 


How Radio Tax Was Beaten 


The rejection by the Senate of the 
proposed tax on radio sets and parts 
was briefly chronicled in last week’s 
NARDWARE AGE. An amendment to 
the bill had previously been adopted 
imposing a tax of 10 per cent, but so 
strong was the outpouring of public 
sentiment against this :mpost that the 
Senate leaders were forced to recon- 
sider the vote. 

In arguing in favor of the retention 
of the tax Chairman Smoot declared 
that the Finance Committee was ad- 
vised that “radio sets are made by one 
great concern in the United States, a 


(Continued on page 84) 
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The Ouled Nails 


“The Sales Manager” Finds Coney Island in the Sahara 


N | QO, Mignonette, not wire nails but Ouled Nails 
(Qu-led-Niis). These are the dancing girls of 
the Sahara. All this district where we are is 

the province of an Arab tribe called the “Ouled Nails.” 
For unknown centuries these tribes have trained their 
daughters to dance. They go to the cities from their 
desert homes, dance, accumulate a dowry, return to 
their tribe, marry and settle down to Main Street 
respectability. Their past is only a memory. Their 
loving spouse asks no questions—he adds to the num- 
ber of his sheep with the dowry! 

On our way southward through the town of La 
Ghouat it was arranged that there should be a dance 
upon our return. The most famous dancers would be 
on hand to give us a new thrill. 


Civilization in the Desert 


The delightful little hotel is crowded when we 
arrive after the long run from Ghartaia by way of 
Tilrempt. My Arab maid meets me all smiles and 
quickly arranges a hot bath in the spotless bath room. 
Have no dinner coat, but a clean shave and a change 
of linen make one feel dressed, even if long-suffering 
golf suit has to be donned again. 

The soft shaded colored lamps are lit in the 
“lounge” when we assemble before dinner. A cosmo- 
politan gathering—English, French, Germans, Rus- 
sians, Americans. The ladies wear the bright colored 
silk shawls so fashionable just now in Paris. The 
hotel manager, lately from the Hotel St. Regis in New 
York, assures us the dance is all arranged. 

Dining room doors are thrown open and an Arab 
in white, close-fitting jacket, white turban and trousers 
that always remind me of Huckleberry Finn (because, 
in the words of Mark Twain, they “bagged low and 
contained nothing,”) announces that dinner is served. 

The tables are arranged in single line down the 
dining room. On each table are two shaded candles. 
No other light. At each table is bottle of wine in 
cooler but no ice! Silently Arab waiters serve the 
delicious dinner and pour the golden wines of France. 
One has to pinch oneself to realize that he is 500 miles 
in the Desert of Sahara and has just been drinking 
coffee with caids and marabouts. It is borne in upon 
my inner consciousness that contrasts put “pep” into 
existence! 

Sahara Jazz 


Afterward liqueurs and coffee in the “lounge.” Low 
voiced conversation. Finally curious music drifts in 
through the open doors. Once heard, this desert music 
is never forgotten. The musician plays on a sort of 
flute, made of a reed, in curious half tones. Tempo 
is emphasized by a large cymbal held in one hand high 
in the air and struck by the flat palm of the other. 
Flute player and cymbalist compose orchestra. 

Our host announces that the dance is ready and 
leads the way to a large tent, back of the hotel, in a 


garden under the tall palms that seem to whisper to 
each other in the black darkness. 

This tent has straight side walls lined with oriertal 
rugs. Entire floor also covered with these bright 
colored rugs. From center of tent hang shaded oil 
lamps. Around tent walls are divans piled high with 
bright colored pillows and little low tables for coffee | 
and liqueurs are arranged in front of each divan. Ar- 
range ourselves on these divans, light our cigars and 
cigarettes and look around. Surely a curious and 
unusual sight. 

The Sheiks Were There 


At far end of tent sit several sheiks. With them, 
good-looking French girls—modern dresses, bobbed 
hair, cigarettes. On our side are the guests from the 
hotel, all expectant. At end of tent are several French 
officers—uniforms, decorations, cigarettes! 

Opposite us are the company of dancers and at- 
tendants and the orchestra who are working hard. I 
thought of the sign over the piano player out west— 
“Don’t shoot; he is doing his best!” 

Flute player venerable old man with long, flowing, 
white beard. Man with drum or cymbal younger and 
plays incessantly, keeping the intermittent time with- 
out a break. 

The Ouled Nails are dressed as they have been for 
centuries—a blue turban on their heads with chains 
of gold and silver coins around their foreheads and 
hanging to their shoulders; the waist and skirt of 
many colors; around the neck, necklaces of golden 


‘beads. The curious thing is that they are so fully 


clothed—long skirts to their ankles and long sleeves 
to their wrists; their feet and legs bare but golden 
anklets jingle down over their bare feet. With their 
flashing’ black eyes and glistening white teeth, they 
look like the barbaric daughters of the desert, as 
they are. 

The Feet Weren’t Overworked 


First dancer circles very slowly around tent, facing 
audience. Her bare feet hardly leave the ground. 
Music keeps up same endless time. At first seems 
monotonous but as you listen closely, you can detect 
that there are climaxes in the music and that the 
dancer is also working up to this climax. It is what 
we know best as the hoochi-koochi or stomach dance. 
Around the dancer’s waist is belt made of linked 
square silver plates. This belt reminds one of a ship 
in a heavy sea! 

At end of each dance the dancer kneels before some 
gentleman in the audience and gives him a little 
special performance for his personal benefit while the 
rest of us are convulsed with laughter at his efforts 
to accept the attention with nonchalance. 

Several girls dance but it is all the same. Little 
girl of about fourteen sings some weird desert songs. 
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The Speed Pen—A Practical Lettering Tool 


4) HERE are many new inventions 
on the market designed to facili- 
tate lettering by hand and many 
of them are only practical in the hands 
of an expert letterer. Some of these 
new inventions do more harm than good 
because they discourage some beginners 
who are anxious to learn show-card 
writing and buy the first lettering pen 
they see, only to find out that they 
“can’t make it work.” The writer has 
tried some of these new inventions, has 
followed the instructions to the letter, 
and even then was not able to get satis- 
factory results. 

The speed pen is a new and prac- 
tical invention and meets the de- 
mand for an all round lettering pen 
for show-card writing. No one ever 
thought of writing a large-sized show- 


for Beginners 


By JOSEPH BERTRAM JOWITT 


card with a pen until this speed pen 
was invented. Anybody can “make it 
work” and this article contains some 
visible proofs of its efficiency. All of 
the lettering on the show-cards illus- 
trating this article were done with six 
different sized speed pens. The most 
encouraging part for the beginner is 
that these pens require no “breaking- 
in.” They will not spread or make 
ragged or irregular lines as a brush 
will, neither will they bend or break. 

These pens are on sale in most sta- 
tionery stores and are made in six dif- 
ferent sizes, Nos. 1, 2, 3, 5, 6, and 7. 
The sizes 1 to 5 are made for all round 
or Roman letters, Nos. 6 and 7, are 
for square or block letters. 


Pens 5 and 7 will make heavy letters 
up to 3 in. in height. 

In general appearance the speed pen 
is like ordinary steel pens with the 
exception that instead of the usual 
points, the nibs consist of two hemi- 
spherical, flat surfaces, with a flat split 
between them. Together they form a 
perfect circle, so that whenever the pen 
is placed on paper it produces a 


solid circle of ink or color, and, 
if it be drawn along, a_ solid 
uniform line with those perfectly 


rounded terminals so difficult to obtain 
with other lettering pens or drawing 
instruments. The pens are so simpie in 
construction that there is nothing to 
get out of order and no parts to be 
adjusted. A reservoir attached to each 
pen holds sufficient ink to make several 
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Example of speed pen lettering 


letters, and renders unnecessary fre- 
quent dipping in the ink bottle. This 
saves time and helps the beginner ac- 
quire speed in !ettering. 

These pens are not intended for 
finished lettering, but are the handiest 
tool ever invented for “knock-out” show- 
card lettering, when a sign is wanted in 
a hurry, They produce effective show- 
cards and at a distance it is difficult 
to tell whether these cards are the 
result of brush or pen work. The be- 
ginner should always aim to make his 
work effective. Remember the show- 
card is to act as a silent salesman. 

Another point of convenience in con- 
nection with the speed pen is that 
ordinary pen holders may be used for 
any of the sizes in which the pens are 
made. 

The average person who is interested 
in mastering show-card writing does 
not aspire to be in the expert class, 
nor does he wish to sell his work. His 
one desire is to create plain, legible, at- 
tractive, business-pulling show-cards 
thereby enhancing the general appear- 
ance of the store, also deriving the full 
value from the show windows and cut- 
ting down the expense of buying 
“signs.” 

With a set of speed pens and a bottle 
of ordinary show-card ink or a small 


HARDWARE AGE 


bottle of “Higgins” India ink, the aver- 
age man can without any artistic 
ability or “talent” soon learn to produce 
plain original and attractive cards like 
the ones reproduced herewith. All he 
needs to do is to practice a little every 


day and follow closely each detail illus- 


trated on these plates and explained in 
the article. 


The half-round block alphabet is 


shown in four installments so the be- 
ginner will concentrate his practice on 
a few letters at one time instead of 
practicing at random from the entire 
alphabet. From six to ten letters are 
enough to practice on at one time. It 
is poor policy to attempt the letter B 
without first being able to make the 
letter A. 

Until recently the field of the letter- 
ing pen has been a limited one, for 
there were but few lettering tools on 
the market which were practical in 
the hands of a novice. The advent of 
this wonderful American invention, the 
speed pen, changed this condition over- 
night. Nothing short of the great de- 
mand for show-cards prompted the in- 
vention. By investing $1 in a set of 
these speed pens and keeping these 
instructions in HARDWARE AGE in front 
of him the beginner makes his first 
attempts in the following manner. 


How to Use It 


First, before attempting to copy any 
complete letter he should practice on 
the elementary strokes, that is to say 
the single basic strokes composing the 
letters shown at the bottom of alphabet 
plate. First make four perpendicular 
or upright strokes, then four horizontal 
strokes, then four left and four right 
cblique strokes (these oblique strokes 
should be done on an angle of from 
35 to 45 deg.) and finally four complete 
circles. The straight strokes should 
first be drawn with a pencil and ruler, 
and the circles with the aid of a com- 
pass. Then when it comes to forming 
the complete letter it is only a matter 
of connecting these strokes as the 
arrows indicate, 

A sketch of the pen is shown placed 
in the positions in which it should be 
held in order to construct the eight 
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Perfect balance increases readability 


letters A to H. The dotted lines show 
the length of each single stroke, and 
the arrows indicate its direction. 

The small cross-mark indicates where 
the single stroke should terminate, or 
where another stroke should join it It 
should also be remembered that al! 
strokes should be made from left to 
right, beginning at the top and ending 
within a fraction of an inch of the 
bottom guide line. Do not attempt to 
draw an upright stroke by pushing the 
pen upward. To form the basic part 
of the letter H it requires but two 
perpendicular or upright strokes, and 
one horizontal cross stroke joining these 
two upright strokes together in the 
center. A few short strokes are neces- 
sary to even off the letter. The handle 
of the pen should be held in a natural 
position very much the same as one 
would write with a fountain pen, being 
sure not to hold it too tightly or to 
cramp the hand. 

Each pen is equipped with a small 
reservoir attachment this retains suffi- 
cient ink to write several words with 
one dipping. Speed pens are made with 
round or square bills, the round pens 
being the most popular as they are 
much easier to operate than the square. 











Nationai Baseball Week 
in Oklahoma 


HE illustration at the 

left shows the window 
display featured by W. J. 
Pettee & Co., Oklahoma 
City, Okla., during Na- 
tional Baseball Week. 
This display increased 
sales of baseball equip- 
ment to such an extent 
that it was well worth the 
extra effort expended in 
arranging it. 
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General Market News 





Manutacturers and Jobbers 
Endeavoring to Stabilize 
Hardware Market 


USINESS in the hardware market continues on a hand-to-mouth 


basis, although there is a consistent flow of small orders. 


Manu- 


facturers of many lines are reported to have curtailed production in 
order to prevent a surplus of manufactured goods. 

Price concessions are reported in many quarters, although manufac- 
turers of major lines and many of the large wholesale houses are 
attempting to maintain current prices in order to stabilize the market. 

The belief that business will take a turn for the better at mid-year 
seems to be crystallizing in different sections of the country. This 
belief is apparently based on the assumption that through the influ- 
ence of a scarcity of many commodities, and a clearing of the political 
atmosphere, following the convention, buyers will be inclined to make 


more liberal future commitments. 


Unseasonal weather has done much to retard sales of spring mer- 


chandise throughout the country for the past few days. 


The entire 


East has suffered particularly in this respect with the result that 


buying has been held up to a noticeable degree. 


Reports from the 


various centers state that a few good days of sunshine are all that 
are needed to stimulate consumer buying of seasonal merchandise. 





Price Drops and Shortages 
in Chicago Market 


The most interesting announcement 
in this territory during the “week was 
the reduction of about 10 per cent on 
first quality nail hammers and an ad- 
vance of about 7 per cent on the 
cheaper grades. The 


more into line as the spread between 
first and second quality goods had been 
too wide. : 

Hatchets are being reduced by man- 
ufacturers from 12% to 15 per cent 
and actual prices will be available in 
next week’s issue. There is consider- 
able uncertainty in some of the other 
markets but no changes of any nature 
have been announced aithough rumors 
have been numerous. 


Linseed oil and turpentine both ad-— 
vanced 2 cents per gal. in this section | 
during the week. Turpentine dropped | 


| fronted with a condition where it will | ( 
_ for northern Ohio very heavy. 


7 cents the previous week. 


There is an acute shortage of gal- | 





advance was | 
made to bring the cheaper grades | 


ducements are being made to buyers by 
many of the local wholesalers. Collec- 
tions are slow. 


tee eee 


Reduction of Steel Output 
Seen as Trade Stabilizer 


Hardware sales in the Pittsburgh 
district have been materially hampered 
by unfavorable weather conditions, but 
there is a consistent flow of small or- 
ders. The recession in steel plant and 
blast furnace operation continues. In- 


got production in the Pittsburgh terri- | 
tory has declined to an average of | 
about 60 per cent of capacity, a loss as | 
compared with the early March high | 


point of about 30 per cent. 


It is the general belief in this terri- | 
tory that the drastic curtailment of | 
production will correct any condition | 
of over supply that exists, and that | 
having’ 


consumers and_ distributors 
very moderate stocks will soon be con- 


be necessary to buy. 











Trace Chain Prices Lower 
For 1924-25 


Some of the leading makers have 
issued price lists on trace chain for 
1924-25, which show substantial declines 
from the 1923-1924 lists. Some makers 
hold to the list and discount method 
of quoting, while others have adopted 
a net price basis. Prices are about the 
same, regardless of the method of quot- 
ing. Freight allowances up to and in- 
cluding 25c. per 100 Ilb., formerly 
granted, are cancelled, and the former 
general guarantee of prices against the 
company’s own decline, applying against 
unsold stocks at the opening of each 
season has been cancelled and with- 
drawn. Credit, however, will be issued, 
adjusting jobbers’ stocks of trace chain 
on hand which were purchased after 
April 1, 1923, to the basis of the new 
prices. Extras have also been reduced. 
New price lists on butt, breast and 
stake chains have been issued but show 
no changes as compared with a year 
ago. 


Ames Snow Shovel Prices 


Reaffirmed for Fall 


Prices on the Ames line of snow 
shovels have been reaffirmed, and sheet 
zinc has been reduced three-eighths of 
a cent per lb. These were the only two 
important announcements of the past 
week in the Boston market. 

General business conditions are 
slightly better, but the usual spring 
punch is lacking because of the quiet 
conditions in the basic New England in- 
dustries. Shelf hardware business is 
good. Heavy hardware business is on a 
hand to mouth basis and mill supply 
business is falling off. 





‘Bolts and Nuts Drop 
in Cleveland 


Bolts and nuts slightly reduced. 
Linseed oil showing usual spring fluc- 
tuation. All other prices firm. Con- 
sumer buying “somewhat — sluggish. 
April business reported as far exceed- 
ing general estimates, given two weeks 
ago. Industrial construction programs 
Some 
labor shortages reported in Cleveland, 





vanized pails and radio vacuum tubes. | 
Some items of fishing tackle are also | 
reported short by jobbers. 





though other cities in that section have 
limited labor surplus. Farm help very 
scarce and much in demand. 


New Prices Out on Washers 


The Raymond Lead Works, Chicago, | 
_iwJil., have announced, effective May 2, 
the following prices on lead washers: | 
In bulk in 50-lb. boxes, $13 per 100 Ib. | 
In 100-lb. boxes, $12.85, with an extra | 
of 75 cents per 100 lb. when packed in 





Coated Nails and Sisal 
Drop in Twin Cities 


Market conditions continue at about 


Price Concessions Reported 


in New York Market 


These prices are 





Business in the New York wholesale 
market remains sluggish. No major 
price alterations were announced dur- 
ing the week. Price concessions are 
continually being rumored, and cut 
prices are reported in various sections. 
Dealers’ stocks are small, and they are 
buying only necessities. Special in- 





5-lb. paper cartons. 


f.o.b. Chicago, less a jobber’s discount | 


of 10 per cent. 


ers has announced a price of $60 per 
net ton for % and %-in. and $55 per 
net ton for %-in. and larger, in carload 
lots. 





the same level as the past few weeks. 


| There have been very few price changes 
A Southern maker of cast iron wash- | 


of note. 
Cement coated nails are now quoted 
at $3.40 as against $3.60 base per keg. 
Sisal rope has declined from 17% 
cents to 16% cents per Ib. 
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Chicago Business Continues to lmprove 
—Hammers and Hatchets Reduced 


(Chicago office of HARDWARE AGE) 

ESPITE the slow season and uncertainty in general 
1) business in this section, the hardware business con- 
tinues to show strength. Prices are easier in some 

The most notable reduction being made during the 
week in hatchets and hammers ranged from 10 to 20 per 
cent, with a 7 per cent increase on second quality hammers. 
The steel and iron market remains quiet, and some 
manufacturers are eager for business, consequently there 
may be lower prices in several of the standard lines. 
the other hand, the demand continues exceptionally large 


lines. 


AUTOMOBILE ACCESSORIES.—Good 
sales reported. 


We quote from jobbers’ 
f.o.b. Chicago 

Spark leone. —Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
58c. each; lots of 100, 56c. each: A. 
Blue Box line, 53c. each; A. C. Titan, 
C. Special Ford, 44c. each. 

Spot Lights.—Anderson, a 
$6.50 each; Stewart, $5.67 eac 

Horns.—E. A. Electric (Fora), $4 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each: Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. i 

Pumps. — Rose, 1% cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
kid fabrics, $8.65 each; cord, $11.60 
each: eray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


AXES.—Future demand continues fair 
at unchanged prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 x 4-Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15 to $22 per doz., according to 
quality and grade of handle. 


BASEBALL GOODS.—Baseball busi- 
ness has come with a rush on account 
of warmer weather. 


BOLTS AND NUTS.—Makers’ prices 
are showing some uncertainty, although 
wholesalers have not announced any 
— 


We — from jobbers’ 
f.o.b. icago: Carriage bolts, 
thread, 50 per cent discount; 
earriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, 
cut thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
60 per cent discount, all stove bolts, 
70-10 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—Prospects 
are good, with plenty of building in 
sight. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull tone finish, $3.66 
per doz. pair: 4 x 4 steel butts, old 
copper and dull brass finish, $4.92 per 
doz. pair; heavy bevel steel inside 
sets, case lots, $7.80 doz.; steel bit- 
keyed front door sets, $1. 90 per set; 
wrought brass bit-keyed front door 
sets, $3.25 per set; cylinder front door 
sets, $7.50 per set. 


CHAIN.—Demand opening up well on 
halters, tie-outs and other seasonable 


items. 
We quote from jobbers’ 


stocks, 


3280, 


stocks, 
cut 
small 


stocks, 


On 


f.o.b. Chicago: %-in. proof coil chain, 

$8.50 per 100 Ib.; American coil chain, 

40-10 per cent off list; No. 00 4% 

— welded cow ties, $2.75 per 
OZ. 


COPPER RIVETS AND BURRS.— 
Very heavy demand; prices firm. 


We quote from jobbers stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Demand good; no 
price changes. 


We quote from jobbers’ stcoks, 


f.o.b. Chicago: Perfect, No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.: No. 6, 63c 
doz.: No. 7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Sales are more active 
with better weather for building work. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.75 per 100 ft.: corru- 
gated conductor pipe, 3-in., $5.10 per 
100 ft.; plain ridge roll, 14%4- -in., $4 per 
100 ft.; Ye conductor elbows, 
3-in., $1. 36 per doz. 

ELECTRICAL MERCHANDISE.—No 
changes in prices; electric heating ap- 
pliances showing more life. 

We quote from jobbers’ 
f.o.b. Chicago: No. 14 rubber 
wire, $7.60 aoe y od bg in 
lots, $7.35; No. 18 1 cord, $15 
100 ft.: in 1000-ft. 4 $3.75; %- th. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, boxes 
of 50, 303%c. each; less than case lots, 
34c. each. 


EYE HAMMERS AND SLEDGES.— 
Prices are reasonably low and bringing 
a better volume of orders. 


We quote from jobbers 
f.o.b. Chicago: 
smith’s sledges, 
10c. per Ib 


FIELD FENCE.—Best business in 
years is being booked on lawn fence. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: Field fencing, 61% per 
cent discount from lists. 


FILES.—Price_ situation unchanged: 
demand normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files. 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10 per cent off list. 


FISHING TACKLE.—Good business is 
reported previous to actual opening of 
the season. Reorders are being re- 
ceived now to keep stocks complete. 
FOOD CHOPPERS.—Sales are satis- 
factory. 


stocks, 
covered 
_—- — 


stocks, 
Striking or black- 
5-lb. and heavier, 


in other lines, and these prices are expected to hold steady. 

‘While the hardware business in this section is not show- 
ing the volume which was expected and which would have 
shown a gain over last year, nevertheless there is a very 
healthy demand, considering it from all angles, and, in 
fact, some lines are showing increases over last year. 

Due to the comparatively small number of future orders 
placed for spring delivery it will be hard to forecast the 
comparison of this season’s sales with last year until the 
peak of the spring demand has actually passed and it is 
felt that this peak is still a few weeks away. 


We quote from jobbers stocks, 
f.o.b. Chicago: Food choppers, — 
versal No. 0, $15 per doz.; 

_ 20 ver doz.; No. 2, $22.25 per doz.: 

3, $28.35 per doz.; Enterprise No. 
5Ot. $16. 65 per - No. 602, $20.80 
per doz.; No. 703 , $27 per doz. 


GALVANIZED AND TIN WARE.— 
The pail shortage has spread to all sizes 
and threatens a famine, «therwise the 
market is unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition, galva- 
nized after made, water pails, 8-qt., 


$1.85 doz.; 10-qt., $2.15 doz.; ; 12-qt.. 
$2.35 doz.; 14-qt., $2.65 doz.; galva- 
nized wash tubs, No. 1, $6 doz.; No. 
2, $6.75 doz.; No. $8 doz.; 2-gal. 


galvanized kerosene can (tin breast), 
$4.25 doz.: 5-gal. 28-gage, soldered, 
not cemented seam, galvanized breast, 

oz.; 1-bu. galvanized baskets, 


$7. 
GARDEN HOSE.—Sales are good with 
prospects for a big season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Good quality, molded 
hose, h- in., 10%c. per ft.; ‘ 
per ft.; %- in., 13c. per ft.; 
quality wrapped, %-in., 
%-in., 12c. per ft.; 4-ply, good quality, 
wrapped, %-in., 12c. per ft.; %-in., 
14c. per ft.; 5-ply, good quality, 
wrapped, %-in., 9c. per ft.; %-in., 
lic. per ft. 

GLASS AND PUTTY.—Sales continue 
slack. 

We quote from jobbers’ cor 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; ’sin- 
gle strength A, 34 to 40-in. bracket, 

84 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 
count; double strength A, all sizes, 84 


per cent discount. Putty — Pure 
grades, . per 100 1lb.; commercial, 
$3.20 per 100 Ib. 


HANDLED 'HAMMERS.—Prices have 
been reduced about 10 per cent on first 
quality grades, while the cheaper 
grades have been advanced about 7 per 
cent. Actual prices will appear next 
week, 


HANDLES, AGRICULTURAL.—Cur-. 
rent business opening up well. 


We .. ween jobbers’ 
—_ Chica 
Hay Fork. Handles. — Straight, 
gag oe: and bored, best grade, 414- 
$4.50 doz.; 5-ft., 


stocks, 


tbat $4 doz.; -ft., $4.80 we a 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best freee with strap, 
ferrule and cap Py $7.50 doz.; 
5-ft., $8.50 doz.; ef with wrap. 


ferrule and cap, re’ $5. 50 a 


hey 75 doz.; XX bent, 1360 ft. rv 50 
5-ft., $5.50 doz.; x bent 4%- Tix, 
$3 ye 4 ft., 40 d 
Manure Fork aadinn. —Ben'‘t, best 
grade, 4-ft., $4.75 doz.; 41%4-ft.,. $5.10: 
oz.; XX bent, 4-ft., $4.15 doz.: 4¥- 
ft 4.40 doz.; . bent, 4-ft., 


af : 32.60) 
doz.; $2.95 ' 


4%-ft., 
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Garden Hoe Handles.—XX 41--ft., 
$3.45 “doz.; Zz. 


; x 5%-f 
" Handles. Regular pattern, 
XX 4%R- -ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D handle, best grade, 7.95 doz. ; 
x grade, $6 doz. 

Spade Handlies.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Demand active; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe WHandiles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


HATCHETS.—Prices have been re- 
duced 15 per cent on first quality, 20 
per cent on intermediate grades, fancy 
grades 10 per cent, by manufacturers 
and jobbers. Actual net figures will 
appear next week. 

HINGES.—Good business reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10- in., $5.43 
per doz. pairs; extra heavy T ninges: 
in bundles, 4-in., $1.90; 5-in., $2.0 
6-in., $2.52; 8-in., 4.30: 10-in., $6. 13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
not showing a marked improvement. 


We quote from jobbers’ stocks, 
f.o.b. ag er White Mountain, 1 qt., 


$4.85 list; at. $5.65 list; 3-qt., $6.75 
list; 28 list: 6-qt., $10.45 list; 
8-qt., $3 ‘58 Sit. 10-qt., $18 list; 12- 


at., $21. 55 list; 15-at., 
qt., $33.20 list; 25-qt 


$25.60 list; 20- 
, $42.60 list; Arc- 


tie, ‘ae $4 lis t; -at., $4.60 list; 3- 
$5.55 list; 4-qt., ) list; 6-qt., 
£60 list; 8-qt., 11.10 list. All the 


above less 50 per cent discount. 
LAWN MOWERS AND _ GRASS 
CATCHERS.—Current orders coming 
in good volume. 


We a from jobbers’ 
f.o.b. Chi 

Lawn Mowers. —16-in., ball bearing, 

11-in. wheels, $13.75 each; 
ball bearing, 4-knfe, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%- -in. wheels, $9.50 
each; 16-in., ball bearing, 4-knife 
9-in. wheels, $9.50 each; 16-in., plain 
4-knife, 9-in. wheels, $8.10 
each: 16-in., ball bearing, 4-knife, 
8-in. wheels, $8.60 each; 16-in., plain 


stocks, 


Sansene 3-knife, 8-in. ‘wheels, $6.40 
each. 
Grass Catchers.—Galvanized bot- 


tom for 14 to 16-in. mowers, full pack- 
ages, $8.80 doz.; galvanized bottom 
tor 18 to 21-in. mowers, full packages, 
$9.60 doz.; plain bottom, canvas, for 
12 to 16- in. mowers, $5.90 doz.; plain 
bottom, canvas, for 18 to 21- in. mow- 
ers, $7.60 doz. 


NAILS.—Fair sales reported; no news 
on prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.40 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 1-in. 


OIL STOVES.—Fair activity reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list: new improved New Esenee- 
tion, 2- burn er, $22 each list 
burner, $28.50 each list; (¢ Sloe $35 
each list; Superfex 2-burner, $36 each 
list: 3- burner, $45 each list; 4-burner, 
$58. 50 each list. All subject to a 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 2 cents. Turpentine advanced 
2 cents per gal. 


We ee from jobbers’ stocks, 
f.o.b. Chi 

Linseed O ES barrel lots, $1.08 
per gal.; 5-barrel lots, $1.03 per gal. 


HARDWARE AGE 


Linseed Oil.—Boiled, barrel ots, 
$1.10 per gal.; 5-gal. barrel lots, $1.05 


per gal. 
Turpentine.—Barrel lots, $1.03 per 
Denatured Alcohol.—Barrel lots, 
55c. per ga 


White Lead. —100-lb. kegs, $15 per 
keg; 50-lb. kegs, $3.95 per keg; 12%- 
lb. __ NOEs. $2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods) white, $3.50 
oo gal.; orange, $3.25 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 





Cannot Run a Store 
Without It 


“Hardware Age, 
“New York, N. Y. 


“Gentlemen: 


“T am a strong believer in ad- 
vertising, and being a regular 
reader of HARDWARE AGE, have 
gotten some mighty good adver- 
tising dope from the paper. One 
of the best pieces of advertising 
that I ever did was when I took 
the advice of HARDWARE AGE and 
published a store paper. This 
paper was named ‘The Hardware 
Hustler,’ and later I hope to pub- 
lish a store paper for my new 
store. ' 

“Am enclosing check for sub- 
scription to HARDWARE AGE, for 
I cannot run a hardware store 
successfully without this maga- 
zine, and I do not see how any 
merchant can. 


“Campbell Hardware Company. 
“Charles A. Campbell, Mgr., 
“St. Petersburg, Fla.” 











PYREX WARE.—tThis line is being 
featured for June weddings. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.: No. 184, $14 doz 

Casseroles.—Oval, No. 193, $12 doz.; 


No. 197, $14 doz. 
Pip Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.;: No. 209, $7.20 doz. 


Tea Pots.—2-cup, $20 doz.; 4-cup, 
“ doz.; 6-cup, $28 doz. 
a Pans.—No. 231, $8 doz.; No. 
doz. 


RADIO.-Radio sales are holding up 
better than at this time last year, but 
the tube situation is very critical. 


ROLLER SKATES.—Sales are improv- 
ing. 

We quote from jobbers’ 
f.o.b. Chicago: Chicago boys’ 
bearing, $1.40 per pair; girls’ 
bearing, $1.50 per pair. 


ROOFING AND PAPER. —Good busi- 


ness is reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per square; 
medium tale surfaced, $1.65 per 
square; light talc surfaced, $1.05 per 
—-: red rosin sheathing, $65 per 
on 


ROPE.—The market continues strong, 
but without change. A good seasonal 


demand for hay rope is expected. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, 17% to 


stocks, 
ball 
ball 


1914c. per Ib.: No. 2, manila, 16 to 
18%c. per Ib.; No. 1 sisal, 14% to 
16%c. per Ib; No. 2, sisal, 13% to 
15%c. per Ib. 
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SASH CORD.—Fair business reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 


SASH PULLEYS .—Sales continue 
active. 
We quote from jobbers’ stcoks, 


f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 45c. doz. Common 
Sense, 3- -in., 60c. doz.; barrels, 54c. 
— No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREEN DOORS.—Some activity is 
reported with the real demand to come 
shortly. 


We quote from jobbers’ 
f.o.b. Chicago: 
Screen Doors.—No. 266, 2-8 x 6-8, 


stocks, 


$23.15 doz.; No. 296, 2-8 x 6- ‘8, Sam, 20 
doz.; No. 311, 2-8 x 6-8, $40 

Window Screens. —No. 1888 "$5.30 
doz.; No. 2433, $6.50 doz. 

SCREWS.—Sales are normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago,: Flat head bright 
screws, 80 per ‘cent new list; round 


head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices continue steady; demand about 
normal, 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Warranted, 50-50 sol- 
der, $34 < 100 1b.; medium, 45-55 
solder, $33. per 100 Ib. ; tinners, 40-60 
solder, $32 per 100 ib.: high speed 
babbitt metal, $25 per 100 lb.; Stand- 

» No. 4, babbitt metal, $14 per 100 


STEEL SHEETS.—The demand is quiet 
and prices are still quoted for shipment 


up to July 1 without change. Conces- 
sions are offered for large orders. 


We quote from jobbers’ stocks. 
f.o.b. Gnaanee- 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 


biack, $4.70 per 100 Ib. 
WHEELBARROWS.—Sales continue to 
be better than last season. Prices are 
considered favorable. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood ar- 
rows, $3.50 each; common steel tray 


barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Current sales are 
fairly good. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Ilb.; catch weight 
spool galvanized cattle or hog wire, 
$4.37 per 100 Ilb.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool: 
No. 9 galvanized plain wire, $4.15 
per 100 lb.; polished fence staples, 
$4.04 per 100 lb.; catch weight spools 
painted barb wire, $4.07 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft. 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft. 14-mesh 
bronze wire cloth, °$6.70 per 100 sq. 
ft. in 50-ft. rolls galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Prices remain 
changed with a good steady demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 50, radio 
and pe oe set, $4; No. 101, Master 
Service set, $15. 25: No. 202, Heavy 
Duty set, $8.80; No. 404, Flexible 
Socket set, $8.75; No. 505B Screw 

iver set, 3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee 


un- 


Gellman Polly Wrenches.—No. 61, 
6-in., $10.20 list: No. 91, 9-in., $15 
list; No. 121, 12-in., $21 list. Less 40 


9g cent discount f.o.b. Rock Island, 
TI. 
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Business Slow in ‘Twin Cities District 
—Weather Retarding Factor 


(Minneapolis Office of HARDWARE AGE) 


HE demand for spring goods is improving somewhat, 

but is still being materially held back by the un- 
seasonably cold weather still prevailing over the en- 

The cold weather in conjunction with quiet 
in general have caused sales to be 
somewhat below that of March and considerably less than 
is usually the case at this time of the year. 
ditions are not such as to cause any pessimism and will 


tire territory. 
business conditions 


AXES.—Fair stocks good; 
prices steady. 


We 


demand; 


jobbers’ stocks, 
Single bit axes, 
double bit axes, 


quote from 
f.o.b. Twin Cities: 
base weights, $14; 
base weights, $19. 
BOLTS.—Demand from large users re- 
mains good. Strictly retail demand 
faxir. Stocks good; prices show no fur- 
ther change. 
We 
f.o.b. 
carriage 


quote from jobbers’ stocks, 

Twin Cities: Small and large 

bolts, 50-10 per cent; small 
and targe machine bolts, 50-10-10 
per cent from lists; stove bolts, 70 
per cent; lag screws, 60 per cent from 
lists. 

ERADS.—Good demand; stocks good; 

prices steady. 


We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Wire brads in 25- 

lb. boxes, 70-10 per cent. 
BUILDERS’ HARDWARE. — There is 
now a good demand for builders’ hard- 
ware and indications are it will be sat- 
isfactory throughout the building sea- 
son. 
CHURNS.—Good demand; 
ample; prices firm. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Barrel type churns 

40 per cent from list. 
COASTER WAGONS.—Very good re- 
tail demand; jobbers’ stocks fair; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 





stocks are 


wagons No. 60, $5.50 each; No. 61, 
$6.44 each: No. 62. $7.03 each; No. 
63, $7.72 each. Overland coaster wag- 
ons, 33% per cent from factory lists: 


all steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH, CONDUCTOR PIPE 


AND ELBOWS.—Sales good; stocks 
ample. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
ft.: 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per doz. 

FIELD FENCE.—Sales fair; stocks 
ample; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 


FILES.—Good demand for files; stocks 
good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files 50 per cent; second grades of 


files, 60 per cent from standard lists. 
FREEZERS. — Unseasonable weather 
delaying sales; stocks good; prices as 


last quoted. , 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 


and Arctic Freezers, 50 ver cent from 
lists: Alaska freezers, 20-10 per cent 
from lists: Auto Vacuum (freezers, 
331% lists. 


per cent from 


vails. 


However, con- 


GALVANIZED WARE.—Sales good; 
stocks ample; prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 


No. 3, $8.95; Heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, 
$14.50: Standard galvanized pails. 
qt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16-qt., stock pails, $5; 18-qt., $5.75 
per doz. 


HAMMERS AND. HATCHETS.—De- 
mand considered good; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50: Plumb 
HFS81, $12: Riverside No. 611%, $12; 
Plumb Broad Hatchet No. 2, $17.15; 
Plumb shingling No. 2, $13.15; Plumb 
claw No. 2, $14.40 per doz. 


HOSE.—Some demand for house, but 
sales delayed by unseasonable weather; 
stocks good; prices as last recorded. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply garden hose, 10%c. per ft.; 
%-in. moulded hose, 12c. per ft.; 
5g-in. hose about lic. less. 


LANTERNS.— Fair demand; 
good; no change in prices. 


from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 


LAWN MOWERS.—Cold weather pre- 
venting any development of sales; 
stocks good; prices steady. 


We quote 
f.o.b. Twin 
grades of lawn 


stocks 


We quote 


from jobbers’ stocks, 
Cities: Best standard 
mowers, 25 per cent 
from lists: 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


MILK CANS.—Good demand in coun- 
try districts; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 
cans, 5-gal., $2.60 each; 8-gal., $3.10 
each; 10-gal., $3.20 each. 


N AILS.—Sales good. There has been a 
decline in price on cement coated nails. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails $4.10 per keg base; cement 


coated nails, $3.40 per keg base. 


PAINTS.—Sales of paint have been fair 
hut a heavy demand is expected as soon 





aS warmer weather prevails. Stocks 
good; no price changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 


paints, $2.80 per gal.; second grade 

house paints, $2.10 per gal.;: best 

white lead, $12.83 per cwt. 
POULTRY NETTING.—Sales_ good; 


stocks good; prices stationary. 


rapidly improve as soon as more seasonable weather pre- 


Building activities have caused a better demand for 
carpenters’ and mechanics’ tools, as well as a good demand 
for builders’ hardware. 

Sales of automobile supplies and accessories are good, 
and with the approach of the fishing season a better de- 
mand is noted for fishing tackle and other equipment. 
Collections continue to remain rather slow. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 
lists. 


ROPE.—Good demand; stocks ample. 
There has been a decline in prices on 


sisal rope. 
We quote from jobbers’ stocks, 
fo.b. Twin Cities: Best grades of 


manila rope, 19% cents per 1b.; best 
grades of sisal rope, 16% cents per 
lb. 


SANDPAPER. — Sales stocks 


good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
per ream, $5.85: second grade No. 1 
per ream, $5.25; Garnet paper No. 1 
per ream, $16.50. 


SCREWS.—Sales of satisfactory vol- 
ume; jobbers’ stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat 
head, japanned, 67% per cent; flat 
head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


TRANSPARENT WARE.—There has 


been a very good demand for this line 


good; 


of baking equipment. Stocks good; 
prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.35 each; No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.: 


No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.;: No. 12 tea pots, 


$1.67 
each; No. 


each: No. 24 tea pots, 
36 tea pots, 6- 


2-cup, 
4-cup, $2 
cup, $2.33 


SASH CORD.—Demand is considered 
good; stocks in good condition; prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
S6c. per Ib.; ordinary grades No. 8, 
56c. per Ib. 

SASH WEIGHTS.—Demand is good; 
stocks ample; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
2.50 per cwt. 

SOLDER.—Fairly good demand; prices 
appear more stable; no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 35c. per Ib. 


STEEL SHEETS.—Demand about aver- 
age; stocks good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TIN PLATE.—Sales good; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace coke, ICL 20 x 28, $14.75 per 


box; roofing tin IC 20 x 28, 8-Ib. coat- 
ing, $14.25 per box. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth 
12 x 12 mesh, $2.20 per 100 sq. ft.; 
galvanized cloth 12 x 12 mesh, $2.70 
per 100 sq. ft. 


WRENCHES.—There continues to be a 


steady demand for wrenches. Jobbers’ 


per doz.; common screen doors, 2-8 

x 6-8, $28.20 per doz.; fancy screen 

doors, 2-8 x 6-8, $32.30 per doz. 
WIRE.—Demand considerably better; 
rows, fully bolted, $37.50 per doz. stocks ample; prices remain steady. 
Tubular steel No. 1, $6.75 each; We quote from jobbers’ stocks, 
wood garden barrows, $6.25 each. f.o.b. Twin Cities: Barbed wire, stocks fairly well assorted. 


painted cattle, 80-rod spools, $3.70; Y cal las 
WINDOW SCREENS AND SCREEN galvanized cattle, $3.97; painted hog saree ee. ele etl 


DOORS.—Unseasonable weather has wire, $3.96; galvanized hog _ wire, wrenches, 65 per cent; Coes wrenches, 


WHEELBARROWS:—Sales show 
steady gain; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Woodstave bar- 





4 $4.25; smooth black annealed, No. 9, 40-10 per cent; engineers’ wrenches, 
delayed the usual demand. Stocks good; Sas ae bank tens moar Wate: aide 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
Snap-on wrenches in _ sets, 
Master Service No. 101, $15.25; No. 


prices firm. 
We «quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 


doz.: 24-in.: Wabash extension, $6.50 tions. Stocks ample; prices firm. 


$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WIRE CLOTH.—Retail demand of this cent; 


line is also delayed by weather condi- 202, $8: No. 404, $7: No. 505B, $3.40 


less 40 per cent f.o.b. Milwaukee. 


Steel Production Curtailment Continues 


—Hardware Sales Small but Steady 


(Pittsburgh office of HARDWARE AGE) 
HILE it would be exaggeration to say that the iron 
\ \ and steel situation has reached a turn in its reac- 
tion from the strength and activity of the fore part 
of the year, there are definite signs that a resting place 
has been reached. Certainly, the past week has brought 
no further important price recessions, and in a number 
of products there appears to be a disposition on the part 
of producers to make a stand at today’s levels. This is 
seen in sheets, makers of which have finally realized the 
folly of trying to force supplies upon unwilling buyers 
by naming prices, which, if reports about costs are true, 
must have spelled a loss. Pressure to sell the heavy ton- 
nage products also seems to be lighter, probably for the 
same reason that is operative in sheets. And in other fin- 
ished steel products the tendency to seek orders at the 
expense of prices is less marked. The relative steadiness 
of the market should not be construed as meaning that 
the decline in prices has definitely ended. Actually, hardly 
enough demand has existed to provide a real test of the 
prices and it is possible that when buyers again evince 
real interest in supplies, they may find the producers will- 
ing to talk about lower prices. 

The recession in steel plant and blast furnaces opera- 
tions continues. Ingot production in this and the sur- 
rounding territory has declined to an average of about 
60 per cent of capacity, a loss as compared with the early 
March high point of about 30 per cent, while additional 
blast furnace suspensions have brought the number now 
in production in this part of the country to 83 out of a 
total of 139. This represents a decrease of 31 furnaces 
in the past five weeks, as there were 114 stacks in produc- 
tion at the end of March. In the whole country there was 
a loss of 40 furnaces in April, which resulted in a loss of 
pig iron production as compared with March of about 232,- 
600 tons and in the daily average of about 4000 tons. It 
is probable that May will show a further shrinkage in out- 
put, since a number of furnaces have suspended production 


BOILER TUBES.— Demand for lap- and nuts did not appear to have mate- 
welded steel and charcoal iron boiler rially helped business and quotations 
tubes has been so light for some time still are subject to concessions,’* par- 


since the first of the month. The country now is making 
ingots at the annual rate of about 36,000,000 tons, against 
about 50,000,000 tons in early March and the pig iron rate 
is down to about 35,000,000 tons, against about 41,000,000 
tons in March. 


There is a strong belief that such drastic curtailment of 
production must soon correct any condition of oversupply 
that exists, and that consumers and distributors having 
very moderate stocks will soon be confronted with a condi- 
tion where they will not find things so much in their favor 
as they are at present. Stocks probably are light in second 
hands, but it now develops that the heavy rate of produc- 
tion of steel over the first quarter of the year was not en- 
tirely on account of orders and that the steel companies 
made up and stocked considerable quantities. It was no 
doubt reasoned that the time to make hay was while the 
sun was in the sky and with the labor supply large and a 
threat of a shortage to come with the spring, it was wise 
to make steel while there was an ample supply of help. 
The backwardness of the spring kept the men content with 
indoor occupations longer than usual and there is no doubt 
that political developments in Washington had a sobering 
effect upon the optimistic ideas of the business world 
for 1924, . 


Pig iron producers have assumed a position that it is 
futile to seek buyers by making prices attractive, but here 
as with steel, the steadiness is relative rather than posi- 
tive, for buyers are not interested and that being the case, 
there is no real way of telling whether prices would stand 
the test of an attractive inquiry. 


Hardware business lately has been on a tapering scale 
in this district, but since this is a condition common to all 
business at present, there is no uneasiness and in the 
check-up of the spring business most of the jobbers ex- 
press themselves as well satisfied with what has been done. 
Retail movement of seasonal lines of course has been hin- 
dered by bad weather. 


list. Carriage bolts, % x 6 in., smaller 
and shorter, rolled threads, 60, 10 and 
10 per cent off list. Carriage bolts, 
cut threads, all sizes, 60 and 10 per 
cent off list. Lag bolts, 65, 10 and 10 


that makers have found it necessary to ticularly on desirable orders. These per cent off list. Plow bolts. Nos. 
name fairly low prices in order to se- lines suffer in price from the fact that 1, 2 and 3 heads, 50, 10 and 10 


cure orders. 


Mill quotations of 46, 5, big consuming industries are sparing 
5 and 2% per cent have been made on buyers and there is not enough busi- 
the base sizes of steel tubes for carload ness to give all makers a share. 
lots of 9, 5, 5 and 5 per cent off list base rivet market is firmer to the extent that 
sizes of charcoal iron tubes in carload one large maker has announced his in- 


per cent off list, other style heads, 20 
per cent extra. Machine bolts, c.p.c. 
and t. nuts, % x 4 in., 50, 10 and 10 
Th per cent off list; larger and longer 

e sizes, 50, 10 and 10 per cent off list. 
Hot pressed squares or hex. nuts, 
blank, 4.75c. to 5c. off list. Hot 
pressed nuts, tapped, 4.75c to ic off 


lots, f.o.b. Pittsburgh. The usual sup- tentions to no longer meet competition. list. C.p.c. and t. square or hex. nuts, 


plementary discount beyond the-card Prices and discounts follow: 


Bolts and Nuts. — Machine bolts, 
rolled threads. 60, ‘ 
cent off list. Machine bolts, all sizes. 
cut threads, 60, 10 and 10 per cent off 


quotation is 5 per cent. 


BOLTS, NUTS AND RIVETS.—Recent 
revision downward in prices of bolts 


blank, 4.25c to 4.50c. off list. C.p.c. 
and t. square or hex nuts, tapped, 
4.25c to 4.50c. off list. Semi-finished 
hex nuts, *%-in. and smaller, U. S. S., 
80, 10 and 5 per cent off list: %-in. 
and larger, U. S. S., 75 and 10 per 


10 and 10 per 
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cent off list; small sizes, S. A. E., 80, 
10, 10 and 5 per cent off list; S. A. E., 
&-in. and larger, 75, 10 and 5 per 
cent off list. Stove bolts in packages, 


80, 10 and 5 per cent off list. Stove 
bolts in bulk, 80, 10, 5 and 2% per 
cent off list. Tire bolts, 60 and 10 


per cent off list. Bolt ends with hot 
pressed nuts, 60 and 5 per cent off list. 
Bolt ends with cold pressed nuts, 50 
and 5 per cent off list. Turnbuckles, 
with ends, %-in. and smaller, 55 and 
5 per cent off list. Turnbuckles, with- 


out ends, %-in. and smaller 70 and 
10 per cent off list. Washers, 5.75c to 
6c. off list. 


Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.65 to $2.75; 
small rivets, 70 and 10 per cent off 
list. 

IRON AND STEEL BARS.—Some 
makers of soft steel bars report in- 
creased specifications this week against 
contracts, but the importance of this 
development is minimized by the fact 
that previously specifications were so 
light. The market is still best described 
vs quiet and only very small lots com- 
mand a higher price than 2.25 cents 
base, from Pittsburgh mills. Makers of 
iron bars have found it necessary to re- 
vise prices down in order to get suffi- 
cient business to maintain a fair rate 
of operation. On refined iron bars 3 
cents base now is the regular quotation. 


We quote soft steel bars, rolled 
from billets, at 2.25c. to 2.30c. base; 
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bars for cold-finishing of screw stock 
analysis, $3 per ton over base; rein- 
forcing bars, rolled from billets, 2.25c. 
to 2.30c. base; refined iron bars, 3c. 
base, in carload lots or more, f.o.b. 
Pittsburgh. 
PAINTS, VARNISHES, ETC.—Retail 
demand is reported to be very satisfac- 
tory, but large orders have grown 
rather infrequent in the recent past. 


SASH RATES.—A Southern foundry 
has announced prices of $33.50 per net 
ton for 4-lb. to 15-lb. weights and $36 
per net ton for 16-lb. to 25-lb. weights 
in carload lots. 


SHEETS.—tThere seems to be a some- 
what firmer price attitude on the part 
of some of the mills which recently 
were naming low prices. It has been 
found that the price is a secondary con- 
sideration with buyers, most of whom 
are well covered and are not interested 
in additional supplies even at low 
prices. In a general way, 3.65 cents 
base, for black, 4.80 cents base, for gal- 
vanized and 2.80 cents base, for blue 
annealed sheets now are minimum quo- 
tations. The fact that the sheet indus- 
try lately has been operating at about 
only 50 per cent of capacity reflects 
closely the limited character of the de- 
mand. The American Sheet & Tin 
Plate Co. still is holding at its former 
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prices, which are about $4 a ton above 

those named by independent producers. 

Prices on No. 28 gage black sheets _ 
may now be quoted at 3.60c. to 3.85c.; 
galvanized No. 28 gage, 4.80c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from store 
or warehouse the usual advances over 
the above named prices are charged. 


WIRE PRODUCTS.— Demand upon 
mills still is of a purely hand-to-mouth 
character, with both jobbers and manu- 
facturing consumers confining  pur- 
chases to their known and nearby re- 
quirements. Mills are carrying rather 
generous stocks of most lines and are 
meeting all demands promptly. ‘There 
is fair observance of quotations but 
Pittsburgh mills are equalizing freight 
into competitive territory. Coated nails 
are weak and no longer quotable above 
$2.50 base, per count keg. Local job- 
bers are doing only a fair business. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2 point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod. 























not over 12 in. in 
carload lots, minimum 36, 000 1 





Anneaied fence wire, base, No. 


*Applies minimum carload 80,000 lb. tMinimum loading 46,000 Ib. 
Rates from Atlantic Coast ports (i.e. New York, Philadel 
steamship lines, via the Panama Canal, are as follows: Pig 
l, common wire products, including cut - Ry nails, spikes, and wire hoops, 40c.; sheets and tin plates, 40c. ; 
pe cables and strands, 45c.; wire fencing, netting and stretcher, 40c. ; 


No. 12 gage and lighter, 50c.; rods, 40c. : 
iameter, Bbc. ; over 12 in. in "aaenaher. 2%c. per in. or fraction thereof additional. 


PITTSBURGH BASE RATES 


Note: It should be understood that prices 
shipments from mill or warehouse to retailers. 


Bright plain wire, base, per 100 CEs aed oe a ks OS b. WES EUS 6 OO Ow SOE ONG O sO 4 66 64 06 OSs 2.85 
eee eseseersees ebecedeces eee ee -. 6.25 
Galvan barbed eh rr 2 i... ccsccesesesooes ee ee 3.90 
Galvanized fence wire, No. 9 ‘base, PP Gils 6 08660600660 0606000806 0406540006s 665 3.45 
Painted barbed wire, base, per 100 $6 O0b0 (H6006 1065000000 SEEN 6 ete SEekse eee hawis 8.55 
Machine bolts, small, rolled t Dt i. base ocd Gee eeder ewes 60 and 10 and 10 and 10 off list 
Machine bolts, all sizes, ia. cnecnéwaaneews bonds eoened 60 and 10 and 10 off list 
Machine bolts, c.p.c. and t. nuts, % x 4-in 
Nails, steel, cut, base, G6 > o0 bw sb 4000 6s 66-0) 65 6000006406 60N 0s Sees enee tee 
Nails, wire, base, Tn «be eeu eo &6'0 006 006 6600068 LecKene 660s sane eewebsbas 3.10 
Nails, cement noone eR ONS6 £1068 COKSS O00 040 ved wedsbehens éacduwusdinebel $2.60 base, per keg 
Common Ee ee en ae peewee oe eeeenese eesemaeneaen 
Plates, sheared, tank pay ff ere jerseees pehoneeeevess : .2.80c. to 2.40c. 
Sheets, blue annealed, Pt. <5 tineu ghee we 6OGab aed baeenhéceeeknacu 2.90c. to 3.00c 
Sheets, RR ree rn .3.75c. to 3.85c. 
Sheets, galvanized, 8° FS er ee Seebanenseeoosnsetawe .90c. to 5.00c. 
ee ee te ee a wee nw ons ¥eb 65S e 6bN OO C6 Ke SCRD SCRE 2.30c. to 2.40c. 
Scien te ed boomer. a SE Te BPs wccccccccacecees vectseos secpeseeeess 20606009 COE 
Staples, polished fence, base, 4 B sete be 0605240 6006866066 6OCane ee eT eT eT ee .55 
Staples, gal zed, part Pin eh 08.0 0566666 6656.69 5606666008008 baa 3.90 
Steel pipe , black, butt welded, 1 fo 3-in I EPS EPP jetted talents .seeee-.60 per cent off list 
Steel pipe, galvanized, butt welded. Se Gls covcveeees Fesseeves "e* 48% per cent off list 
Tin plate, bright, Te. cuaees bee ovecccaseeevenéneeestsobund 5.50 
Woven fence, carloads to “+ EE Pee ee nb da eaeeennd uel 65 per cent off list 
Wrought iron pipe, black, 1-in. DS + oa ws06e66 6 bebe nbeGoeun ns Oe .- 29 per cent off list 
Wrought fron pipe, galvanized. ° in. to "1%- Mi st¢hae pb¥euves Heeéeeees .-12 per cent off list 


Freight Rates 


All rail frei rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 

carload, per 100 

Philadelphia, domestic. $0.32 i o¢sdungeews hey ae i. en: ~cespenees 
Philadelphia, pert. « « i es Sens mee | “+ hindi bee 21 saan ere 

] re, dom c : evelan oungstown n Cit i 

Baltimore, export..... a: eee ee -. 0.19 St Paul ~ ry ( amp 
New York, domestic. 6.34 ae .29 le i oa 
New York, export..... 0.2365 Cincinnati ........... 0.29 a eee’ suses 
Boston, domestic...... 0.865 Indianapolis ......... 0.31 Ne a ae hk oe 
Boston, export........ Ree. . Ce 6065064 650s 06 0.34 ener | 


ven below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
For smaller lots, the usual advances apply. 


9 gage, 8 8 pieotthewesteeseaoewodd $3.00 


50 and 10 and 10 eat 


. $0.43 ®Pacifie Coast ...cccce $1. 
-- 0.735 *Pac. wn seed ahs plates ae 20 
0.705 Birmingham ......... 
oo r,s 6 eOhee asc 086 
-. 0.735 pe all rail. 0.70 
- 0.705 Jacksonville, rail 

o2 ae ET: ned wes oh eee 0.415 
‘a ae New Orleans ......... 0.67 


hia and Baltimore) to Pacific Coast ports of call on most 
on, 35c.; ship plates, 40c.; 


ingots and muck bars, structural 
sheets 
pipes 
All rates per 100 Ib. in 
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Building Activities 
Show Slackening 


Tendencies 


The opinion of many real estate men 
and contractors that too much building 
has been undertaken seem to be borne 
out tangibly by April building statis- 
tics, which show a diminishing activity. 
Both Dun’s and Bradstreet’s show there 
has been a let down in most of the 
leading cities. Dun’s reports a decline 
of 10 per cent from April, 1923, per- 
mits, while Bradstreet’s puts the reduc- 
tion at 4.6 per cent. 

Building authorities in New York re- 
cently warned against excessive opera- 
tions. As a result speculative activities 
have taken a decided slump and many 
substantial projects are reported to 
have been postponed until lower costs 
prevail. 


Talk of Higher Bolt Prices 
Heard in New York 


Bolt prices will be advanced in the 
near future, according to information 
received during the past week by au- 
thoritative interests in the New York 
wholesaie market. It is alleged that 
some bolt manufacturers are now sell- 
ing at cost, and that it would be im- 
possible for them to maintain current 
prices very long. Stocks are apparently 
adequate to meet all present demands, 
and some holders are said to be making 
concessions below the 10 per cent cut 
announced in these columns last week. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts.— Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. . 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 

Lag screws, 50 to 50-10 per cent. 

Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


Solder Cut le. 


Solder dropped 1 cent per lb. during 
the week. Demands are mild 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Solder.—Kester string solder in 
1-lb. spools, 62c. per spool. 

Bar solder, commercial grade, 3514c. 
per Ib. Strip solder, in 5-lb. boxes, 
40c. per Ib. 

Soldering Coppers.—¥% lb. to pair, 
28e. per pair; lb. to pair, 36c. per 
pair; 1% Ib. to pair, 48c. per pair; 
2 Ib. to pair, 62c. per pair; 2% Ib. 
to pair, 76c. per pair; 3 Ib. to pair, 
90c. per pair; 4 1b. to pair, $1.20 per 
pair; 6 Ib. to pair, $1.80 per pair. 


Barrow Demand Small 


Small demands are reported for 
wheelbarrows. Laborers’ canal bar- 
rows and mortar barrows are not as 
active as they were. Prices are un- 
changed; stocks ample. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Laborers’ Canal Barrows. — Half 


bolted, handles and legs of 2-in. 
maple wood, tray 18 in. wide on bot- 
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tom, steel wheel, 16-in., $3.25 each. 
Same, full bolted, extra strong, larger 
tray, $3.65 each. 
Wheelbarrows.—Steel tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
etc., width of tray 29 in., length of 
tray on top 32 in., weight 70 lb., $8 
each. Same, with tray 50 in. wide, 
length of tray on top 38% in., 
weight 80 Ib., ep 75 each. Same, with 
tray 33 in. wi de, 41% in. length on 
top, weight 100 Ib., $11.50 each. 
Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 
26 x 34 in., bottom 15 x 19 in., depth 
wheel end 16 in., handle end 7% in., 
tray edge rolled over steel rod, 
capacity 3% cu. ft., 16-in. steel wheel, 
hardwood handle, $7.30 each. 


Do Dealers Encourage 
Bargain Hunters 
By “Specials”? 


Because of the unfavorable weather 
conditions, and the hesitancy on the 
part of buyers, wholesalers in many in- 
stances have been compelled to offer 
inducements to the trade in order to 
move seasonable stocks. In some cases 
this has taken the form of price and 
credit concessions which have encour- 
aged some retailers to run special sales 
at attractive prices. 

This has not, however, been confined 
to the hardware business, but has been 
more or less general. As a result of 
special concessions, special sales, and 
special prices, the general public shows 
a tendency to wait for bargain sales 
before buying. In other words, the con- 
sumer has been encouraged to become 
a bargain hunter, which may or may 
not be a contributary cause of the con- 
tinued buying hesitancy. 


Price Uncertainty Continues 
in Shovel Market 


Price uncertainty continues in the 
shovel market. No large reduction has 
been made in jobbers’ stocks. 


At present long and D handle, 
round and square point shovels and 
spades are being quoted at various 
prices in different places, the most 
frequent quotations being about 
$12.91 a doz. 


Flashlight Bulbs Active 


Good demands continue for flashlight 
bulbs. Prices are firm and jobbers’ 
stocks are reported in good shape. 


Bulbs.—Jobbers are quoting in lots 
of 50 or more, 35 per cent discount; 
in lots of less than 50, 30 per cent 
discount. 


Sash Weights Moving 


Sash weights are being quoted by 
local jobbers at $3.15 ae 100 cwt. 
Lower prices are obtainable, it is said, 
for large quantities. Jobbers’ stocks 
are moderate. 


Sash Cord Firm 


No change is reported for sash cord. 
Stocks are fair, and the demand is mod- 
erately consistent. 


Sash Cord.—First grade, 48c. to 
55c. base per lb. Prices vary in dif- 
ferent sections of the city. 
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Though Prices Break 
Buying Is Small 
in New York ... 


No major price changes were an- 
nounced during the past week in the 
New York wholesale market. All kinds 
of rumors, however, are circulating 
about price concessions, and reports 
concerning cut prices are heard in many 
places. 

Retail stocks are small, and retailers 
are buying only actual necessities. 
Where a dealer would formerly buy a 
dozen rakes, a dozen hoes, in many in- 
stances, he is now buying only one, 
two or six items. 

Jobbers complain about the recent 
price recessions on hammers and bolts, 
and contend that it has helped to de- 
moralize buyers who, it is said, appar- 
ently feel that a drop on hammers is 
the forerunner of price reductions in 
other tool lines. 

Manufacturers of many lines are re- 
ported to have curtailed production in 
order to prevent a surplus of manufac- 
tured products. Reports indicate that 
every effort is being made by the pro- 
ducers and.distributors of major lines 
to stabilize the market by holding to 
current prices. 

Many in the local market entertain 
the opinion that general business con- 
ditions will materially improve toward 
the second half of the year, and it is 
said in some places that preparations 
are being made accordingly. 


Handles Slow 


Demands for agricultural tool handles 
are mild. Stocks are adequate; prices 
unchanged. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Tool Handles (Agricultural) —Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5lc. each. 

Manure fork handles, bent, 4%-ft., 
29c. each. 
as fork handle, 4%-ft., 36c. 


Hoe handle, shank or socket style, 
414-ft., 22c. each. Mortar style, 6-ft., 
15c. each. 

Long, shovel handle, bent, 4%-ft., 
27c. each. 

Long spade handlle, 4%-ft., 37c. 


ea 


ach. 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 
40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Hose Quiet 


Hose is quiet. Prices are steady; 
stocks are ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Garden Hose.—4- ply, 8t4c.. per ft.; 
5-ply, 9%c. per ft.; 6-ply, llc. per 
ft. Good Luck brand, lle. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—53c. each; less 5 per cent 
for boxes. 

Couplings. —Brass, %, % and %-in., 
10%c. eac 

Hose a —Galvanized, 5g 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % a 
%-in., 6c. each: (Perfect Clinch), ann 
% and %-in., 7%c. each 


— 


2 ERNE EIT 
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Wire Goods Moving Slowly 


Some firms are still quoting poultry 
netting at 45 per cent off list delivered. 
Demands are consistent, but are for 
small quantities. 

Jobbers’ quotations to 

f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 40-2% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 

Wire Cloth. — Jobbers’ 


f.o.b. New York: 
Black wire cloth, 12-mesh, $2.30 
cloth, 12-mesh, 


or 100 sq. ft. 
14-mesh, $3.25 


retailers, 


quotations, 


Galvanized wire 
$2.75 per 100 sq. ft.; 
per 100 sq. ft. 


Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft. bronze, 16-mesh, $8.95 


per 100 sq. ft. 
Wire cloth, galvanized square mesh 
cloth, i4-in. mesh, $5 per 100 sq. ft.; 
t-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 


Steady Battery Sales 


Batteries are active; prices are firm; 
stocks are fair. 
Jobbers’ quotations to 
f.o.b. New York: 
Red Seal Batteries.—26c. each, in 
cases of 50 and 125. 
Radio Batteries. — (Eveready) No. 
763, voltage 22%, $1.05 for less than 
10; $1 for quantities of from 10 to 
49: 90c. for more than 50; No. 764, 
voltage, 22%, less than 10, $1.35; 10 
to 49, $1.27: 50 and more, $1.13; No. 
766, voltage 22%, less than 10, $1.75; 
10 to 49, $1.67; 50 and more, $1.50; 
No. 767, voltage 45, less than 10, 
3.50; 10 to 49, $3.34; 50 and more, 
$3: No. 771, voltage 4%, less than 
10, 42c.; 10 to 49, 40c.; 50 and more, 
36c. 


retailers, 


Glass Cutters Active 


interest is reported for 
glass cutters. Prices are steady. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Glass Cutters.—‘‘Red Devil.’’ $1.40 
to $1.50 per doz. 


Continued 


Nails Steady 


Nail prices remain unchanged in the 
New York market. Concessions, how- 
ever, are reported in some sections. 
Few, however, anticipate any large or 
extended break in the nail market. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Nails.—Wire nails, $4 base per keg. 
Cut nails, $4.35 base per keg. 
Wire nails and brads in small lots, 

70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 12, plain, $5.20 
per lb.; galvanized, $8.20 per 100 Ibs. 
American felt roofing nails, % x 

10%, plain, $6.50 per case. Galva- 

nized, $9.50 per keg. 


Rope Orders Small 


remain unchanged. 


Rope _ prices 
but more or less 


Orders are small, 


steady. Lower prices on sisal are 
rumored. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 
Rope.—First grade Manila rope, 
18%c. base per lb.; hardware grade, 


161%c. base per Ib.: first grade sisal, 
15t%ec. per iIb.; second grade sisal, 
l4tec. per Ib. . 


Screw Demands Fair 


Screws continue in fair demand. 
Prices are unchanged. Stocks are re- 
ported to be ample. 


Jobbers’ quotations to 
f.o.b. New York: 


retailers, 


are in fair demand. 
changed. 


continues in fairly large volume. Stocks 
are fair. 











Weather conditions continue to hamper 
sales. Buyers are very cautious. Some 
price concessions are reported. 
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Screws, at head, steel machine 
screws, 66% to 70-5 per cent. 
Round head, steel machine screws, 
66%, to 70-5 per cent. 
Flat head brass machine screws, 
60 to 60-10-5 per cent. 
und head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head, steel wood = screws, 
bright, full packages, 75-20-5-5 per 
cent. 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 7214-20-5-5 per 
cent. 

Round head, nickel plated, 62%-20- 
5-5 per cent. 

Round head brass, 671%4-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 























Pails Steady 


Galvanized pails and watering pots 
Prices are un- 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Galvanized Pails.—Galvanized pails, 
8-qt., 19c. each; 1@-qt., 24c. each; 
12-qt., 26c each; 14-qt., 29%c. each; 
16-qt., 37c. each. 


Fire Pails.—35c. each. 

Watering Pots.—Galvanized, 4-qt., 
524%c. each; 6-qt., 59c. each; 8-qt., 
70c. each; 10-qt., 8le. each; 12-qt., 
93%ec. each. 


Hods Fairly Strong 


Demand for brick and mortar hods 





Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Brick Hods.—Wood, $2 to $2.35 
each; mortar hods, wood, $2.35 to 
2.60 each. 





gates. 
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Mowers Sluggish 


Lawn mower interest is_ sluggish. 


Out-of-town demands are confined 
small orders. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each: 
14-in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cut- 


ter bar, 3 steel Knives, 12-in., $7.25 

each; 14-in., $7.60 each; 16-in., $7.95 

each; 18-in.. $8.30 each. 
Ball-bearing lawn mower, self- 


adjusting 9-in. drive wheels, 5%-in. 
diam. reel, 4 self- -sharpening Knives, 


14-in., $9. 15 each; 16-in., $9.50 each; 
18-in.. $9.85 each. 
Ball-bearing lawn mowers, self- 


adjusting hardened cones, 10%-in. 
open drive wheels, 4 self- sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each; 18- 
in., $11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 104 4-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening Knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


Gates Moving 


Out-of-town 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Ornamental Gates.—41 in. x 3 ft. 
$2.95 each; 47 in. x 3 ft., $3.25 each: 
o4 in. x 3 ft., $3.25 each; 41 in. x 4 
ft., $3.50 each; 47 in. x 4 ft., $3.75 
each; 54 in. x 4 ft., $3.75 each. 





STEEL GOODS MOVING SLOWLY 


Steel. goods are moving slowly. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 


Manure Forks.—Drop ferrule, oval 


drop-forged tines, selected D ash 
handlle, 4 12-in. tines, $1.58 each ; 
5 13-in apes: $1. 75 each; 6 13-in. 


ch: 5 13-in. tines, 4-ft. 
handle, $1. 50 each: 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off. 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished, 
select ash handle, strapped ferrule, 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable, D han- 
dles, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 
aluminum steel bows, 24 teeth, 72c. 


each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 


Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 


‘ach. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each: 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 teeth, 36c. each; 16 teeth, 40c. 
each. 

Garden WHoes.—7-in. 





steel blades, 


black finish, 414-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, Tle. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 


each. (Lots of six, 5 per cent off.) 
Trowels.— Garden trowels,' 6-in. 
blued steel blades, black-enameled 


handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel: blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand — Forks.—Three heavy 
flat tines shed and japanned, 
binek-enammeted handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 


Weeding WHooks.—Malleable iron, 
tinned, 8%c. each; agic weeder, 
three _ steel spring tines, tinned, 


black-enameled handle, 10c. each. 
Same with 42-in. handle, four steel 
tines, tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same, forged from bar tool 
steel, raised hardwood handle, 43c. 
each; same, high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel blade, 46c. each; Eng- 
lish grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6%-in., 8-in., 
9-in., $1.05, $1.80, $1. 95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each rsortead wack 

Border Shears.—With wheel, 9- ns 
$3.45 a pair; without wheel, $2. 85 
pair. Lawn shear, two wheels, 9- 
$3.60 pair. Disston utility ane 
$1.55 pair. 


interest continues, ac- 
cording to local jobbers for ornamental 
Stocks are reported to be ample 
for all current needs. 
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New England Retail Business Better 
But Lacks Old Spring-Time Punch 


(Boston office of HARDWARE AGE) 


HILE weather conditions are not normal, 
\ \ sufficiently warmer and brighter during most of 
the past week to bring about a general improve- 
ment in the New England retail hardware business. Pub- 
lic buying, however, lacks the old spring-time punch. The 
distribution of goods situation is dominated by a general 
curtailment in the leading industries in this territory. There 
is much unemployment and part time employment. Wages 
collectively remain good, consequently there is little actual 
suffering among workers during enforced idleness. 
because of industrial conditions the great mass of con- 
sumers are buying carefully and hunting low prices. 
economic authority lays stress on the fact that much of 
the money saved during the war and invested in Liberty 
and other bonds has been dissipated, consequently people 


have less to spend. 


ABRASIVES.—Sales of all kinds and 
rnakes of abrasives are holding up well, 
considering the inactivity of machine 
shop lines in general. 


We quote from Boston jobbers’ 
stocks: 

Emery Wheels.—Aluminox, 65 per 
cent discount; carbolite vitrified, 55 
per cent discount; elastic and alumi- 
nox carbolite, 50 per cent discount. 
Pike line, 40 per cent discount. 


BALANCES.—New buying of spring 
balances reported by the jobbers. In- 
dividual sales are as a rule small, but 
large numbers of retail dealers are plac- 
ing business. 

We quote from Boston jobbers’ 


stocks: 
Spring Rolanees. — Ry 3, $3 per 
a? list; No. 51, $6; No. 


No. "81, $8; 
$16; No. 273, $30; No. 87, $84. 

"Leste of 35 and 5 per cent. 
BATTERIES.—The movement of bat- 
teries is slowly but gradually gather- 
ing momentum. Jobbers’ stocks are 
ample for all requirements and prompt 
shipments are made. 

We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia line, ignitor, 
in lots of 50, $30.22 net; per 100, in 
lots of less than 50, $35. 22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, $1.66; No. 
1562-M, in ‘less than barrel lots, $2. 08; 


barrel lots, $1.98; No. 1662-M, in less 
than rrel lots, $2.44; barrel lots, 


$2.34 
RBRUSHES.—Retail dealers report a 
free movement of brushes out of stock, 
which has been materially reduced 
within the past two or three weeks. 
Jobbers say that retailers are reorder- 
ing but in a conservative manner, 


We quote from Boston jobbers’ 
stocks: 
Brushes.—Paint, og $5 to $60 per 


doz., net; varnish, $3.50 to $25: calci- 
mine, $10. 50 to $90: whitewash, $3.50 
to $130, 


BUILDERS’ HARDWARE.—Some let- 
up in the demand for builders’ hard- 
ware is noted, but consumption never- 
theless continues on a heavy scale. 
Manufacturers are still far behind on 
deliveries, and indications are that it 
will be many months before they will be 
able to stock up. Prices on builders’ 
hardware are reported firm and un- 
changed. 


it was 


But 


One too. 


Shelf hardware jobbers continue to do a good business, 
but admit it is not as good as it was two months ago or as 
brisk as anticipated. Mill supply houses all tell of a fall- 
ing off in bookings, while heavy hardware jobbers say buy- 
ing is of a hand-to-mouth character, consumers being of 
the opinion that lower prices are in the making. 
England manufacturers of hardware collectively are busy, 
yet less so than during the first quarter of this year. 

Opinion seems quite general that the future for business 
in this territory is bright. 
by politics; that as soon as the political situation is a little 
more clearly defined things will go ahead, and with a rush, 
The big backlog, the important fundamental, is that 
money is very plentiful, that borrowing rates are reason- 
able, and that banks are anxious to loan funds. 
nection with finances, it is interesting to note that collec- 


New 


Also that business is held back 


In con- 


tions in the hardware business are better. 


CARDS.—While not active, there is a 
good, steady demand for cattle cards. 
Most of the buying is from retail deal- 
ers located in rural districts. 

We quote from Boston jobbers’ 


stocks: 
Cards.—Cattle, No. 40, 12 doz. to 


case, $2.10 per doz.; No. 04, 2 doz. to 
case, $2.25; No. 4, 2 doz. to case, $3; 
No. 2, 8 doz, to case, $3.15; No. 2, 2 
doz. to case, $3.30. All prices net. 

File Cards.—$1.50 per doz net. 
CARTS AND WAGONS.—A slightly 
freer movement of carts and wagons is 
reported by both retail and wholesale 
dealers. Jobbers’ stocks are comfort- 
ably large, but there has been a marked 
reduction in them during the past few 


months. 


We quote from Boston jobbers’ 
stocks: ° 

Kiddie Kars.—No. 101, $1.50 each 
net; No. 102, $2; No. 103, $2.50; No. 
04, $3; No. 105, $3.34. 





Worth Many Times the 
Price Asked 


“HARDWARE AGE, 
“New York, N.Y. 


“Gentlemen: 


“We received the Hardware 
Buyers Catalog and Directory, 
and it truly is ‘First Aid to the 
Want Book.’ 

“We find it very handy in 
many ways, and want to tell you 
it is highly appreciated by us. 

“The writer has been reading 
your HARDWARE AGE for a good 
many years, and considers it 
worth many more times the price 
asked for it. 

“While we are not a large con- 
cern, and are new in business, 
we find it is growing fast, and I 
am frank to say your HARDWARE 
AGE is the best help we have. 

“Thanking you again, we 
to remain, 

“Yours respectfully, 


“C. C. STOCKWELL. 


“Stockwell & Bruns, 
“Rushville, Neb.” 


beg 











Pedal Kars.—No. 154, $4 each net; 


No. 155, $4.67. 


Kiddie Karts:—No. 301, $2.33 net 
each; No. 302, $3; No. 303, $3.67; 
No. 304> $4.34; No. 305, $5.67. 

Kiddie Koasters.—Rubber tire, No. 
705, $9 each net; No. 706, $10. 

Red Racer.— Wagon, No. 636, $5 


each, net; in lots of six, $4.80. 
CLIPPERS.—Retailers report moder- 
ate sales of clippers. The trade is ap- 
parently well covered, for jobbers say 
that little stock is moving through 
wholesale channels. 


We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Khedive, 90c. each; 
Plymouth, No. 00, $1.10; No. 0, $1.20; 
Mayflower, No. 00, $1.25; No. 0, $1.25; 
Success, No. 1, $1. 50; No. 0, $1.65 
No. 00, $1.88; Capital, No. 1, $2.35; 
No. 00, $2.60. 


Stewart No. 1 Ball Bearing Clipping 
Machine $12,75; No. 360, Top Plate, 
$1.25; No. 361 Bottom Plate, $1.75. 
Discount, 334%, per cent. . 

Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80 f.o.b. Chicago; pedestal type, $85 
f.o.b. Chicago. Discount, 25 per cent. 


CLOCKS.—Sales of clocks have speeded 
up somewhat, now that people are be- 
ginning to open summer homes. Con- 
trasted with a year ago, the supply 
situation is much easier and little delay 
is experienced by the retail trade in 
getting required goods. 


We quote frem_ Boston 
stocks: 

Western Line. —Sleepmeter, $1.30 
each; in dozen lots, $1.26 each: in 
case (forty-eight) lots, $1.22 each. 
Jack-O-Lantern, $1.95 each; in dozen 


i ybbers’ 


lots, $1.90 each; in case lots, $1.84: 
radiolite, $1.95 each; in dozen lots, 
$1.90 each: in case lots, $1.84 each. 
Big Ben, $2.28 each; in dozen lots, 
$2.21 each; in case (twenty-four) lots, 
$2.14 each. Baby Ben, $2.28 each; in 
dozen lots, $2.21 each: in case lots, 
$2.14 each. Bluebird, $1.14 each: in 
dozen lots, $1.10 each; in case lots, 
$1.07 each. Blackbird, $1.62 each: in 
dozen lots, $1.58 each: in case lots, 
$1.43 each. 

Waterbury Line.—Thrift, in case 
lots, 90c. each; in lots of a dozen, 
95c. each; in less than a dozen lots, 
98c. each. Relay, in case lots, $2.14 
each; in less than case lots, $2.26 
each. 

Gilbert Line.—Tornado, in case lots, 
$1 each; in less than case lots, $1.05 
each. 


DOOR SPRINGS.—In common with the 
improved demand for screen doors and 
other summer house accessories, a bet- 
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ter call for door springs is noted. Prices 
remain as heretofore. 
We quote from Boston jobbers’ 
stocks: 
Door Springs.—No. 11, 45c. per doz. 
net; No. 12, 50c.; No. 13, 55c.; No. 
14, 60c.; No. 15, 67c 


FARMING TOOLS.—With improved 
weather conditions, there has been a 
noticeable expansion in the movement 
of farming tools out of retail hands. 
This fact is reflected in the wholesale 
market. 


We quote from Boston jobbers’ 
stocks: 

Forks.—Manure, four-tine, malle- 
able D-handle, $13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 
tine, wood D-handle strapped, $21.35; 


six-tine, malleable D-handle, $18.55; 
six-tine, D-handle strapped, $19.75; 
six-tine, wood D-handle_ strapped, 


$23.75. Stable fork, malleable D-han- 
dle strapped, $15.90; wood D-handle, 
strapped, $19.90. 


FISHING TACKLE.—Most of the re- 
tail trade having covered their require- 
ments some time ago, current business 
is confined to piecing out orders, say 
jobbers. The volume of small sales, 
however, is considerably in excess of 
that for the corresponding time last 
year. No changes are reported in 
prices. 


FREEZERS.—tThat retail dealers are 
planning on liberal sales of ice cream 
freezers this summer is attested by a 
better movement the past week or so 
out of jobbers’ stocks. In fact, jobbers 
say shipments during the past fortnight 
were far in excess of those for any sim- 
ar period this season. 
We quote from Boston jobbers’ 


stocks: 

Freezers.—White Mountain, i-qt, 
$4.85 list; 2-qt., $5. ve 3-qt., $6.75; 
4-qt., $8. 25; 6- sat $10.45; 8-qt., $13.50; 
10-qt., 18; 12-qt., $21. Ba: 15- -qt., $25: 
20-qt., $33. ‘20; 25-qt., $4 2.60. 

Arctic, 1-qt., $4 ‘list; . -qt., $4. 60: 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 1 -at., 
$16.65; 15-qt., $23.30; 20-qt., $30. 


Jobbers’ discount, 50 per cent from 
store or factory. 

Alaska, 1- at $2.95 list; - at, $3. s: 
3-qt., $4.10 -qt., $5; oor $6.3 
Pe * 20; 10 =. $10. 75; 12-qt., $14; 

15 $17 Discount, 20 and 10 per 
cent. special, 2-qt., only, 
$2.25, less one-third o 

Auto Vacuum, 1-at., $5 list; 2-qt., 

$6; 3-qt., $8; 4-at., $10. Discount, 
33%, per cent. 


FRUIT PICKERS.—Forward bookings 
cf fruit pickers are in order. The indi- 
vidual purchase by the retail dealer is 
usually for small quantities, but the ag- 
gregate orders received weekly by job- 
bers make a good showing. 

We quote from Boston jobbers’ 


stocks: 
Fruit Pickers. — Peerless, No. 29, 


without wire-wound socket, "oe 50 per 

doz. net; Perfect, No. 327, $5.5 
GARDEN TOOLS.—Garden fe are 
selling freely from retail stocks. The 
average retail dealer covered require- 
ments some time ago, consequently 
jobbers’ sales are not particularly 
brisk, although better than they were 
a week ago. 

We quote from Boston 
stocks: 


Hoes.—Shank, 7%-in., $8.70 a doz. 
net; sockets, 1%- -in., $9.60; round top 
$9.90; socket meadow, 9-in., 


shank, 9-in., 
10. 08: socket, $10. 


Rakes. —Light steel, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; 16-teeth 


$5.60. Regular gardeh, 12 teeth, $8; 


jobbers’ 
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14 teeth, $8.55; 16 teeth, $9.35; steel 
tet 14 teeth, $10. 95; 16 teeth, 


Edgers.—Turf, $10.80 
per doz. net 

HOSE.—Quite an improvement is noted 
in business in the rubber hose market, 
and jobbers maintain retail dealers’ 
stocks were down to a minimum and 
that the trade has by no means covered 
its requirements. For that reason they 
anticipate continued good business for 
the remainder of the season. 


seties quote from Boston jobbers’ 
stock 
Rubber Hose. — %-in., in 50-ft. 
lengths, Commercial, 8c. ‘per ft. net: 
Pointer, 84c.; Leader, 9144¢.; Olympia 
(wire wound), 10c.; Good Luck, llc. ; 


long handle, 


Vim, 10%c.; Milo, "12%e.; Bull Dog. 
13%c. For 25-ft. lengths and iW*éc. 
per foot. 

We quote from Boston jobbers’ 
stocks: 





An Asset 


“HARDWARE AGE, 
“New York City. 


“Gentlemen: 
“Kindly note my change of ad- 
dress. 


*““HarpwarE AcE should be con- 
sidered an asset by all hardware 
dealers. 

“John H. Cloyes, 
“Traveling Salesman, 
“Springfield, Mass.” 











HOSE ACCESSORIES.—All kinds of 
hose accessories are in demand, but the 
market is without special feature other- 
wise. 

—— quote from Boston jobbers’ 


stocks: 
Reels. Hose, Reel-Ezy, $18 = ‘wr 


net; vaetes $2 — net; 
Knox, $3.75 each 

Tape.—Bulldog = 45c. per Ib. 
net. 

Washers. — Good Luck, 60c. per 
gross net. 


KEGS.—Sufficient improvement is noted 
in the demand for kegs to change the 
opinion of jobbers regarding the mar- 
ket. Contrasted with a year ago, prices 
are 10 to 20 per cent lower. 

“We quote from Boston jobbers’ 


stocks: 
Cider Kegs.—5 gal., $1.45 each 
be 25; 20-gal., 


net; 10-gal., $2; 15-gal., 
$2.50; 25-gal., $2.85; 30-gal., $3.15, 
and 50-gal., $4.25. 
LAMPS.—Both wholesale and retail 
firms are quite enthusiastic over the 
recent increase in the sales of lamps. 


We quote from Boston jobbers’ 
stocks: 

Lamps—Mazda, Sterling, sales of 
less than $150 per annum, 20 $00, 


cent discount; sales of $150 to 
23 per cent; sales of $300 to 
25 per cent; sales of $600 to $1, 200° 
27 per cent; sales of $1,200 or more 
29 per cent. An extra 5 per cent is 


allowed on settlements made before 
the 7th of each month. 


LATCHES.—Rim latches continue to 
move freely from retail counters. The 
wholesale market, however, is much 
less active than heretofore, due to the 
fact that retail dealers bought heavily 
earlier in the year. 


We quote from Boston jobbers’ 
stocks: 
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Rim Latches.—Yale & Towne Mfg. 
Co. line, No. 42, $3.10 es ai No. 
042, $2.33; No. 36, $2: No. 3, $2. 33. 
Discount 20 and 6 per a 


LAWN .SPRINKLERS.—In common 
with the improvement in the demand 
for rubber hose, there is a better call 
for all kinds and makes of lawn 
sprinklers. Sales to date are well in 
excess of those for last year. 


We quote from Boston jobbers’ 
stocks: 

Sprinklers.—Lawn, fountain, $7.75 
er doz. net; fountain, half circle, 
6.65; Brooks, $8; Rain King, $2.34. 


NAILS.—The recent reduction in the 
price of wire nails has stimulated sales, 
jobbers reporting a material increase 
in movement out of stock. Retail stocks 
are fairly well absorbed but not large. 
be quote from Boston jobbers’ 


stocks: 

- Nails.—Wire, $3.90 per keg, base, 
from store; from _ in less than 
carload lots, $3.35 per keg, base, and 
in carload lots, $3.1 10 per Keg, base, 
f.o.b. Pittsburgh. Galvanized “oe 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than 1l-in., $2.75; cut 
nails, from store, $4.55 per keg base; 
direct shipments, car lots, $3.60 per 
keg, base; in less than car lots, 
$3.75; Tremont, cut nails, from store, 
$4.35 per keg, except hardened steel, 
which are $8.10; from mill 4.05, 
f.o.b. Wareham, Mass., except hard- 
ened steel, which are $7. 60; Western 
cut nails, direct shipments only, $3.75 
base, f.o.b. Pittsburgh; gga 
four pennyweight and smaller, $6.30 
f.o.b. factory base, larger $7.05; from 
ay four pennyweight and smaller, 
$6.80 base, larger $7.55; cement coated 
nails from mill, in less than carloads, 
$3.75 per keg, base: in carloads, $3. met 
hard steel nails, from store, $8.10 

keg, base; from factory, $7. 60; blued 
3-pennyweight, light sterilized lath, 
$2.05 per keg. 


PADLOCKS.—As might be expected, 
there is a steady improvement in sales 
of padlocks. 


aati quote from Boston jobbers’ 
stoc 

Padiocks.—Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 10 
per ‘cent. 


RADIO GOODS.—New England inter- 
est in radio shows no abatement, and 
retail sales of sets and parts continue 
on a tremendous scale. 


We quote from Boston jobbers’ 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. "each; voltmet- 
ers, No. 34B, 0 to 30 volts, $1. 50 each; 
No. 34C, 0 to 50 volts, $1.85. 


Everyready B&C cetatited are 
quoted in various lots, net, as fol- 
lows: 

Less 10 50 
No. 10 to 49 plus 
me: wenéhuee $1.05 $1.00 $0.90 
Dt. cnxteata 1.35 1.27 1.13 
Se 6 uék atone 1.35 1.27 1.13 
me. isedeses 1.75 1.67 1.50 
a ar 3.50 3.34 3.00 
Sk. xteweeue 9.00 8.25 7.50 


Battery Charges.—Apco line, in 
lots of less than 10, $13.50 each net. 
ROPE.—Improvement is noted in the 
movement of all kinds of rope in and 
out of retail stocks. In connection with 
the rope market, it is interesting to 
note that the Plymouth Cordage Co., 
Plymouth, Mass., due to its inability 
to secure sisal during the recent revo- 
lution in Mexico, has purchased a sisal 
plantation in Cuba. The new Cuban 
property will produce but a small part 
of the company’s needs at present, but 
should shortly supply about 10 per cent 
cf its annual consumption. The new 
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If all homes received .the 
hardware they deserved, 
builders’ hardware depart- 
ments would double their 
receipts automatically. 





























Mc KINNEY 
Hinges butts 


McKinney advertising 1s 
telling a lot of your pros- 
pects to “shop early” for 
hardware before the build- 
ing fund 1s only dregs. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse—Chicago 


Garage hardware, door hangers and track, door bolts and 
latches, shelf brackets, window and screen hardware, 
steel door mats and wrought specialties 
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investment is being taken care of out 
of current earnings. 


We quote from Boston jobbers’ 
stocks: 


Rope.—Manila, 19c. per Ib., base; 
sisal rope, 17%c.; hay rope, l6c., cot- 
ton rope, 52c. 

Lathe Yarn.—Sisal, CI30,  15c.; 
D200, 16c. per Ib. 


RUBBISH BURNERS.— Orders for 
rubbish burners are steadily increasing. 
Initial orders placed by retail dealers 
were extremely conservative, conse- 
quently they have been obliged to re- 
enter the market frequently. 


We quote from Boston 
stocks: 

Rubbish Burners.—Cyclone, 
$2.40 each net. 


SCREENS AND DOORS.—Continued 
improvement is reported by jobbers in 
sales of screens and doors. Shipments 
have been made against some of the 
orders placed, but it will probably be 
another month or so before the move- 
ment out of jobbers’ stocks is fully un- 
der way. 

We from Boston jobbers’ 

stocks: 


Screen Cloth.—Black, 12-mesh, $2.40 
per 100 sq. ft.; 14- mesh, $2.90; Opal, 
12-mesh, $2. 95 per 100 sq. ft.: 14- 
mesh, $3.45; 16-mesh, $3.95; all ‘from 
Boston store. Direct mill shipments, 


jobbers’ 
No. 2, °* 


quote 


f.o.b. Pittsburgh, black, 12-mesh, 
$2.15; 14-mesh, $2.65. Bronze screen 
cloth, widths 24-in. to 48-in., from 
stock, 7%c. per sq. ft.; factory. 7%4c.; 
16-mesh, 8&c.; 18-mesh, BC. | 

Screen meere. oe 241, z=, 
$20.80 per Ae 8, $2 1.75, 3 = 
10, $22.80; = 4, $23, 80; No. 454, 2x 
> $28.40; : x &, $29,60: 2x 10, $30; 

x i $32.10 : No. 45G, 2 x 6, $24.45; 


x 8, $25.75; 2 x 10, $27.20; 3 x 7, 
$33 00,” All prices net from store. A 
10 per cent discount is allowed on 
direct factory shipments. 


SCYTHES AND SNATHS. — Here 
again is reported increasing interest by 
the retail dealers. Indications are that 
New England will raise a bumper crop 
of hay this year, and in that event 
many scythes will be needed. 


We quote from 
stocks: 


Boston jobbers’ 


Scythes.—Little Giant, $16 # per 
doz.; bramble sizes, $16.50 per doz.; 
bush sizes, $16.50 per doz. 

Snaths.—Ash, $14.50 per 
cherry, $16.75 per doz.: brush, 
per doz. 

SHEARS.—Better business is reported 
in all kinds of shears, particularly hedge 
shears. 

We 
stocks: 

Sheep Shears.—True 
No. 055, $8.25 per doz. net; No. 057, 


$9.50. 
Border Shears.—No. 104, $3 each 
05, $3.50: No. 106, $3. 


net; No. 1 
Hedge Shears.—No. 100, ~~ ae 6- 
in., $1 each: No. 100, men’s 7-in., 
100, 9-in., $1.65; No. 101, 


$1.30; No. 
9-in., $1.75. 

Pruners.—Clyde, No. 5403, 22-in., 

No. 5402, 24-in., $28; No. 

$17.50. Handy Andy, $15 


dozen; 
$16.50 


quote from Boston jobbers’ 


Vermonter, 


$25 per doz.; 
5406 24-in., 
per doz. 


SHEET ZINC.—The sheet zinc market 
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My Sis She’s 
a Good Fellow 


My Ma looks at my Sis and 
says, kind of far away like, If 
when I was your age—and Sis 
says, Oh go on Ma, it’s good for 
a girl to get out in the air. Come 
on down with me to the Hard- 
ware Man’s, for they have what’s 
just right for tennis in their 
sporting goods. And my Ma 
says, Well! Mebbe it would take 
off a few years, and she guessed 
she’d get out more and she will, 
for my Sis she’s a good fellow. 


Donny 
omiles 














the first change in price reported since 
late February, when the market ad- 
vanced % cent. Following are the new 
prices: 
Sheet Zinc.—600-lb. casks, llc. per 
lb.; 300-lb. casks, 1lc.; 200-lb. casks, 


11%c.; 100-lb. casks, 11%c.; broken 
lots, 12c. 


SHOVELS.—Prices issued April 20, 
1923, on the Ames line of snow shovels 
have been reaffirmed for next season. 
bal quote from Boston jobbers’ 
stoc 
“a Shovels.—Long handle, steel, _ 
$5.50 per doz. net; steel D- handle, 
$6; split wood D- handle, $6.50; Massa- 
chusetts long handle, $8.75; Massa- 
chusetts D-handle, $9. 


Fire Shovels. — Japanned, No. 54, 


72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 


doz.; No. 256, 94c. 


SK ATES.—Roller skates are moving as 
well as anticipated. Retail stocks are 
broken, which accounts for the present 
activity in wholesale market. 


We quote from Boston jobbers’ 
stocks: 

Roller Skates. —No. 2, 70c. per pair 
net; No. 3, 75c.; No. 10, $1.20; No. 


5, $1.65; No. 6, $1.6 D. 


SPRAYS.— Further liberal consign- 
ments of sprays out of jobbers’ stocks 
are noted. Retail dealers in many sec- 
tions of New England are having un- 
usual success, due to the fact that they 
are soliciting business direct from users 
ty house to house canvassing, by cir- 
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We quote from Boston jobbers 
stocks: =: 

Pyrox.—One Ib. jars, 24 to crate, 
$7.32; 5-Ib. crocks, 12 to crate, $15; 
10-lb. crocks, 6 to crate, $13.50; 25- 
lb. ee) 4 to crate, $20.50; 


50-lb. kegs, $9. 25; 100-Ib. kegs, $14.75; 
300-lb. kegs, $42. 75. om less than case 
lots, 1-lb. jars, : 5-Ib. crocks, 
$1. 30: 10-1b.  ctameae $2. 35; 25-lb. con- 
tainers, $5.50 

Arsenate of Lead.—10-lb. cans, 28c. 
per lb.; 25-lb. cans, 27c. per Ib.; 50-Ib. 
cans, 26c. per Ib.; 100-lb. cans, 25c. 


per Ib 

Dry Lime Sulphur.—Small lots, 1- 
lb. containers, 26c.; 5-lb. containers, 
22l4c. per Ib. : 10-lb. containers, 20c. 
per Ib.; in lots of 200-lb. or more, 
1-lb. containers, 25c. per Ib.; %&Ib 
containers, 22c per Ib; 10-lb. con- 
tainers, 19c. per Ib. 

Lime Sulphur Wash.—Quart con- 
tainers, 3lc. each; gallons, 59c. 


TREE TANGLEFOOT.—Now that real 
spring weather has arrived, as well as 
animal life, there is a better demand 
for tree tanglefoot. Prices remain as 


heretofore. 
We quote from Boston jobbers’ 
stocks: 
Tree Tanglefoot.—In 1-lb. cans, 
$4.80 per doz.; in 5-lb. cans, $22; in 


10-lb. cans, $42; in 25-lb. cans, $96. 


WINDOW GLASS.—Sales of window 
glass, both from retail and wholesale 
stores, are well in excess of those for 
last year. Distributors’ stocks, how- 
ever, are well covered and much of the 
buying, according to wholesalers, is of 
a piecing out character. 


We quote from Boston jobbers’ 
stocks: 

Window Glass. — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 

* discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


WRENCHES. — Sales of automobile 
wrenches are much freer than hereto- 
fore. The demand for pipe and the 
heavier type is only lukewarm at best. 


We quote from Boston jobbers’ 
stocks: 


Knife and Steel Handie.—Coes, 6- 
in., $15 doz.; 8-in., $18; 10-in., $22; 
12-in., $28; 15-in., $38; 18-in., $48; 
21-in., $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. — Stillson, 6) and 
5 per cent discount; Trimo and Wal- 
worth, 60 per cent ‘oft list. 

Miscellaneous. — Drop _ forged 
wrenches, 62% per cent discount; 
Westcott, 25 per cent discount; agri- 
cultural wrenches, 60 per cent off 
list. 

We quote f.o.b. factory: 


Snap-on Wrenches.—No. 51), Radio 
and Electrical Set, $4; No. 101, Mas- 
ter Service Set, $15. 25; No. 202, 
Heavy Duty Set, $8.80: No. 404, 
Flexible Socket Set, $8.75; No. 505B, 
Screw Driver Blades, $3.40. All 





‘vig te Snap-on Wrenches less 40 per t 
has declined % cent per lb. This is cularizing and other methods. ae ae ee 
Window Trims the Best Ads 
A T the Illinois hardware convention the question 1—Window trims 6—Sales letters 
of advertising was thoroughly discussed. 2—Newspapers 7—Movie slides 
vote was taken from a number of merchants as to 8—Canvassing 8—Outdoor advertising 
their opinion upon the importance of the different 9—Souvenirs, calendars, 





phases of advertising. The list following gives the 
results of this survey in the order of importance. 


4—-Personal letters 
5—Demonstrations 


and circulars 
10—National advertising 








Reading matter continued on page 76 
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One Bump Costs More than SGaZizz. 


Send he 
lor _— 


© Otis Ge) 9)) 


Send today for your free copy 
of Catalog A-29, which fully 
describes the installation and 
operation of Slidetite Garage 
Door Hardware. The many 
detail doorway plans which it 
contains will aid you m mak- 
ing sales. If you are not al- 
ready handling this highly 
profitable item, our nearest 
branch can quickly supply you. 





It doesn’t pay to sell cheap garage door hardware, for the doors are 
easily the most important part of a garage. The few dollars your cus- 
tomer saves by the installation of swinging doors may be lost many 
times over through personal injury or damage to the car. The next 
time you have a call for garage door hardware, guard the buyer 
against injury and annoyance by the recommendation of— 





Gara ge Door Hardware 


Doors hung on Slidetite slide inside, away from ice and snow, and fold 
flat against the wall where even the strongest winds can’t get at them. 
They occupy but little space, so a wide, clear opening is assured. 


Slidetite equipped doors slide smoothly on a faultless track. As stick- 
ing and sagging is impossible, a child can open or close them. When 
closed they fit snugly, securely sealing the garage against the weather. 


Slidetite is the original sliding-folding garage door hardware. Many 
thousands of satisfactory installations have proved it to be the only 
practical door-hanging system for openings of any width up to thirty 
feet. 


Exclusive manufacturers of ““AiR-Way”—the original sliding-folding window hardware 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 








Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
Seattle 


VN Hanevertorany Door that Siides 


AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOX CANADIAN Co., LTD. 


Winnipeg LONDON, ONT. Montreal 








— — 
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Bad Weather Retards Cleveland Sales 
—April Business Exceeds Expectations 


(Cleveland office of HARDWARE AGE) 
(items mov buying is sluggish. Strictly seasonable 
items moving somewhat slowly, due, it is said, to un- 
Demand for staple hardware 


fairly good. April records show very large sales volume, 
far ahead of the early estimates on April business, of- 


seasonable weather. 


fered two weeks ago. 


AUTO ACCESSORIES AND TIRES.— 
Tire stocks reported very full; prices 
holding; demand fairly good. General 
parts and accessories moving well in 
the smaller towns. Improvement ex- 
pected with warmer weather. 


We quote from jobbers’ stocks, 
f.o.b. raveeinias Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
2. No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 4ic. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00 $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Current ade limited to light 
fill-in demand. Futures practically 
taken care of last month. Prices quoted 
are guaranteed until Dec. 31, 1924. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—Though raw mate- 
rial is showing rising tendencies, man- 
ufacturers are endeavoring to avoid ad- 
vances to the jobbers and retailer. 
Current trade very heavy. Shortages 
likely in the summer. 


Jobbers quote f.o.b. Cleveland: 

Standard, first quality binder twine, 
$5.87% per bale. White pa first 
quality, binder twine, $5. per 
bale. Second grade, $5. 62% pb. bale. 


BOLTS AND NUTS.—Reductions were 
announced last week in bolts and nuts; 
new prices given. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 60 
and 5 per cent off list; small rolled 
threads, 60, 10 and 5 per cent off list; 
carriage bolts, large and small cut 
threads, 50 and 5 per cent off — 
stove bolts, 75, 10 and 5 per cent off 
list; hot pressed nuts, $3.75 off list. 


COASTER WAGONS.—Demand hold- 
ing well; this is very active retail item; 
prices firm; stocks apparently adequate. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels: size 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75: size 16 x 
38, 10-in. disc wheels, $7.15; size 18 
x 40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel line; size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity. No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity. No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55: size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 


northern Ohio. 


Wholesale buying coming in small lots. 
conservative in their buying and express the opinion that 


Cleveland factories experiencing some labor shortages. 
Farm help much in demand and very scarce. 
dustrial construction programs announced throughout 


Heavy in- 


Dealers are 


better weather means better business. 


are list prices. on jobbers of- 
fer a discount of 33% per cent. 

American National | hee << 
Boy Red ~, a4 No. 6, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per ‘doz. Tittle Toto ¢, herd 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each: No. 43, $6.40 each. 
National Flyer Coaster, roller bear- 
ing double disc wheels, No. 51, $5.70 
each: No. 53, $6.90 i 

Janesville Brand, No. 11R, $8.70; 
No. 12R, $7.95 No. 13R, $7.20 each. 


CUTLERY.—Pocket items in more de- 
mand; carvers better; scissors and 
shears fair; stocks ample; prices firm. 


FREEZERS. — Dealers placing fair 
sized orders; aggregate trade good; 
stocks ample; prices as quoted. 


Jobbers quote f.o.b. Cleveland: 

White Mountain freezers, 
action type, i1-qt. size, : 
2-qt. size, $2.80 each; 3-qt. size, $3.35 
each; 4-qt. size, $4.10 each: 6-qt. size, 
$5.20 each; 8-qt. size, $6.75 each. 

Lightning Freezers, double action 
type, 1-qt. size, $2 each; 2-qt. size, 
$2.50 each; 3-aqt. size, $2.85 each; 6-at. 
size, $4.25 each; 8-qt. size, $5.60 each. 

Auto Vacuum freezers, 2-qt. size, 
$6 each: 3-qt. size, $8 each: 4- qt. size, 
10 each. These are list prices sub- 
ject to a discount of 33% per cent. 

Blizzard freezers, single action tvpe. 
1-qt. size, $1.85 each; 2-qt. size, $2.20 
each; 3-qt. size, $2.60 each; 4- — size, 
$3.20 each: 6-qt. size, $4 eac 

Polar freezers, all metal, wn size, 
$12 per doz. 


HANDLES (Tool and Agricultural).— 
Replacement business not expected to 
be large until July; current trade light; 
dealers buying steel goods | include 
quota of handles; prices steady. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. per doz.; 


finest growth 
hickory, $1.50. 
Hay Fork Handles. — a ig ge 


chucked and bored, 4% ft., on 
ft.. $5.50 os doz.; x, ys Be 


per doz.; 4% f $2. 40 haw: doz.. 
aie © Cie St 65 per dle X, 5 ft., $2. 80 
per doz. 


Hay Fork Handles.—Bent, chucked 
and bored. 4% ft.. $7.50 per doz.; 5 ft., 
$8.50 per doz.; Xx, bent, 4% ft. $4.30 
per doz. ; xX, . 

XX, bent, $5. 25 S per doz.; 
x y Bs '5 * eo per 

Manure Fork Handles. Sent, 4 ft., 
$4.75 per doz.: 4% ft., $5.10 = doz. 
XX. bent, 4 ft.. $4 per doz.; 4% ft. 
$4.30 per doz.; x bent, 4 ft., $2. 50 per 
doz.; 4% ft., $2. 90 per doz 

Garden Hoe Handles. XX. 4% ft., 
Ang per @oz.; X, 4% ft., $2.40 per 


Zz. 
Garden Rake Handles. — XX. 6 ft. 
$6.25 per doz.; X, 5% ft., $3.25 per 


OZ. 
Shovel Stanetee. —Regular pattern 
xx. 4% f $5.90 per doz.; X, % ft., 


$3.75 per cars D handle. best grade, 
$7.95 per doz.; 
Spade 
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X grade, $6.25 per doz. 
Handles.—D handle, best 


grade, $7.75 per doz.; X grade, $6.25 
per doz. 

NAILS.—Steady, but not heavy sales; 

prices firm; stocks ample; builders and 

contractors buying better. 

Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3.95 per 100 Ib.; No. 9 
annealed wire, $3.50 per 100 Ib.; and 
cement coated nails, $3.25 per 100 Ib. 
Folished staples, $4.05 per 100 Ib.; 
galvanized staples, $4.50 per 100 lb. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg 
m,. Wire brads, 70 and 10 Ser cent off 

st. 


PAINTS AND OILS.—In the past ten 
days linseed oil eased off 4% cents and 
then returned to $1.08. This is consid- 
ered normal fluctuation. Business in 
oil is tight; mixed paints moving brisk- 
ly; prices very firm; stocks well bal- 
anced. 


Jobbers quote f.o.b. Cleveland: 

Turpentine, in bbls., $1.04 to $1.08; 
less than bbls., $1. 2014 Re gallon. 

Linseed oil, in bbls., $1.02; less than 


bblis., $1.17. "Boiled, 2c. cen per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls 


English Venetian red, in bbls., 3%c. 
; in 100-lb. kegs, 4%c. per Ib. 
kegs, 15c. per 
kegs, 15 
: in 13144-lb. kegs, 15c. per Ib. 
. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING.—Active whole- 
sale demand; consumer buying improv- 
ing; prices firm. Note Pittsburgh and 
stock quotations are the same. 


Jobbers quote f.o.b. Cleveland: 

Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


PYREX OVEN WARE.—Steady de- 
mand continues; stocks well balanced; 
prices quoted are gvaranteed until June 
30, 1924. 


yeahers pate f.o.b. Clev eland: 
T PRICES.—Subject Xe discount 
B 33/4 per cent. 
he He —Round standard, 
, $1; No. 168, $1.17; No. 169, $1. : 
No. 170, $1.67 each. 
and peed Pans.—No. 212, 
$1. G0: No. 214, $1 each 
Cake Pans. —No. 231, $0.67; No. 221 
(round), $0.50; No. 809, $0.67 each. 
Puddin Dis hes.—No. 450, $0.83; 
No. 463: 90. 40; No. 464, $0.57 each. 
Pie Plates.—No. 2s, B ig 50; No. 203; 
$0.60; No. 209: $0.6 
Custard Dishes. No. 422, $0.17; No. 


Tea Pots.—No. $1.67; No. 14, $2; 
No. 32, $1.67: No. 34, $2; No. 22, $1. 67; 
No. 24. $2 each. : 
ROLLER SKATES. — Very active; 
stocks broken but will be replaced; 
business has been unusually good; 
prices steady. 


Jobbers quote f.o.b. Cleveland: 

Roller wkates, | ae s model, 
Union No. 4, 5; men’s model 
Union No. 65, $1. 5B Ladies’ model, 
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The live hardware 
dealer says: 


BOSTON | 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 








< 
*o* 3% 0°, 
«"»* s*<« 

o*,* a* ea YD 
o*e*,* \* ‘“ 
a*, 0 et s4 XN 

as 


2 THAT 





“You Can Look At It Either Way. 


“It zs true, Mr. John Doe, thatit will be 
years before I sell you another length of 
Bull Dog Hose. 


‘But there will be lots of other things you 
want to buy; and if I sell you uncommonly 
good hose you will naturally conclude, and 
I hope with truth, that I sell the best of 
merchandise. Also,: there will be other 
people who want garden hose. 


‘*A business built-on the policy of getting 
quick repeats on worn out goods rests on 
a very insecure foundation. ’’ 
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Union No. 6, $1.65. 
per palr. 

Sidewalk skates, 78c. per pair. 
ROPE.—Raw material continues to rise 
but no changes have been announced by 
factories. This is consistent with pres- 
ent policies to restrict as much as pos- 
sible advances in finished hardware and 
kindred lines. 


Jobbers quote f.o.b. Cleveland: 

sest grade manila, 17%c. for mill 
shipments; 18c. for stock shipments. 

est grade sisal, 15tK4c. stock 
shipments; 15c. for mill shipments. 


SASH CORD.—Spring business open- 
ing; builders buying well; prices steady; 
store business good; stocks fair. 


Jobbers quote f.o.b. Cleveland: 

Sash cord, Samson spot No. 7, 85c.; 
Silver Lake, No. 7, 82c.; Competitive 
ee. No. 7, ranges from 49c. to 
56c. 


SASH WEIGHTS.—Sales active; prices 
unchanged. Jobbers quote 3 to 27 
pounds $45 per ton on foundry ship- 
ments, and $48 per ton stock shipments. 
Heavy inquiries from contractors and 
builders. 


SCREWS. — Demand fairly 
prices steady; stocks ample. 


Jobbers quote wood screws as fol- 
lows, f.o.b., Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5. 5 and 5 per 
cent off list : round head nickeled, 65 
5, 5 and 5 per cent off list, and round 
— brass, 70, 5 and 5 per cent off 

St. 
STEEL GOODS.—The weather has re- 
tarded normal business in steel goods; 
sales are showing some improvement; 
warmer weather will stimulate this 
line. 


STOVE PIPE AND ELBOWS.—The 
bulk of this business was written last 


All prices are 


active; 


James H. Ashdown Dies 


James H. Ashdown, aged 80, a for- 
mer mayor of Winnipeg and a promi- 
nent merchant and philanthropist of 
western Canada, died at Winnipeg, 
April 4. 

As one of its premier business men 
and perhaps its leading philanthro- 
pist, J. H. Ashdown’s death will occa- 
sion keen regret throughout the Cana- 
dian West. Apart from his business 
career, which has been highly success- 
ful, Mr. Ashdown has been associated 
with a number of benevolent enter- 
prises in the West, many of them in 
a leadership capacity. He was for- 
merly mayor of Winnipeg, and is often 


Most interesting part of this performance is musical 


accompaniment. 


Then a man and a girl give crude dance, sug- 
gesting love-making. Girl very coy but finally suc- 


cumbs to fascinations of her lover. 


It is exactly the same thing I have seen Fokina and 
Paviowa do on the stage in New York. So, after all, 
The only difference is in the 


in all art, we are one. 
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month for late summer delivery. Prices 
are guaranteed until Aug. 1, 1924. Cur- 
rent demand very light. 


Jobbers quote f.o.b. Cleveland: 
Stove pipe in crates of 25 joints, 


Security blued, 28 gage: 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4; 
7 in., $4.65. 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15: 4 in.. $1.25; 5 in., 
$1.40; 6 in., $1.55.; 7 in., $2.10, all per 
doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystals, 33 in., $21.25 
per doz.: 30 in., $18 per doz.; 28 in., 
$15.50 per doz.: 26 in. $13.25 per doz. 

Crvstal boards, wood lined, oblong 
shape, 20 x 30 in.. $15 per doz.; 24 x 
36 in.. $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, 
oblong shape, 18 x 30 in., 
doz.; 20 x 30 in, $9. 30 per doz.; 24 x 
36 in., $10 per doz.: 26 x 30 in., $10.50 
per doz.; 28 x 24 in., $10.75 per doz. 


WINDOW GLASS.—Heavy item among 
orders from contractors and builders; 
general store trade good; prices steady; 
stocks satisfactory. 


Jobbers quote f.o.b. Cleveland: 

Window glass. first three brackets. 
single A and B, 86 per cent off list: 
over three brackets. same grades, 85 
per cent off list. Both sizes double 
A and B, 87 ver cent off list. 

Lights. single and double, 85 per 
cent off list. 

Single AA paper wrapped, 85 per 
cent off; double AA paper wrapped, 
85 per cent off list: lights, AA paper 
wrapped, 85 per cent off list. 

Putty, pure, in 12% Ib. lots, $6.75 
per ewt.: in 25-lb. kegs, $6 per cwt.;: 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%4-lIb. lots, $4.75 
per cwt.; in 25-Ib. lots, $4.25 per cwt.: 
in 100-Ib. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WINDOW GLASS ACCESSORIES.— 


paper lined, 
90 per 





referred to as “the best mayor Winni- 
peg ever had.” 

At the age of 21, Mr. Ashdown de- 
cided to go West. He spent some 
time in Chicago and later in Kansas, 
and finally at the age of 24, he walked 
into the Red River settlement, as Win- 
nipeg was then known, beside the set- 
tlers’ ox carts which carried his bag- 
gage and provisions. He had started 
on his long trek from St. Cloud, Minn., 
and he reached Fort Garry, which was 
to be the scene of his future endeavors, 
after 19 days’ travel. At that time the 
village had a population of about 100, 
but the young Ashdown was destined 
te see it grow to a city of over 200,- 


000 people. 


During his first summer in Fort 





The Quled Nails 


(Continued from page 60) 
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These items very active at firm prices; 
stocks good. 


Jobbers quote f.o.b. Cleveland: 

Red evil glass cutters, No. 024, 
$1.50 per doz. Same brand, turret 
head type, No. 47, $3.30 per doz. 
Competitive grade, $0. 75 per doz. 

Glaziers’ points, genuine zinc, in %- 
Ib. and, 14-lb. papers, 30c. per lb. In 


bulk. 25- “Ib. lots, 28c. per lb. Zinc 
coated, in ¥, -Ib. packages, 55c. per 
doz. 

Putty. strictly pure, 100-lb. drums, 
51%4c. per Ib.; 25-lb. cans, 5%c. per Ib. 

Putty, Commercial grade, 100-Ib. 
drums, 3% to 4c. per Ib.; in 25-Ib. 
tins, 444c. to 4l6c. per Ib. ; ‘in 12%-lb. 
tins, 5c. in single 


to 5%4c. per Ib. ; 
pound lots, 6%c. per Ib. 


WIRE CLOTH.—Demand slightly im- 
proved; prices firm; stocks ample. 


Jobbers quote f.o.b. Cleveland: 
Wire cloth, 12 mesh, $2.10 per 100 
ft. 


Ss 
ar cloth, 12 mesh, 
anaes 14 mesh, 


$2.10 per 


Galvanized wire, 
$2.65 per 100 sq. ft.; 
$3.10 per 100 sq. 

Black wire cloth, 12 mesh, 
100 sq. ft. 

Copner wire, cloth, 14 mesh, $7.25 


per 100 sq. ft. 

Hardware wire cloth, $5.25 per 100 
sq. 

WRENCHES. —Sales fairly active; 
prices unchanged; stocks in good con- 
dition. 

Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each; No. 201 
Heavy Duty sets, $8 each: No. 404 
@Jniversal Socket sets, $7 each; No. 
505B. Screw Driver sets, $3.40 ‘each. 
Less 40 per cent on all snap-on 
wrenches, f.o.b. Milwaukee, Wis. 
Skid chains and crosg links quoted at 
% off list. 

P. S.—The Columbus Varnish Co., 
Columbus, Ohio, reports very healthy 
spring business for varnishes. Sales 
are said to be increasing steadily. This 
company looks for a very satisfactory 
summer and fall business in varnishes 


and kindred items. 


Garry, Mr. Ashdown applied himself 
to whatever he could find to do. 
Commencing in 1889 Mr. Ashdown’s 
business began to grow with leaps and 
bounds. A hardware store was pur- 
chased in Calgary, and later a whole- 
sale hardware house was established. 
In 1902 the business was incorporated 
with a Dominion charter under the 
name of “The Ashdown Hardware Co., 


In 1904 the Dominion Government 
appointed him to sit on the ee 
Commission on Transportation. 
also served on the Shoal Lake Water 
Commission. In the Canadian Na- 
tional Conference held at Ottawa in 
September, 1919, he represented the 
wholesale trade of Canada. 


Last comes the magician. Does the same old tricks 


and is a long time about it. Runs needles and hat pins 


through his cheeks, swallows knives, charms and eats 
snakes, takes doves out of empty boxes. 


Is good but 


too slow. Tires us out waiting while he is making 


his various preparations. 
It is over. First the dancers and the orchestra file 
out of the tent. We follow. Our host collects ten francs 








“finish !” 


each (50 cents) as we pass out. 
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If you are a Dealer, selling Columbian Rope and desire one of these very attractive 
Dealers Signs, just sign your name and address on the coupon below and mail it to us 
promptly. | 


The sign is 12x18 inches and is handsomely lithographed in many colors. You will 
be glad to give it a prominent place in your store for it will not only attract attention, 
but will also prove in itself a business getter for Columbian Products. It is the very 
latest in good sign construction, being made of crystalloid. Its surface is glossy and its 
lustre permanent. , 


This is one of the many excellent Dealer helps which distinguish Columbian Dealers 
from others. 












r 
7 COUPON : 
i olu mbian Ro e ( : Columbian Rope Co., ; 
p O 7 s 352-80 Genesee St., Auburn, N. Y. = | 
- 
im : Gentlemen:—Please send me, ! 4 
352-80 Genesee Street : without charge, a Columbian Deal- - fl ( 
s ers Sign. - (f 4 
, ' v4 
Auburn, “The Cordage City” N. . 2 : PND OS i vd ccccescccocaceciceceooeese ; Ys 
a ES ET ee ee Te : | f 
Branches— New York. Chicago Boston New Orleans | ERE EE ee a ji 
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This window helped increase paint sales for the Birkenmeier &4 Kuhn Co., Newark, N. J. The display of color paddles showed 
the extent of the firm’s paint stock while the cut-outs showed what painting would do 


Make thePostman YourSalesman 


Pointers on Circularizing Paint Prospects 


HE following suggestions will 

prove helpful to those using the 

mails to get more paint and 
varnish business. The advantage of 
direct mail advertising in compari- 
son with other forms of advertising 
is that direct mail is selective. You 
can, to a large extent, pick the people 
in your vicinity who are intefested 
in your proposition and _ exclude 
others who you know can never be 
interested. 

The effectiveness of direct mail 
advertising depends on care in com- 
piling your mailing list and on the 
thoroughness with which your direct 
mail work is followed up. A good 
mailing list is a valuable asset to 
your store. It would take all the 
spring to go out and call on every 
possible buyer of paint or varnish, 
but through the mail you can reach 
several hundred prospects in the 
time it might take to make a dozen 
calls. 


Start with the names near at hand. 
First go to your ledger and list all 
your good charge accounts. Then 
take your sales slips and delivery 
records and get the names of cash 
customers. Make a special effort to 
secure the names and addresses of 
customers who come into your store. 

When you have the names of 
people who have already bought from 
you, look around for other prospec- 
tive buyers who never have traded 
with you. 


Use the Directories 


The most aecessible source of 
names is the ’phone directory or city 
directory. Do not make the mistake 
of copying every name from the 
directory. If you do this, your list 
will include a good deal of “dead 
wood.” The telephone directory is 
a valuable source of names if care 
is used in selection. Use your own 
acquaintance and the acquaintance 


of your employees in selecting the 
prospects. Pick names of home 
owners on good residential streets 
and in other ways select the people 
with buying power. 

Other local lists that may be ob- 
tained are lists of taxpayers and 
membership lists in local improve- 
ment associations. Most of the 
names on these lists are property 
owners who are prospects for paint 
and varnish. The classified tele- 
phone directory can also be used to 
advantage. Here you will find special 
lists of painters, builders and con- 
tractors. The lists of professional 
men also make good prospects. For 
instance, practically every physician 
owns an automobile and is a pros- 
pect for auto finishes. 

When you have the names and 
addresses, you want to get your list 
in usable shape. Once you have 
gone to the labor to get together 
names, you want them in the most 
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X°2 Every Woman Needs 
tn the series e 
this Book 


DistrisuTe it to your customers and see how fast it sells silverware. 
The authoritative book on 


CORRECT SERVICE 
for the Formal and Informal Table 


‘ EDITED BY THE SOCIAL SECRETARIES 
OF MRS. O. H. P. BELMONT AND 
MRS. OLIVER HARRIMAN 


Books of etiquette and correct methods 1923's best sellers. Here's a book on correct 
table appointment that every woman will be eager to have. Beautifully illustrated 
—practical. Full page advertisement in the Saturday Evening Post, Ladies’ Home 
Journal and Woman's Home Companion will feature this book. 


Send for our smashing sales plan to tie 
29 up your store to this advertising. It will 
_ | give you a big profit in actual silverware 
sales. Write now—don't delay. 


ONEIDA COMMUNITY STUDIOS 


ONEIDA, NEW YORK 
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A favorite 
in the kitchen 


And no wonder that this attrac- 
tive little kitchen article keeps 
a smile on the dusky countenance 
of the boss of the kitchen.. For 
the Ace Potato Creamer, with 
the patented curved blades over 
each slit, whips the potatoes into a 
smooth, creamy condition at the 
same time it mashes them. It is 
so light to handle and so easy 
to clean, that it is always in use 
in some way or another. If 
there are no potatoes to mash, the 
cook will find a use for it in 
mixing the cake batter, in crush- 
ing fruit for sauces and dessert, 
or for preparing the spinach. 


The great demand for the Ace 
Potato Creamer has kept us be- 
hind on our orders ever since its 
introduction, but your order can 
now be promptly filled. Ask 
vour jobber to supply you right 
away. 


Ace Hardware Mfg. Corp. 
Philadelphia 





The Ace Potato Creamer has been 
tested and approved by Good House- 
keeping Institute, and has received 
the recommendation of housewives 
everywhere. It is the only nationally 
advertised masher, and made by the 
manufacturers of the Ace Knife 
Sharpener. 
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convenient form to use and keep up 
to date. A card list is preferable to 
a list on sheets, as cards may be 
kept in alphabetical order and added 
or removed without changing the 
list. Three inch by five inch cards 
are the most convenient size, and a 
file may be purchased at a moderate 
cost to hold all the cards on your 
list. 

It is worth while to have the list 
of paint and varnish prospects classi- 
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the cards, such as ’phone numbers, 
and a space for “remarks” in which 
you can give the occupation or other 
facts of interest. The approximate 
yearly sales may also be added if 
desired. This same idea of classify- 
ing the mailing list may be applied 
to other lines carried in the store, 
such as hardware or sporting goods. 

Circular matter may be addressed 
by hand or typewritten to a list of 
a few hundred, and it is not a diffi- 





1 2 3 4 D 
ID i oa ie a aiiearee Glan alee es oa ae , 
A convenient form I i a i a eR et ee er at 
for a mailing list . 
caré.. Nembeore et ee ee TIE BOD so ak 0d ahs cee ees i 
the top indicate the Telephone 


classes of prospects 





Remarks 








fied into four or five divisions, as 
literature of interest to one prospect 
will not be appropriate for another. 

A convenient way of doing this 
is by numbers at the top of each 
ecard. For instance, five classifica- 
tions of prospects might be made as 
follows: 


1. Home Owners—for prepared 
paint, varnishes, general painting 
service. 

2. Homes (rented), Apartments, 
stains, colored 
enamels, etc. 

3. Business Property Owners— 
general painting service. 

4. Automobile Owners — Auto 
finishes. 

5. Painters and Contractors. 

A number of other classifications 
may be added, such as farmers, ga- 
rages, factories and other specialized 
users, but for the average store it 
is best not to make the list too 
complicated. 

Selection of names under the vari- 
ous headings may be facilitated by 
the use of metal “signals” clipped 
at the top of the card. Then if 
you want to send a letter on house 
painting, for instance, you will ad- 
dress cards marked No. 1. Varnish 
stain prospects will be listed under 
Nos. 1 and 2, auto owners No. 3, etc. 


Hints on Mailing 


Some additional information about 
the prospects may be included on 


cult job., Your bookkeepers or clerks 
can get through a list of a few 
hundred quickly in their spare time. 


The Time Element 


Consider carefully the day of the 
week your circular letter is to be 
mailed. If letters go to wage-earners, 
it is desirable to have them received 
on the day the local factories pay 
their employees. Whether to send 
letters by first-class postage or third- 
class can only be decided according 
to local conditions. If personal at- 
tention is especially desired on a 
small mailing list, it has been found 
worth while to mail letters in a plain 
envelope with first-class postage. 
When a prospect receives an en- 
velope with only his name and ad- 
dress on it, he can’t do anything but 
open it up and investigate. 

In most cases, letters should be 
signed with a handwritten signature 
instead of a rubber stamp. A re- 
turn card is also desirable, making 
it easy for the prospect to reply, or, 
if possible, provide an inducement 
to come into the store. 

So many ways of using direct mail 
to increase retail sales have been 
tried that it is possible only to out- 
line briefly a few methods here. The 
time you put into keeping a mailing 
list and in sending out letters to 
prospects, if it is done effectively, 
will prove a good investment. Try 
it and see.—The Oval. 


Reading matter continued on page 84 
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Delighted ! of course she is 
IT’S A 


HARVARD 


with Giant Burner 
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sa ee ; Be ae Every “Giant Harvard 
ie ee a : ~~ ‘ Se 3 Bk Oil Stove” equipped with 
ee i % 8. a ye # “regular” Kerogas Burn- 


COTES Rn. os ers a lso has one of the 
new Patented Grant 
Sitar pear. 1 Kerogas Burners. The 


# “Giant” ts for use when 


youwanutanintense 
flame quickly. It can be 





turned down for ordi- 
| s “nary use, but is capable 
Ses ead | »f producing the most 
intense heat. 


An Oil Stove That Cooks Like a Gas Range 


Produces from common kerosene a perfect gas flame; clean, sootless, 
odorless, economical; a powerful, double “flame within a flame’’— 
just like the flame from the burner of a gas range. And you can 
regulate it perfectly. The merest turn of a small control wheel 
gives you instantly the exact degree of heat you want—an intense 
heat, a moderate heat, or a low, “simmering” heat. And it looks the 
part, too. No more attractive oil stove has ever been produced any- 
where, and the finish will look as good years hence as when new. 


It’s a winner and is very popular in price. Write us for the details. 


THE GEO. WORTHINGTON CO., CLEVELAND, 0. 


HARDWARE 
Established 1829 
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monopoly pure and simple, that is de- 
manding every dollar that they can get 
and yet keep up the maximum demand.” 
Senator Wadsworth of New York led 
the fight for the rejection of the tax, 
saying: 


“T am not prepared to agree with the 


statement that all the radio sets used 
in the United States are made by one 
concern, by a monopoly, and that the 
last penny is being wrung from the 
public in the sale of them. I know this, 
however, about the sale of them, that 
they are sold within the reach of the 
public at present prices and that they 
are being sold by the millions. 

“IT do not detect any great degree of 
oppression manifest upon the consumers 
or customers by whoever makes the 
sets. I know that little boys are able 
to buy them with from $12 to $15 as 
the price. 

“My object in bringing the matter up 
at this hour, and I do not intend to dis- 
cuss it at length, is simply to make this 
observation. Here we have a brand new 
development. It is in its infancy. 


An Infant Industry 


“Apparently the committee believes 
that because it has had such an aston- 
ishing spread all over the country, ‘here 
is something to tax right away; do not 
let it get away.’ We do not know what 
is going to develop out of it. It is in 
its infancy. We cannot tell what it will 
be two or three or five years from now. 

“It seems to me the Government 
might at least wait a year or two or 
three years before it places its heavy 
hand upon a brand new undertaking 
which bids fair to be so successful. If 
it turns out in the years to come that 
the industry becomes stabilized and the 
character of the instrument becomes 
standardized, and we all know what we 
want and what we mean when we say a 
radio set or the spare parts thereof, 
whatever it is, then let us tax it. But 
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it seems to me this is proceeding pretty 
fast.” 

Senator Copeland, Mr. Wadsworth’s 
colleague from New York, made a brief 
but eloquent appeal to the Senate not 
to restrict the manufacture, sale and 
use of radio. He said: 

“Mr. President, in my judgment, sev- 
eral things have done very much to pro- 


" mote the happiness of the human fam- 
‘ily—sthe daily newspaper, the free de- 


livery of mail, the telephone, the auto- 
mobile, and now the radio; but I look 
upon the radio as the most remarkable 
of all inventions, not because of the 
mystery attached to it but because of 
the result coming from it. There is not 
any question but that it has wiped out 
the isolation of millions of families. It 
is a means for the dissemination of edu- 
cation in every line, even the dissemi- 
nation of knowledge of political move- 
ments. I assume that the President of 
the United States will make great use 
of the radio during the next few 
months.” , 

Senator Dill of Washington and Sen- 
ator Simmons of North Carolina, both 
Democrats, also objected to the radio 
tax. When the ballot was taken only 
thirteen Senators voted for the impost 
while forty opposed it, forty-three be- 
ing absent. 


$300 Boost in Postal Salaries 


The House Post Office Committee has 
unanimously reported the postal sala- 
ries bill along the lines of the decision 
of the joint Senate and House commit- 
tee. The measure gives a flat increase 
of $300 in the salaries of postal clerks, 
carriers, supervisors and inspectors. 

By a vote of eight to seven the com- 
mittee rejected Representative Kelly’s 
amendment authorizing a flat increase 
of $400. Railway mail clerks in charge 
are granted by the bill a maximum sal- 
ary of $2,700, an increase of $400 over 
the present scale. 

The committee also accepted a time 
differential amendment proposed by 
Representative Kelly which would give 
postal workers on duty between 6 p. m. 
and 6 a. m, the same pay credit for fifty 
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minutes’ work as is accorded by day 
workers for an hour. About 70 per cent 
of the clerks and the majority of the 
railway mail clerks will be benefited by 
this change. 

The increases carried by this bill are 
believed to be sufficient to prevent the 
further demoralization of the postal 
service through the resignation of ex- 
perienced men. The total increase in 
cost of the postal establishment carried 
by the bill is estimated by the Post- 
master General at $72,000,000 per an- 
num. 


Believes Revenue Should Be Provided 


President Coolidge is said to desire 
that Congress in passing this measure 
shall at the same time provide for more 
postal revenue. The Postmaster Gen- 
eral follows this view and points out 
that unless additional legislation is en- 
acted there will be a colossal postal def- 
icit next year. 

The Congressional leaders, however, 
svém to be in no hurry to revise postal 
rates and appear to think it bad politics 
to boost them just before election. The 
settlement of this interesting phase of 
the question will probably depend upon 
the length of the present session. 

President Coolidge has had a number 
of conferences with Congressional lead- 
ers during the past week at which he 
has urged that every effort be made to 
clear the legislative decks in Congress 
in time for a final adjournment of the 
session on Saturday, June 7. The ma- 
jority leaders are anxious to get away 
on that date and will make every effort 
to do so. 


Early Adjournment Looked For 


The Republican insurgents and the 
Democratic minority members of both 
houses appear to believe that some po- 
litical advantage can be gained by 
holding Congress in session all summer 
and have expressed this view in several 
recent caucuses. At this writing, how- 
ever, it is the best opinion here that an 
adjournment will be brought about be- 
fore the Republican presidential con- 
vention on June 10. 





Coming Hardware Conventions 





NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


ARKANSAS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Little Rock, May 20, 21, 22, 
1924. L. P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 


LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4, 5, 1924. R. D. Nibert, secretary- 


treasurer, Bunkie. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


NEw YorK STAT® RETAIL HARDWARE As- 
SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 18, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 12, 13, 14, 1924. C. L. 


Thompson,  secretary-treasurer, Canyon, 
Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
E. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 

NoRTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION (place not yet se- 
lected), Feb. 11, 12, 13, 1925. CG. N. 
Barnes, secretary, Grand Forks. 


Reading matter continued on page 86 
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The Caille 
Liberty Twin 


The Caulle $ 14 yee 


Liberty Twin 








Packed in 
Handy Chest 


Our Challenge 


to other builders to 
follow us through 
weeds, shallows 
and over sunken 
obstructions has 
never been accept- 
ed and still stands 
































“How Soon Can I Get 
Caille Liberty Motors?” 








Hundreds of dealers have asked us this question. The answer is “We can guarantee C — —— ; 
prompt deliveries right now.’’ But the demand for this new Liberty Twin has exceeded > sere recent 
our greatest expectations—how long we can guarantee early shipments we cannot say. the direct drive prin- 
Our million dollar plant is running to full capacity—we hope to be able to supply the ciple. Complete with 
demand right through the season. But to make certain you will have all the motors rc geen poe 
you will need, write or wire us immediately! The Twin but einestia. 


der and very mod- 
erately priced. 































is going over big—and for good reasons. No other motor has even half its ad- 
vantages—no other motor gives you such a line-up of strong selling points. Direct 
drive—100% use of boat—no vibration—motorcycle control—Bosch Ignition— 
Zenith Carburetor! A motor that is unequivocally guaranteed by one of the fore- 
most builders of marine engines in the world! A motor that is trouble- proof, dam- 
age-proof, fool-proof—that “drives a boat wher’er twill float,’ ’ through thickest 
weeds and over sunken obstructions that would wreck any so-called‘ ‘tilting”’ motor. 


You can’t drive a row boat in shallows with a vertical type motor. Read our challenge. 


* 

Leading Dealers Everywhere Handle It 
Wanamaker’s of Philadelphia, Macy’s of New York, Belknap Hardware 
Co. of Louisville, Von Lengerke & Antoine of Chicago—these are but a 
few well known merchants who recognize the money making possibilities 
of this wonderful new motor—and all are shrewd buyers. 

Write us xow for discounts and territory rights—don’t delay. Good 
territory may still be had—get the Caille franchise in your locality and 
head off dangerous competition. 


THE CAILLE PERFECTION MOTOR COMPANY 
6236 2nd Boulevard DETROIT, MICHIGAN 
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A Survey 
Indicates 
Great Value 


Test by test—number of ad- 
vertisements, number of ad- 
vertisers, .number of replies. 
calibre of replies, prompt- 
ness of replies, testimonials, 
frank statements—all these 
tests prove the strength and 
value of the Classified De- 
partment of Hardware Age. 


Hardware Age carries several 
thousand dollars per year in 
its Classified Advertising Col- 
umns. They are the weekly 
meeting place of Manufac- 
turers, Wholesalers, Dealers, 
Salesmen and all who seek 
the fine service its weekly 
classified columns render. 


If satisfactory results from 
this advertising were not re- 
ceived would Hardware Age 
maintain that yearly volume 
of purchased classified ad-* 
vertising? 


When you want to buy or 
sell a Hardware business; get 
new sales representatives; re- 
quire help; want a position; 
when soliciting desirable 
sales accounts or have any 
“want” that is “hardware.” 
you hardware men can get 
action and satisfaction by 
using and reading our “want 
ads.” 


See Section and Rates 
in Back of This ‘Issue 


HARDWARE AGE 


239 W. 39th St., New York City 
ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 
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Pittsburgh Firm Has 40th 
Anniversary 


The Steiner & Voegtly Hardware Co., 
which operates one of the leading hard- 
ware stores in Pittsburgh, located on 
Diamond Street in that city, last week 
celebrated the 40th anniversary of the 
founding of this very successful con- 
cern. On April 1, 1884, Kossuth L. 
Steiner and Nicholas A. Voegtly 
entered into a partnership agreement to 
engage in the retail hardware business. 
The new firm was known as Steiner & 
Voegtly and was located at 68 Federal 
Street, Allegheny, now known as the 
N. S. Pittsburgh. Due to hard work 
and a keen business policy, the partner- 
ship was very successful and outgrew 
this location, when in 1897 the concern 
removed to a much larger building 
located at 310 Wood Street, Pittsburgh. 
This location was used unti! 1906, when 
the concerr: was again compelled to get 
still larger quarters, and then removed 
tc 230-234 Diamond Street, Pittsburgh, 
and the company has since secured 
more space in its present quarters since 
occupying them. On April 16 the con- 
cern was incorporated as the Steiner & 
Voegtly Hardware Co. 

In commemoration of its anniversary, 
the company held some special sales 
last week, naming special prices on 
many goods for the benefit of its cus- 
tomers, and these sales were liberally 
natronized. 


Pratt & Lambert, Inc. 
Get-Together Dinner 


For the purpose of discussing the 
inter-relationship of its various depart- 
ments, a get-together dinner was re- 
cently held by Pratt & Lambert, Inc., 
manufacturers of paint, Buffalo, N. Y., 
at the Buffalo Athletic Club, in that 
city, and attended by forty-three repre- 
sentatives of the administrative, pur- 
chasing, laboratory, production, adver- 
tising and sales departments of the 
company. 

Following the dinner, the heads of 
the various departments briefly out- 
lined the particular functions of their 
respective department and explained 
its relation to the. others. Some in- 
teresting facts were brought out show- 
ing that close cooperation is reflected in 
the entire organization. 


Devoe & Raynolds Co., Inc., 
Quarterly Sales Meeting 


The progress made during the first 
quarter of 1924 and a ‘discussion of 
sales plans for the balance of the year 
were discussed at the regular quarterly 
sales meeting of Devoe & Raynolds Co., 
Inc., manufacturers of paint, varnishes, 
brushes, etc., 101 Fulton Street, New 
York City. 

Twelve members of the sales depart- 
ment were present. Progress made dur- 
ing the first quarter of 1924 was dis- 
cussed and plans for a greater in- 
crease were developed. R. C. Thomas, 
general sales manager of the eastern 
division, was present from New York. 

Renshaw Smith, Jr., Boston branch 
manager who was responsible for the 
recent increase in volume of sales in 
New England, goes to New York, May 
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1, to become New York branch man- 
ager. Luke Hall, former Bostonian 
and formerly a member of the New 
England sales department, returns to 
Boston to take over the position left 
vacant by Mr. Smith. C. B. Gage re- 
mains as assistant Boston manager. 





Milwaukee Corrugating Co. 
Issues Net Price Book 


A revised confidential Net Price 
Book, effective April 15, and covering 
its line of Milcor sheet metal products 
and Milcor fireproof expanded metal 
products, has recently been issued by 
the Milwaukee Corrugating Co., Mil- 
waukee, Wis. The physical appearance 
of the book is similar to the practical 
style in which Milcor Net Prices have 
been available for many years—ninety- 
six pages in a light, compact booklet, 
convenient for carrying in the pocket if 
desired. 





Tenk Hardware Co. Catalog 


The Tenk Hardware Co., Quincy, IIl., 
has issued a new 700 page general 
catalog, 9 by 11% in. The covers are 
stiff and are printed with the red and 
yellow colors used by this company. 
The catalog is complete, containing 
colored inserts, descriptions, and its 
most unique feature is a large number 
of selling hints and talks scattered 
throughout the book with a slogan at 
the top of each page. The entire book 
has been gotten up with the retailer 
in mind and descriptions, etc., are given 
in such a way as to help the retailer 
sell the merchandise. 





P. Wall Mfg. Supply Co. Catalog 
No. 45 


The P. Wall Mfg. Supply Co., Pitts- 
burgh, Pa., has issued Catalog No. 45, 
which embraces the company’s complete 
line of steel products, including Wall 
copper oilers, Dreadnaught furnaces 
and blow torches, and various galvan- 
ized steel items and repair parts. 





Book on Standardization 


The progress of the standardization 
movement and the means whereby it is 
being carried on are discussed in a 
booklet recently issued by the American 
Engineering Standards Committee, 29 
West Thirty-ninth Street, New York 
City, under the title, “Standardization 
—What It Is Doing for Industry.” This 
describes how standardization is being 
carried on, first in the individual plant, 
second in industry as a whole, third 
nationally on an inter-industrial basis, 
fourth and last, internationally. 





Cinclaneni Tool Co. Issues 1924. 
Catalog 


The Cincinnati Tool Co., Cincinnati, 
Ohio, has issued its 1924 catalog show- 
ing the complete line of Hargrave 
Quality mechanics’ tools. Several new 
items are illustrated and described. The 
book is of convenient size, an index in 
the back gives a ready key to illustra- 
tions and descriptions. 
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AMERICAN BRAND 


Screen Wire Cloth 


“The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 
the firmness and durability of 


GALVANOID. 


Order now and take ship- 
ment early so as to assure your 
supply. If your jobber can- 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
wearing quality of GAL- 
VANOID. 


Do not accept substitutes. 
Look for the red-lettered tag. 


We also manufacture 
“AMERICAN BRAND” 
Painted—Bright Galvanized— 
Bronze — Copper — Special 
grades for particular require- 
ments. 


Subsidiary of 
Wickwire Spencer Steel Corporation 
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American Wire Fabrics Corporation 


General Offices: 41 East Forty-second Street, New York 


Worcester—Buffalo—Philadelphia—San Francisco—Los Angeles 
Western Sales Office: 208 So. LaSalle Street, Chicago 








Displaying Eveready Flashlights 
started a steady tide of sales for 
Wm. F. Hanse and Sons 


ONLY a short time ago you almost had to 
have a search warrant to find the Eveready 
Flashlight and Battery stock in Wm. F. 
Hanse and Sons’ store in Freeport, N. Y. 
To-day the Eveready line is one of their good 
profit makers. Read what they say— 


“We handled Eveready Flashlights and 
Batteries for a number of years, to supply cus- 
tomers who came in and asked for them. 


“We kept our stock in a drawer behind the 
counter, and made hardly enough sales to war- 
rant our carrying the line. 


“One of your display cases with a few 
lights in it, placed on the counter, has entirely 
changed our attitude toward flashlights. In 
the last few months, since we have had your 
flashlights out where customers can see them, 
we have sold more flashlights than during 
several years put together. 


“And we have not only sold flashlight cases 
as never before; our business on unit ,cells has 
increased in even greater proportion.” 


The newly designed and improved line of 
Eveready Flashlights is the ‘most attractive, 
most satisfactory and fastest selling line of 
flashlights on the market. Ask your jobber’s 
salesman to show you the line and explain the 
Eveready selling helps. 


Manufactured and guaranteed by 
NATIONAL Carson Co., INc., New York—San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
co BATTERIES 


they last longer 
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MAYHEW PUNCH QUARTET 
of Profit Makers 


AYHEW Punch Quartet Has International 
Renown. There are no better punches made 
than these. You doubtless know their qual- 

ity—and so do your Mechanic Customers. 


These Solid, Center, Prick and Pin Punches have the 
famous Mayhew Embossed Hand Hold. They are 
tough both ends and middle—regular battering rams. 
Made full 6 inches long in stock diameters of 13/32 
and % inch. Sold One Doz. in a Box. Also put up 
in 2-Dozen Assortment in an attractive wooden Dis- 
play Case. 


List Price, $3.00 Per Doz. 
Ask Your Jobber 


MAYHEW STEEL PRODUCTS, INC. 
SHELBURNE FALLS, MASS. 


TOOLS THAT ENDURE 
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You Can Take on Sales 
or Just Take on Stock 


What we offer the Dealer in Hollow 
Screws is the built-up sale of the best- 
known article—not just something 
that ought to sell. 


The extra strength of the cold-drawn 
screw is familiar fact to the men in 
shops. The special heat-treatment, 
the unbreakable quality, date far back 


in factory experience. 


But the sale that has grown from 
these things—from the years of pro- 
motion and service—is an asset the 


Dealer can annex to himself in a day. 


Practically speaking you will take 
over sales, rather than stock. 





> 


The Allen Mfg. Co. 


139 Sheldon St. Hartford, Conn. 


Pacific Coast Branch Office: The Chas. A. Dowd 
Sales Co.; 320.Market St., San Francisco, Cal. 
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Reliability Promotes Confidence 


Whether building highways or cities the mechanic depends 
upon his tools for his reputation. It is important to gain the 
confidence of these buyers. When they call for levels, sell them. 














No. 5 Peer- 

less a PEERLESS No. 550 Peer- 
Level. orou 

seasoned and kiln dried LEVELS less Brass Bound 


on all four edges. 
” ” 


Hard Wood Lengths 24”- 4 ngths 
° ae", . ae. ae. ao. 


26”-28” and 30’ 


All wood used in Peerless Levels has been thoroughly seasoned and preserved with 
three coats of waterproof material. Vials are set solid and protected by heavy crystals. 


PEERLESS ALUMINUM LEVELS 


Coser io! | fal 


Single plumb each end. Made in three sizes, Double plumb each end. Made in four longee 
12-18 and 24 inches. Dimensions 2” x 1%”. 24-26-28 and 30 inches. Dimensions 2” x 1%”. 











The level glasses in Peerless Aluminum Levels will be set in our patented metal 
sockets as used in our wooden levels. 


Catalog and prices furnished on request. 


The Peerless Level and Tool Co. ~* | Sterling, Ill. 


No. 333 Mason’s Level, shown below, made of 3-piece wood; center is pine with hard- 
wood edges—Brass ends. Two sizes, 42” and 48” x 2%” x 1”. 
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CRECOITE 


Pronounced Cre-co-ite 


STEEL TOOLS 
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Here’s a Half-Hatchet to enthusiastically sell and to push 


No. 100 for all you’re worth. 


Head made of Crecoite, that wonderful new tool metal per- 
fected by us.after months of laboratory experimenting, and 
after 30 years of steel-making experience. 


All Crecoite Hatchets, Hammers and Axes are moderately priced 
within reach of everyone. They mount the peak of quality, yet 
touch the bottom in price, and bring you substantial profits. If your 
Jobber can’t supply you, write us direct. Ask for Catalog H, which 
describes the full line of fast-selling Crecoite Steel Tools. 


MARION TOOL WORKS, Inc. 
Subsidiary of Chicago Railway Equipment Co. 
MARION 30 Years of Steel Making INDIANA 
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Also Manufactur- 
ers of Ferry No- 
Soun Shackle 
Bolt Nuts, to 
eliminate shackle 
squeaks and 
rattles. Write us 
for circular and 
full particulars. 
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Another Ferry Superiority 


The following is an excerpt from a letter sent us by a large 
eastern Hardware jobber and shows one more reason why so 
many jobbers and dealers buy Ferry Cap and Set Screws ex- 
clusively, 

‘*‘Will you kindly advise if you make your own boxes, for your Cap 

Screws, or if they are made for you, who makes them? It is one of 

the best boxes of its kind we have seen. In fact, your cap screws 

come to us in better shape than any others that we buy, due to 

the boxes and the toughness of its paper.’’ 


It is only natural that screws with a national reputation such as Ferry Process 
Heat-Treated Cap Screws should be packed in the best boxes obtainable. 


And still Ferry Cap and Set Screws cost no more than ordinary screws. Write 
us for prices—immediate delivery. 


“‘If it’s upset—it must be heat-treated’’ 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 





PROCESS SCREWS 
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GRIFFIN— 


Che hinge noted for ite 
lasting beauty and enduring 
obrength_—thal io made 
from the finest oteel of 

our oun rolling millo and 
produced with the prectee 
uniformity of automatic 
machinery. 





Griffin Hinges are 
made in a wide variety 
of sizes and designs to 
answer the requirements 
of all types of building 
construction. 


Griffin Hinges are 
made entirely in ‘our 
own mills—each butt 
wrapped in moisture 
proof paper and packed 
one pair in a box with 
screws to match. 


We also Manufacture 


Cellar Window Sets, 


Hasps and Safety Hasps, 
Door Handles and Door Holders, 


Brackets, Push Plates. 


Drawer Pulis, Door Stops, 


Sash dnd Screen Lifts 
Barrel Bolts, Corner 


Corner Irons, Washers, 


GRIFFIN MANUFACTURING COMPANY 


WAREHOUSE 


45 Warren St., New York 


ERIE, PA., U. S. A. 


WAREHOUSE 


races, 
etc, 


74 W. Lake St., Chicago 
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Jimmy-Proof! 
A Feature That Will 
Sell More Locks For You 


K ‘cs Jimmy-Proof Locks offer your 





customers the most inexpensive bur- 
glar insurance they could possibly 
pe en a buy, and offer you a rich field for profits. 


dicularly—-turn and rest 
horizontally in locked 


position. The Keil Jimmy-Proof, Burglar-Proof Lock com- 
bines the most advanced principles in design and 
construction, and affords a measure of safety and 
utility heretofore unapproached by any other lock. 





Experts’ tests prove conclusively that the Keil Lock 
has withstood sawing, jimmying and other severe 
tests. 






The 
Sawing Test 


The steel hardened 
inserts revolve inside 
the bronze bolts and 
cannot be sawed 
through. They form 


Write for illustrated 
booklet and trade prices. 
an impregnable wall 


FRANCIS KEIL & SON, Inc. 


dese. } 413 East 163rd St., New York, N. Y. 


NEW K E j L yort 
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The Customer Who Leaves It 
To Your Judgment 


When it is left for you to decide—you become not the 
‘*Judge’”—but the Defendant! It is your trial, so to speak, 
and “Perfect” is a Character Witness. 


You will not only make a sale. Your decision will bear 
weight. When a customer says, “I'll leave it to you to 
send the best,” he is going to tell his neighbors all about 
the merits of his seléction. Even if you did send “Per- 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber Carries “Perfect.” 


CUI AAL LUAU TU UU MUL WATT TAN 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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The Load and Speed 


In selecting a bearing, there are two fac- 
tors which must be determined before the 
selection takes place. These factors are 
the load the bearing must sustain and the 
speed at which it will operate. 


If the load were 50 Ibs. and the speed 600 
R.P.M., it would certainly be false econo- 
my to use a bearing whose capacity was 
only 40 Ibs. at 250 R.P.M., for the bear- 
ing would saon break down. On the other 
hand, it would likewise be uneconomical 
Y to select 4 high duty bearing designed to 
carry 100 Ibs. at 3,500 R.P.M. The cost 
of the bearing could never be justified by 
the work demanded of it. | 


GB) Commercial () 








have an ample factor of safety. When prop- 
erly installed and lubricated and not over- 
loaded, they will last indefinitely. Each grade 
and type is designed to be the least expensive 
ball bearing which will do the work satis- 
factorily. 


A new catalog gives the only published 
data as to load capacities and the uses of 
the less expensive grades of annular ball 
bearings. Send for it, and also discount 
sheets and samples. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 














Opportunity Seeks the Eye! 











Why Use Classified Adver- 
tising in Hardware Age? 


BECAUSE— 


1. Circulation over a million a year. 

2. Circulation concentrated within the 
hardware industry. 

3. Every department of the industry 
served. 

4. Class of people reached: Retailers, 
retail managers and clerks, whole- 
salers, manufacturers, export houses, 
sales agencies, sales representatives 
—EXPERIENCED VALUABLE 
HARDWARE MEN. a 

5. Readers more influenced in: their 
business policies and decisions than 
by any other magazine. ) 

6. Number of towns reached: 6,353. 

7. National distribution in every sec- 
tion of the country and in every de- 
partment of the industry. 

8. Intelligent service. 

9. Proven returns. 

10. Extremely low cost. 














Why Read Classified Ad- 
vertisements in Hardware 


Age? 
BECAUSE— k 


These classified advertisements are too 
worthwhile to be overlooked. Would 
you idly leave a gold piece on the side- 
walk where it lay within your easy 
grasp? Why let Opportunity pass your 
door? The adage that she knocks 
should be discarded.—Every man builds 
his own future. The future of every 
business depends upon its personnel.— 
f You cannot profit by things unknown 
to you, but with the type of opportuni- 
ties—their number, caliber and classi- 
fication for clearest possible reference— 
you can so valuably assist your present 
and future. Follow Harpware AcE 
Classified Advertisements! 

















Turn to Pages 114-115 This Issue 
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Sell Drills that 
stay sold! 


There’s no comeback on drill sales, if you 
sell U. S. Direct Driven Portable Electric 
Drills. . 


We’ve put the workmanship and quality of 
material into the U. S. line that makes them 
stay sold. 


Good mechanics everywhere know U. S. 
Portable Electric Drills for their lightness, 
fine balance, convenient operating switch, 
cool performance, power and sturdy con- 
struction. If their judgment has a bearing 
on the shop superintendent’s drill purchase, 
it’s fairly certain you'll be asked to show the 
U. S. line. 

Dealers, ask your jobber to supply you. Jobbers, 


write for details of our proposition, and Cata- 
log 21-L. 


Mie UNITED STATES 


ae aT" Onno 


BUFFERS 
pe REAMERS 
















District Sales Offices and Service Stations: 


Boston Detroit Minneapolis 
Buffalo Houston ace coon 
ong adelphia 
Chicago Indianapolis Pittsburgh 
Cleveland Kansas City St. Louis 
Columbus Milwaukee Toledo 


Complete stocks carried in alj Service Stations. 
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We were the originators 
of both the Tubular and 
Clinch rivets and haye 
devoted over 50 years 
to their production. It 
naturally follows, there- 
fore, that we have a 










genuine pride in the 
product. © Our interest 
goes beyond the mere 
making of a profit and 
is concerned essentially 
with the quality of the 
rivets. 















Le eee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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The Deming “‘Oil-Rite’’ Needs Little Attention 





Detail View of our 
Oil-Rite Double Act- 
ing Piston Pump. 


ITT 
settacer, 
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a 
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Go After the Pump 
Stand Business with 


MYERS 
Defiance Pump Stands 


and Use These Facts to Sell Them. 


Invite comparison, feature for feature, with any pump stand of com- 
petitive make— Call attention to the out-of-the-ordinary values in 
design, construction and finish of Myers Defiance Stands which give to 
users the utmost in satisfaction whether the operation is accomplished 


by hand, wind, engine or motor. 


There is the patented rolling motion cog gear head which saves 3314 % 
of the pumping labor and adapts Defiance Stands to deep well service. 
There is the malleable iron head and handle fulcrum which withstand 
severe usage and insure long life. There is the heavy windmill bar, extra 
large piston rod, over-size stuffing box, big air chamber, interchangeable 
plain or compression cock spout, 1%” back outlet, long handle, heavy 
full round deeply recessed base, substantial steel brace, three-in-one 
suction tap for 1%”, 1%” or 2” suction pipe, and other features of equa! 
importance which simplify installation and meet depth, volume and 


operation problems. 


Your customers will prefer this ‘‘Honor-Bilt’’ Stand to those of lighter weight and flimsy 2IN.PIP 
construction, and this preference will mean more pump stand sales with better profits. We E 
will be glad to quote on Myers Defiance Stands or on the complete line of Myers Pumps, 

Water Systems, Hay Tools and Door Hangers. Catalog on request. 


THEF.E.MYERS & BR 


ASHLAND, OHIO. 


At every revolution all moving parts of this husky pump are 
flooded with oil. It is so quiet running, so substantially built, 
and needs so little attention that outside of the periodic fillings 
of the oil reservoir the pump can be practically forgotten. 
Piston Rod, Valve Seats, Valve Stems and Springs, Cylinder 
Liner and Stuffing Box Glands are bronze. Gears are machine 
cut and fully enclosed. Bronze bearings are renewable. Suc- 
tion and discharge valves are accessible without disturbing 
pipe connections. 


Sell a man a Deming Pump and he stays sold. 


Complete Pump Catalog on Request 


THE DEMING CO. (Est. 1880) Salem, Ohio 


The nearest distributor will work with you for mutual profit. 


es Southern Supply Co. 

PE SE 6. bveseese Henion & Hubbell, 217-221 N. Jefferson St. 
Ee as ie bp aew alee Hendrie & Bolthoff Mfg. & Supply Co. 
EE ans wes on 606% Standart Bros. Hardware Corp. 

KANSAS CITY ......... English Tool & Supply Co. 

BAPUSE WEEE sccccccccess Le Coa. 

SSE Snyder, Pump & Wells. 

MINNEAPOLIS ........ Central Supply Co. 

Pn PUES in cccuccses Harris Pump & Supply Co., 316 Second Ave. 
SAN FRANCISCO ....... Crane Co. 
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,CO. 


ASHLAND PUMP AND HAW TOOL WORKS 
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Cyclone 
FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 
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ORNAMENTAL WALK GATES 


Sell Cyclone ‘“‘Red Tag’’ Fence Cyclone Fence and Gates are built in 
and Gates — the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 
Furnished in pleased customers — volume office nearest you, Dept. 29, for 


10 d 20-rod . 
"Rolle = sales—steady profits. complete catalog and discounts. 


CYCLONE FENCE COMPANY 


Gel FACTORIES AND OFFICES: 

Yyclone 

~ Van , Waukegan, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas, 
The RedTaq he Mark Oakland, Cal. (Standard Fence Co.), Portland, Ore. (Northwest 
“Red Tag’’ Wiiierarg/ of Quality Fence and Wire Works) 
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\ BABCOCK 


SPRUCE LADDERS 


RE A OG 
NG 


Ladders That Sell Quicker cr OT ee 
and Last Longer ae. ak : 


























The dealer has found from experience that a Babcock Spruce 
Ladder will sell more quickly in competition with other ladders. 
A Babcock Quality Ladder is recognized instantly by workmen 
as a ladder that will stand up under severe usage. 


You'll make no mistake in stocking Babcock Spruce Ladders. 
Everybody uses them—painters, carpenters, masons, mechanics, 
farmers, housewives. There’s a style and size for every purpose, 
and we pay the freight and ship promptly. 


Write for prices—today. 


W. W. BABCOCK CO., Bath, N. Y. 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 











Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ‘‘AIRTITE”’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the “‘AIRTITE’’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 
consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘‘AIRTITE’’ DOOR SEAL as standard 
equipment. 

It retails for 7c a foot and you can make as high 

as 112% profit. 

Price to dealers in U. S. A. and Canada. (One 

price to ail.) 


Se 334 per foot 
OE ee 3 le per foot 
Priees F. O. B. St. Louis ° 


If check aeeompanies order we'll stand transpor- 
tation charges in U. S. A. 


The handsome display stand will be sent you free of 
charge with your initial order. 


WIRFS’ 
“SA IRTITE’ 
REFRIGERATOR 
DOOR SEAL 


Sole Manufacturer and Patentee 


E. J. WIRFS, 1285S. 17th Street, St. Louis, Mo. 
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CORBIN 
SCREW 


PRODUCTS 
COOOCOCK 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 














We shall be pleased to 


furnish quotations im- 

‘mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 





ee 


Branches: 


New York Chicago Philadelphia 
Western Factery: Dayten, Obie 
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“Tell your customers about me 
and they'll want to make my 
acquaintance”’ 


Make buyers of your customers by calling to 
their attention the dura- 
bility and sanitary quali- 
ties of 


WITT Sxiseae 


Corrugated sheet steel 
with heavy iron bands 
at top and bottom for 
reinforcement gives an 
economical durability above the average. 
Seams made water-tight by a special process 
and close-fitting but easy-lifting lids gives 
absolute sanitation. 


You will find that our national advertising has 
created a demand for WITT Corrugated Cans 
and Pails. All that is necessary for you to do 
is to call your customers’ attention to these re- 
markable cans and pails. By so doing sales 
will be made that leave you a good margin 
of profit. 

















Your Jobber can 
supply you; if not 
write us. 


We also manufac- 
ture the lightest 
weight Brighton 
Line of Cans and 
Pails. Write for 
quotation. 


HARDWARE AGE 





97 





a ed ae 
—— =e 


—_— — 











°°. - - 
Se 

ot Lita 
> Ve 











Porch Swing Chains 
Every Home Needs Them 


There’s no substitute for the good 
old porch swing. Several million of 
them will be taken out of storage 
this month and will furnish more 
family joyrides than all the autos 
in the land. 

Many thousands of porch swings 
and hammocks will need new sets 
of Hodell Chains to put them in 
good running order for the 1924 
season. 


Hodell porch swing chains are fur- 
nished in the well-known Bulldog pat- 
tern inall standard sizes and strengths: 
—one set to a box for shelf hardware 
trade or in bulk for manufacturers. 


Liberal prices upon request. 


The Chain Products Co. 


Established in 1886 


Cleveland, Ohio 








— 


" 


\i 






Our general trade name for the 
Bulldog Pattern, Y Type whole Chain Products family 


With Ceiling Hook 
A aA eh EOE IY CLLRS EI DS GE 


























98 HARDWARE AGE 





May 15, 1924 





BYGUMAGRAM 


200% PROFIT ON ONE! 
175% PROFIT ON MORE! 


Are YOU interested? 


Then send 25c in silver or postage stamps, and we will 
send you ONE— 


Post Paid. 
You will sell it for 75c. 


Then you will order by the dozen at $3.25 and sell 
them for $9.00, by Gum! 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 
















+. j i, 
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HORATIO S. EARLE 
President and Sales Manager 











A low-priced fan 


with a Real Guarantee 


CTARANTEED for a year by 
(5 the maker—a guarantee 
backed by 30 years of leader- 

ship in fan-making. / 


Northwind, a real fan that lists 
for only $8.00—quick sales, easy 


sales, 


One hundred _ distributors con- 


finish—base in dull black. 





50 Church St. 
New York City 


Counter and Window 
Display that helps 
you sell Northwind. 
Used with the fan it- 
self. Note that guar- 
antee and prices are 
featured. 


veniently located—prompt service 
on orders and re-orders. 


Northwind is an unusual 8-inch 
fan; mat brass finish; two speeds; 
adjustable bracket base—complete 
with cord and plug; 110 volts A.C. 
or D.C. Window display and other 
sales-helps supplied free. 


The 10-inch Northwind is the big brother of the family. 
An oscillator with three speed switch—cord and plug— 
adjustable for desk, table or wall. Blades in mat brass 


Write today for name of nearest distributor. 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue 


St. Louis, Mo. 





The Best Little Fan 





















































HIS picture stopped you. It’s the “eye catcher” 

that in the same way will stop millions of other 
readers when they see it in Simonds Saw advertise- 
ments during May, in “Collier's”, “The Saturday 
Evening Post’, “Literary Digest’, and June in 
‘Popular Science Monthly”’. 


Human interest here. The fun of using good tools. 
The tools—the Saws—that it will pay you to display 
in your windows and sell in your store. 


SIMMONDS 


Pronounced S!I-MONDS 


SAWS FILES KNIVES STEEL 














“Lets Go Back Along the Road to Yesterday” 



























































imonds Saw ‘Sales - Making” 
Advertising Continues in g Big Way 





_ present campaign is built on a “hu- 
man interest’”” appeal—a new and inter- 


esting angle that creates in the mind of the 
householder a greater desire to do odd jobs 
of repairing or improving, jobs that are al- 
ways in sight around the home. It’s a new 
way of presenting the quality of a saw that 
has been persistently advertised. 


Did you receive a copy of the Simonds Portfolio 
telling about the 1924 Simonds Saw advertising to 
your customers? If not, it’s yours for the asking. 
An unusually attractive list of Saw Selling Helps 
for Dealers is cataloged in the portfolio. 


When you offer quality merchandise backed by 
over ninety years of manufacturing experience and 
supported by a liberal advertising campaign, as in \ @ 
the case of Simonds Saws, you have gone a long eee” 


: xd ad 
way on the road to real selling success. J good: humores 
that promist ‘- Slee ail 


saw, 
wD) Fee" 2 
a qn 
mp4@! 
) (d 
yertisil g for you 


busines 


SIMONDS SAW @ STEEL Co. 





“The Saw Makers”’ FITCHBURG, MASS. Established 1832 

5 . 
Chicago, IIl. Lockport, N. Y. San Francisco, Cal. Montreal, Que. if you haven t ae ved a copy of 
Detroit, Mich. Memphis, Tenn. Seattle, Wash. Vancouver, B.C. the Simonds Nineteen Twenty- 
New York City New Orleans, La. Portland, Ore. St. John, N. B. four Portfolio, write for it today! 


London, England 


SIMMONDS 


Pronounced SI-MONDS 


SAWS FILES KNIVES STEEL 
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INSURED CUTLERY 


M UST PROVE satisfactory it 


3 months of actual use orttis replaced 

AN without charge and without question: 
INSURANCE 
POLICY WITH 


EVERY BIADE Gruffin Cutlery Works 


151~153 WEST 19 STREET NEW YORK 
Write Jp;- Catalogue 
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Comparison That 
Gives Confidence 


HE dealer in Revere Tires is 

showing his merchandise to his 
customers this year with an even 
greater confidence than ever 
before. 






‘ 
vy 
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He enjoys being able to feel that 
the tire user can compare the 
values of the new 30x32 Revere 
“R” Tread Clincher Cord and the 
Revere Cord in all sizes with any 
competitive products on the market 
and that the verdict will result in 
more and more Revere Sales. 
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REVERE RUBBER COMPANY 
1790 Broadway New York City 
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There’s nothing like 
—— the Genuine 


rT, 
ios 8 
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—_— With any commodity the genuine article 
is always the safest to buy 


aiieemmnaaiia It has the “quality” and can be relied upon—always—to work 
vve(eiot sls right. In plain words it is dependable—all ways. 
Universal Hose Clamps combined all the qualities of the good 
clamp from the first day they were put on the market. 
They steadily maintain the genuine, original features that made 
their reputation what it is today. 
“You can’t go wrong with a Universal Clamp” is a common say- 
ing among the trade. 
Buy Universals—get the genuine—look for their patented features 
—the Bead that makes a leak impossible and the Scores Between 
Holes that provide a clean, quick break-off. 
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UNIVERSAL INDUSTRIAL CORP., Hackensack, N. J. 


DEPARTMENT OF SALES 


CHICAGO PHILADELPHIA BOSTON DALLAS 
F. C. West Corp., T. Scott Eavenson, Burton Rogers Co. Harry Knight 
618 So.’ Mich. Ave. 1536 Cherry St. 26 Brighton Ave. 2218 Cominerce St. 


Known to HOSE Used 


the trade by the trade 


for years Adj , L, si Lit any. Se of ary stze for years 











You Will Be Interested to Know— 


That Hardware Age, year after year, leads all hardware 
publications in the quality of its subscribers. Manufacturers 
recognize the dominant selling power of the Hardware Age 
family of readers who do the great bulk of the business in 


the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 
the dealer-reader. | 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 
successful selling methods. 
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The Standard — This is the Bemis & Call Improved Ad- 


a S Wrench. Graceful in design, 
) an all-around wrench, but especially 
Wr ench useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufhcient diameter. 
Carefully hardened and tempered. 

Guaranteed B. & C. = Quality sells it. 


Write for prices. 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 

















Sell Them 
by the Set 


The Dealer that 


stocks 





GENUINE 
ARMSTRONG 


Stocks and Dies 
Sets of 9, 11, 17 bits are fur- 


Holds the 
nished in compact cases for 


{ the convenience of the user. 
It isn’t not, Every mechanic needs the entire set in his 
resolves itself to a question of selling him onee or seventeen 


r 
out the value of the case, its use in keeping the bits in order and near st 
hand, preventing loss, etc. Try it. 

Forstner Bits are the —_ bits that are not dependent on a center or & 
level to guide them. They c & from the cuter rim. Fhe entice cutem. and 
work all the time; no ak ends; every part of the work is smooth and 


























The Armstrong Mfg. Co. Mitt." 
Let us send you catalogues. Order through your jobber or direct. 
Factory and Main Office New York Office . e 
Th essiv anufacturing Co. 
Bridgeport, Conn. 248 Canal St. a reeenve: —— U.S.A ; 





Est. 
1896 





Let your building men of your town know you carry Mayes Mason Levels. Inventors of wood 
and aluminum mason levels. Superior to all. 





Beware of Imitation _ 
Guaranteed Perfect, Also Against 
Breakage. 


Send for Catalog. 


Main Office and Factory 











Agents: 


MACCOY SALES CO. Mayes Bros. Tool Mfg. Co. 


157 Chambers Street, New York City Port Austin, Mich. Aluminum Hawks 
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MACHINE WOOD SPECIAL 
SCREWS RIVETS 
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Continental 


mickirhirlS 
(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 











LIDSEEN reacereeoOILERS 


Controls 
the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil by 
means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
37 different numbers. Copper plated or gun metal 
finish. 

Ask your jobbers’ representative 
or ask u 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 















Designed for Mechanics 


Diamond wrenches were origin- 
ally designed to furnish the finest 
tool that could be made for the 
man who used one constantly. 
The demand for them was so great, 
that they were put on the market 
for all who appreciate tools of the 
finest quality. 











They are made entirely of tool 
steel with jaws hardened and drawn 
* in oil, like a cold chisel. 


Write for Complete Catalog 


/ Manufactured and Guaranteed by 


DIAMOND CALK HORSESHOE COMPANY 
DULUTH, MINN., U. S. A. 








Diamond Tool Steel Wrenches Make Fast Friends Fast 


























What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No 26-A. 


W. C. HELLER & CO. 


Main Office and Factory | ae a Rooms 


700 Wabash Ave. esey St. 
MONTPELIER, OHIO NEW YORK CITY 
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Tips For Hardwood and Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 


cushion. This line is only one of our big sellers. Write for 
catalog. 


Elastic ‘Tip Co. 370 Atlantic Ave., Boston, Mass. 

















It Expands Four Ways 


The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in_ less 
time. It throws more water 
farther —thus_ shorten the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off. 


** Forway ” 


Expansion Bolt 


is made of “Certi- 
fied” malleable 
iron known to re- 
sist moisture anil 
last indefinitely. 


Anchorsat any, 
depth — no collar; 
or sleeve necessary. 
It will not creep 
forward. 





always & 
14” Size Perfe 
Only eufect 








“Forway” Expansion Bolt is recognized by 
every user as the “Better Expansion Bolt.” 
There’s a Sample Bolt for every interested 
Dealer. 


Order a dozen Diamond Nozzles 
in display carton featuring ‘“‘Per- 
fect Spray’? from your Jobber. 
Individually wrapped in tarnish- 
proof paper. 





Write for Both Sample and Prices. 


U. S. Expansion Bolt Co. — 
Se ae H. B. SHERMAN MFG. CO. 


139-141 Franklin St., N. Y. City BATTLE CREEK. MICH 
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PEERLESS FENDERS for FORD CARS 


are making MONEY for a lot of Hardware Dealers 


—Especially in the smaller towns and those from 10,000 to 25,000. 
—Peerless Fenders are the exact duplicate of the Ford 
Fender—20 gauge steel finished in lustrous black 
baked-on enamel. 

Made for all models of Fords. Easy to handle—easy 
to sell. Come to you crated ready for sale—no service. 








Ask your jobber or write direct to 


The CORCORAN MFG. CO. 


Section & Foraker Aves. Dept. 9 Cincinnati 














Floor Waxing Brushes 


An assortment of different 
styles and sizes. 


Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 


fewer losses 
from disease 





“T never lose any of my chickens with white diarrhea 
that are hatched from the Queen,” wrote Mrs. Bessie 
Taniges, Herrick, Ill. “I have a Queen Incubator: that 
has been used since 1907—bought it second-hand six 
years ago and have used it ever since. I would not give 
the Queen for any two machines of any other make I 
ever used.” 


It is a fact—testified to by Queen users all over 
America—that chicks properly hatched are half raised. 


Turn your attention to the lines in which business is 
good. We will help you organize an Incubator Depart- 
ment and show you how to make it pay. Ask us how we 
help. ! 


QUEEN INCUBATOR CO. 
1124 North 14th St. Lincoln, Nebr. 


MILWAUKEE 


Brush Manufacturing Co. 
Milwaukee, Wis. 














“Prices are sound and favorable, quality considered—”’ 


That’s what a large and well known manufacturer of dress braids, cords, and ornaments says of us after years 
of contact. 





The making of fine wooden rollers so that each 
one is clean-cut is quite a job, particularly when 
you make them by the thousands. 


But we do it for this concern. They make the 

spools and we make the rollers. This is just 

another one of our good friends. Let us enroll 
you and we'll make good 


A N D ROLLERS Name of this concern for reference gladly 
given upon request. 


KALKASKA HANDLE COMPANY, Kalkaska, Mich. | 


— 
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STOP 





Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 





BOMMER 


SPRING HINCES 


ARE [HE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 








BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 


A New Department for the Hardware 
Trade. Specialties for Home Bottling, 
which have come to stay. 


WATCH IT GROW 


Stoppers 
of All Kinds 

















Bulls Eye 











Write for Catalog 
Manufacturers and Distributors 


M. C. ROSENFELD COMPANY 


56-60 & 64b Sudbury St. Boston, Mass. 


“Mention Hardware Age’’ 

















REGISTERED 


POULTRY SUPPLIES 


f Your oe Cannot ont 
on, 











Without joints, can be used for two different kinds 


of food at one time—lid will slide or snap en and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 














Warranted 


Dealers who push Anchor Brand Wringers are making 
the sales therefore are getting the profits out of the 
wringer business. 

Anchor to Anchor Brand 
LOVELL MANUFACTURING CO. 
ERIE, PA. to) 


W orld’s Largest Manufacturers 
of Clothes Wringers 


MARK TRADE) MARK 
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Cut Tacks 





We exercise great care in 
the manufacture of our 
“O-B” Brand Cut Tacks to 
have every package uni- 
formly perfect. 

We also manufacture 
Basket, Clout and Trunk Nails of a 
superior quality. 


And besides giving you _ perfect 
Tacks and Nails, we give you Full 
Weight and Full Count. 





If your Jobber doesn’t carry them— 
write us direct. 


BAUR TACK CO. Indianapolis, Ind. 














‘O-B Brand 














The —— Jelly Bag and Stand 
Makes Money For Wide-Awake 
Hardware Dealers 

Mrs. Jones and hundreds of 
her neighbors (your custom- 
ers probably) will soon be 
preserving. They will want 
utensils such as the “Everedy 
Jelly Bag and Stand.” Are 
you ready for this business? 
If your stock is low see your 





This outfit sells, for jobber. You can sell dozens 
25¢ each. with little effort. Dealer 


helps with each package. 


Line Up With The Leader—Sell The 
Whole Everedy Line 


Selling the Everedy line is 
more profitable than pushing 
an unknown proposition. 
Concentrate on Everedy and 
your sales will be steady. 


We Advertised in Good House- 
keeping Magazine. 





Handsomely a THE EVEREDY CO. 

Gass ~ ~ a Frederick, Maryland Everedy (No-Sed) 
bottle. Filter Bag and 
Simply, sturdily Stand 


built. Made with 
wood or padded 
base. New steel 
handle. Releas- 
ing tnsert in 
throat prevents 
bottles sticking. 
Retails $1.50. 
Plain base 


Those who make 
their own  bev- 
erages want this 
outfit. Never gets 

out of i order. 
Stand 50¢. Bags 
+ he 75¢@ and 





$1.25. Everedy Fish 
“Old Bud” ler 
Bottle Capper Useful in kitch- 
Wonderfully . . . . , or  fisher- 
handy and sells Slight increase in prices in ~~ ’s kit. Seten- 
for only 10¢. Canada and on Pacific Coast did 10¢ value. 





ONE QUALITY 
THE BEST 


We have built up a big business in a few years. 
Have made customers of nearly every inquirer and 
staunch friends of every customer so there must be 
SOMETHING about our products and our methods 
of doing business that appeals. 


One of Our Well-Known Products 
Star Heel Plates 





Send us your next inquiry or order. 


STAR HEEL PLATE COMPANY 


Lou's Sacks, Inc. 
357-391 Wilson Avenue, Newark, N. J., U. S. A. 








Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
ong inside or outside without the proper 
ey. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


i) INDEPENDENTIOCKCO.G> 


LEOMINSTER, MASS. U. S. A. 











Mfrs. of cylinder locks, padlocks and key blanks 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a perfect fastener that will not ben 
while driving. You will not find frao 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength. 

ese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 























Mason Lines 
Chalk Line 
Fishing Lines 


Ashaway Lines are 
standard for length 


and weight. 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 





———— 








ERVIDOR Service will add 

much to your comfort during 
your stay at Cincinnati’s finest 
hotel. It not only obviates much of 
the need for tipping—it also insures 
superior service and gives a wel- 
come sense of privacy. 


Hotel 
Sinton 


the hotel of character 
in the city of character, 
CINCINNATI 


Accommodations for 1200 guests 
Every room with bath and servidor 








Management of JounL. HorGAN 











Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and 
make any boat perfectly water- 
tight and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts, 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 
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Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 





No. 19153 


HALF SCREEN 
HANGER 
LEADS THE FIELD 
CHEAPEST—BEST 
Write for Catalog and Prices 
Field Hdwe. Mfg. Co. 


111 E. 3ist St. 
KANSAS CITY, MO. 


Manufacturers of 


TROST PATENT AUTOMATIC 





TOP SASH OPERATOR | 























Nails, Spikes, 
Tacks 
Perfected shape and 
pointing. True to 

length and gauge. 


Galvanized Nails 
H ot Galvanized. 
Zinc Coated. 


Steel Fence Posts 
Arrow T-Steel Posts. 
American Line 
Posts. American 
Galvanized Line and 
Durable Galvanized 


Barbed Wire 
Ellwood Glidden. 


American (Glidden. 
American Special. 
Waukegan. 

Ellwood Junior. 
Baker Perfect. 


Staples 


Fence, Netting, 
Lath. Hoop.  Pol- 
ished and Galvan- 


ized, 


Bale Ties 


The reliable and old 


Wire 
Every kind _ for 
every purpose. In 
every form of met- 
allurgy. In every 
finish and _  adapta- 
bility. 


Zinc Insulated 
Fences 
American, Roval, 
Anthony, National, 
Ellwood, U. S. The 
widest advertised 


and best known 


brands in the world. 





End Posts. popular brands. 
Telephone Wire and |lVire Mesh Reinforcement 


American Steel & Wire 
Company 


Chicago—New York 





Select Pumps 
of Distinction 


The No. 205 “Capital’’ Kitchen Pump is 
one of the many attractive items of 
Barnes House Force Pumps—one that 
can be carried in stock with assurance 
of quick turnover. 

Has 3-inch brass cylinder, brass plunger 
rod and brass valve seat. Compression 
spout and long handle with full 6 in 
stroke. 


Write for prices of complete line. 


The Barnes Mfg. Co. 
Mansfield, Ohio. 





Barnes Fig. 205 




















Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive . 
copy monthly. 

Since all prices in on 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll bens. Chicago 











: 


A large stock always on hand 


" acm 


| 


| 

| quirements. 

= Write for complete price list. 
, discount sheet. display cards. 


GIFFORD-WOOD CO. 
Main Office & Works: 7 Hill St. 
Hudson, N. Y. 

New York, Boston,Chicago, Pittsburgh 


mT LOOLS 
Ice Tools and other equipment 
for every ice handling purpose. 
to promptly meet your re- 
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Cash In on 
the Buildmg Boom 


New buildings must be painted. But the building boom 
stimulates paint sales in another way. 


Perhaps Bill Jones can’t afford a new house. Perhaps 
he doesn’t need one. But it’s a cinch that when his 
neighbor’s new place is being finished, Bill will decide 
that the old house needs some paint. If he doesn’t, Mrs. 
Jones will. 

Do the hundreds of Bill Jones in your town know that 


you sell good paint? The third issue every month of 
Hardware Age tells you HOW to tell him. 
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They’re Known in Every Home 


Handy Cake Turners are known to 
every housewife as the more practical 
and durable kind. 

Dealers everywhere know them as 
the most profitable for the kitchen tool 
and utensil department—the kind that 
stimulate sales. 

The complete Handy Line of Home 
Furnishings make up a varied and at- 
tractive line for the Hardware Trade. 
ee your customers and better your 
trade. 





(“atalog and Prices. 


Handy Things Mfg. Co. 
Ludington, Mich. 











ueavy sree. HANDY CAKE TURNERS , 2107 











THE HAMMER 
HOLDS 
THE TACK 


Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











“QHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF “EP GUARANTEED 
SEMI-STEEL AGAINST 
ae a BREAKAGE 


F 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 

















PISTON VISE 
~* Swivel 











2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
fer complete catalog Vises and Hardware. 

OCK ISLAND MFG. CO. 

ROCK ISLAND, ILLINOIS 





Ge DIETZGEN 


Measuring Tapes and 
Folding Rules 


are widely used by the build- 
ing trades. Quick sellers with 
good profit. Catalog on request. 





Drawing Tables, 
Boards, Scales, 
T Squares, Tri- 
angles, Curves, 
Instruments. etc, 


EUGENE DIETZGENCO. 


Chicago NewYork San Francisco New Orleans 
Pittsburgh Philadelphia Washington 




















Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 

We manufacture various 
brands of fuse, among 
which you should find 

one adaptable for your 

work. 


SAFETY 
FUSE 





_ The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








nd 











G. F. Wright Steel & Wire Co. 


Manufacturers — of 


SUPERIOR 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 
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Osborne High Grade Punches 


and Upholsterers’ and P) 





Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
umbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, empl only 
skilled workmen and use the finest quality of materials in aatine our products. sian 

We stand back of every tool we make. Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











MANUFACTURERS OF 


Ornamental Lawn Fence j anainioaine EROGRRQRTRARARARRRARER bebe 
Walk, Drive and Farm Gates Hit desrsesrsr si RI 
Rubbish Burners, Trellis rt is if 

Flower Border, Tree Guards eeneueemmady . uit 








| THE H.L. BROWN FENCE AND MBG. CO., Cincinnati, Ohio 


All Pickets Made of No. 9 Heavily Galvanized Wire 


PROMPT SHIPMENT 
FROM STOCK 
WRITE FOR PRICES 
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of TADD ADDERS 
= MODERNIZE 
ns — Re METHODS 
aay provide adequate storage facilities for 


To 
shelf do ar make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
SHION STORE LADDERS. 


tread steps, full length hand grips, rubber tires, 
am ~ firm construction throughout, 





eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ° 
‘efficiency One style only—neat of design— ant 
Lg attractively finished — any height — 2. 
Ly, easily installed—meets most , LAN 
on request. Ast oH!e- 








pres home needs 





Never-Leak Patches 


Here is an extremely Fn 
hardware item. One in a 
handsome counter display —y Little 
investment required. 50% profit. 
Never-Leak patches beat vulcanis- 
ing; repair tubes, tires, hot water 
bottles, garden hose, rubber ts, 
rubber coats, anything made of 
rubber. 

Give our silent salesman standing 
— and it will net you 100% 
rofit, 

The’ hot cement roads val- 
ecanize Never-Leak Patch. 
Quicker and better than 
vuleanized patches. 

Every package sold yy money- 
back guarantee! $20.00 for one 
can of cold patch that is better than 
EVER-LEAE. Ask your jobber 
for a dozen packages of NEVDR- 
LEAK or write us direct. Thousands 
of dealers now handle. 


Never-Leak Patch Co. 


Indianapolis. Ind. 
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and 
Scythes since 1812, Axes since 1800 


RIXFORD a Vt. 











American Can Company 


TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 























knowledge. 
SASH CORD 
TROW & HOLDEN CO. NET WEIGHTS FULL LENGTHS 
Barre Vermont Sliver Lake Co., Newtonville, Mass. 


SILVER LAKE 


Manufactured by 
U. S. Clothes Pin Co., Moitpelier, Vt. 


Sales Dept. 
1015 Union Bank Bldg. Pittsburgh, Pa. 


“They Have a 
Bull Dog-Grip”’ a 

















| The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


Freight Elevators 
and Dumbwaiters 


Write for 
our catalog 


Energy Elevator Company 
214 New St. Philadelphia, Pa. 





J. R. Torrey Razor Co., Worcester, Mass. 


























J. L. THOMPSON MFG CO. 


Economy 
Hose Atethments Waltham, Mass. 
Vor eennecting Tubular and Bifurcated 


wmoe bY 

fa weets. Slips. on +7 ox easily. 
Economy Mfg. Ce. 

ntown Ave. 

Philadelphia. Pa. 


—- RIVETS = 


“Barre” stone-working tools—backed 
by 30 years of experience and 








—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


cateeienenenneeessereme 


















BALE ‘TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


ene 


UNITED AMERICAN METALS CORP'N 
Diamond St. & Meserole Ave., Brooklyn, N. Y. 













JOHN SOMMER’S 
— PEERLESS FAUCETS 
Made of best Maple, with Leather 
Lining and Best Block Tin Key. 


Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 
| John Sommer Faucet Co., Newark, N. J. 


CARPENTERS’ 

















AS = ads 
Retail 2c each 


Box 398 
Hartford. Conn. 





Clamp’s Washers 
BERS, Stop Leaky Faucets 







Wood Rim Sieves 
And Wire Goods of 
All Descriptions 
Write for Catalog 
and Discount 
GEORGE H. JELLIFF & SON 
New Canaan, Conn. 
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screw “LENOX” privers 
corres es 2: 
Design Forged 


American Saw & Mfg. Co., Springfield, Mass., U. S. A. 
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DEALERS WANTED EVERYWHERE Iron Fence. Gates 


Lawn Vases 



















































. ) ae ~ Settees 
( n ‘ TTT General Iron 
af and Wire Work 
CHAIN-LINK 
aa WU Hn WIRE FENCE 












































Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The ficst choice of skilled mechanics for three generations 
WE PROTECT THE DEALER. 


BS BROWN & SHARPE MFG. Psa 
Providence, R. I., U. 8S. A. 





ci 














Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 











“SUPERIOR 
DROP-FORGED TOOLS 
FOR EVERY USE 


J, WILLIAMS & CO.., 
» Drop Forging People 
‘BROOKLYN - 3 UFFALO- CHICAGO 












" BOLT 
CLIPPER 






7 “VICTOR” 


Send for Catalog 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














i 








ae Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BORAX COMPOUND Co. Fort Wayne, Ind. 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
BUFFALO, N. Y. 


STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg. Company 
Nashua, N. H. 























‘1000 MILITARY RD., 
(seta. The Mark of Quality 


in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 











Ss TRATTO _— ae in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., -Stratton, Maine 











0. Lindemann & Co. 












TAPS and DIES 


me The Famous “Carpenter Quality” 
adits Precise Uniform Durable 


\/ J.M. Carpenter Tap and Die Company 


Oldest Tap and Die Makera in America 


Pawtucket Rhode Island 








aon " : Manufacturers of 
sail! CAGES mi ae 
"ll os Established 1863 
35-37 Wooster Street New York 
Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 














Tested and Approved 


The Hill Champion Clothes Dryer has 
been tested and approved by Good House- 
keeping Institute and Priscilla Proving 
Plant. Advertised nationally. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman SKornhrens, inc. 
111 Murray St., New York City 
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Business Opportunities 


& breadcasting ef offers in hardware 
steres, properties, second hand equipment 
and general epportunities. 





Business Opportunities 
A breadeasting of offers in hardware 


stores, properties, second hand equipment 
and general epportunities. 








Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 








AN UNUSUAL 
OPPORTUNITY 


Over twenty years ago a retail hard- 
{{ ware business was taken over in cen- 
‘) tral New York State. During these 
twenty years there has been no change 
in ownership. The result has been 
a healthy growth until today this or- 
ganization possesses a reputation for 
service and business dealings which }) 
could be obtained in no other way. 
Stock, plant and equipment are in 
splendid condition. Will inventory 
around $30,000. The above business 
is for sale and presents a wonderful 
opportunity to the right party. For 
particulars. Address Box G-14l care 


Hardware Age, New York 
{ = 














ARTICLE TO MANUFACTURE—I HAVE 
A pri AND FINANCIAL BACKING. 
NG MERITORIOUS AR- 

TICLE TO. MANUFACTURE, SUBMIT ME 
FULL DESCRIPTION YOUR INVENTION 


WORK WITH ME. EXPLAIN WHY YOUR 
INVENTION IS SUPERIOR TO ANY AR- 
TICLE USED FOR SIMILAR PURPOSE. 
W. C. RASTETTER, FT. WAYNE, INDIANA. 





A GOING manufacturing tool business, for 
sale or will consider consolidating with an estab- 
lished kindred line, to increase volume of sales 
and reduce overhead expense. Address Box 
G-147, care Harpware Ace, New York. 





FOR SALE—Hardware business. Good clean, 
well kept and assorted stock. Will invoice about 
,000. Turn the stock from three to four times 
a year. Good farming community. Business 
established over 40 years. Two-story brick to 
alley. Low rent. Have grown old in the busi- 


ness and retired. Chas. F. Stahl, Marion, Ohio. 





FOR SALE—Established Hardware and Paint 
Business, retail. Good stand; 50 years; Prin- 
cipal business street in heart of city of 100, 000. 
Splendid opportunity for man with moderate 
amount of cash. Poor health and age. Desirous 
of retiring. Address Box G-115, care HARDWARE 


Ace, New York. 


FOR SALE—General Hardware Store in a 
town of 1800. cated in Eastern Pennsylvania. 
good location, good farming community. Good 
schools. Must sell on account of poor health. 
Address Box G-114, care Harpware Ace, New 
or 








FOR SALE: EAN UP-TO-DATE 
HARDWARE STORE IN A CITY OF 15.000 
POPULATION. AGRICULTURAL AND OR- 
CHARD SECTION OF NORTHERN WEST 
VIRGINIA. STOCK AND FIXTURES 
ABOUT $12.000, GOOD LEASE. GOOD REA. 
SONS FOR’ SELLING. ADDRESS BOX 
G-148, CARE Harpware Ace, NEW YORK. 





FOR SALE—HARDWARE STORE’ IN 


SARS. WILL INVOICE $40, 000, SHELF 
HARDWARE, CLEAN, NEW STOCK. ON 

K. & T. RAILROAD. PARTICULARS. AD. 
vitae P. O. BOX 413, WICHITA FALLS, 


* Builders Hardware School 


Teaching by Correspondence. 
Blue Print Reading. Specifica- 
tions. Builders’ Hardware. 
Salesmanship. Advertising. 


Builders Hardware School | 


ADDRESS BOX G-109 
care Harpware AGE, New York. 
{ —, 














FOR SALE—General Housewares and Build- 
ers Hardware Business in Detroit, Michigan, on 
main thoroughfare in fastest growing section of 
city. All new stock which showed an average 
turnover of 8% times last year. Good lease; 
$5,000 will handle. Address Box G-140, care 
HARDWARE AGE, New York. 





FOR SALE—Good, clean hardware stock, also 
building and fixtures. Best dairy section of 
Northwest Wisconsin. Stock invoice $5,000.00. 
| Address Box G-142, care Harpware Ace, New 

ork. 





MANUFACTURERS, ATTENTION! 


A progressive manufacturing concern is seeking 
products in small hardware and small hardware 
specialties to manufacture. Concerns equipped 
with patterns and having a line which possesses 
possibilities can make an excellent deal with us. 
All correspondence will be held strictly in con- 
fidence. f you are interested correspond at 
once, aS we are prepared for immediate action. 
Address Box G-99, care Harpware Ace, New 

or 





/ 

WE HAVE about 75,000 black powder shells 
which we will sell at a great sacrifice. Also 
about 100 kegs of cut nails ranging from 4’s to 
20 penny common, seme floor brads and casing 
nails. Make us an offer. EMERY HARD- 
WARE COMPANY, BRADFORD, PA. 





WE have some excellent vest pocket side 
line items for the salesman calling on the hard- 
ware trade. Every dealer wishing to know if 
he can sell Radio items can use them effectively 
to try out his trade and then determine if he 
wants to go into the Radio line further. B-Metal 
Refining Co., 525 Woodward Ave., Detroit, Mich. 








Business Services 


ADVERTISING———services in catalogs, 
beoklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
ceunsel and agency service. 











(<A — 
Irresistible—Convincing 
SALES LETTERS 


By each, series es $12.50 
experience has taught the points that 
mg Outline your — ‘fully. Also render 
complete advertising se 


LEBRECHT, pn TEXAS 














Direct Result Advertising for 
Stores Dealing in Housewares 
) and Hardware | 


A service that has the cuts, the ideas, the 
plans all ready to add prices and give to the 4) 
printer. For store news, circulars, or news- 
paper advertising. Only one store in a town }) 
can have it. If you seriously intend to go 
after more business in the only way you can @) 
get it—write for information and rates. { 
HARDWARE AGE SERVICE, 239 W. 39th 
St., NEW YORK CITY. 














FINANCIAL——services in financing, in- 
corporating, local office addresses, loans, 
collections. 


RALPH CQEN—HARDWARE AUCTION- 
EER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The N. Y. Market is the quickest 
“turn over’ market in the world. The R-C 
OUTLET, 303 Fourth Ave., New York, Ex- 
ecutive Offices. 








PROFESSIONAL——services in patents 
and legal adviee. Specials. 








Help Wanted 
Wholesale 


EXPERIENCED Salesmen for wholesale hard- 
ware house. Choice New York and New Jersey 
territories for right parties. Address Box G-152, 
care HarpwarE AGE, New York. 








WANTED—Experienced Hardware Catalog 
Compiler to take charge of Catalog Department 
for fast growi ng, progressive Wholesale Hard- 
ware concern. Permanent position. Prefer man 
who is willing to start at nominal salary and 
build up department, with assurance of advance 
as results from the department warrant. State 
age, experience and qualifications. Also salary 
expected. Address Box G-145, care HARDWARE 
AGE, New York. 





Retail 


WANTED—Experienced hardware clerk in a 
busy Long Island town. Must be a hustler and 
have some idea of buying. Please supply refer- 
ences, state age and salary wanted in first letter. 
Address Box G-146, care Harpware Ace, New 

ork. 











phe ge gi age cr Hardware Salesman 
to call on outside jobbing trade, also help in 
retail store. Splendid opportunity for an aggres- 
sive young man with tact and personality. to 
work into something worth your while. State 
age, experience and —e os, Also 
ary expeeted in first letter. x 116, 
Houghton, Mich. 


4 
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Use the “Opportunity Section” to reach Hardware 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 
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Positions Wanted 


Sales Accounts Wanted 





AN EXCEPTIONAL hardware man, under- 
standing the business from the bottom up, wants 
opportunity to prove his ability, either retail or 
wholesale; experienced in all branches; age 39. 
married, as director of sales, buyer, manager or 
salesman. My service has a definite value; am 
a producer. Address Box G-144, care HARDWARE 
AGE, New York. 





YOUNG MAN of 24, arrived from Germany 
1922, wants position in retail or wholesale hard- 
ware business. Seven years’ experience in all 
kinds of hardware and tools. Experienced in 
bookkeeping, calculation and as shipping clerk. 
Willing to do any kind of work. Albert Dobel- 
mann, 508 Ames Ave., Hammond, Ind. 


Wholesale 


A MARRIED man 35 years. of age with six- 
teen years’ experience in hardware line wishes 
a position with wholesale hardware house. Can 
estimate builders hardware from plans or list. 
Thoroughly experienced in general hardware as 
to calling on store trade or Builders in Metro- 
politan district. Address Box G-130, care Harp- 
warRE AGE, New York. 


HAVE had 28 years’ hardware experience, 
10 years as wholesale road representative. Know 
line A to Z. Interested in proposition as travel- 
ing salesman, manager big retail concern or 
buyer for any line for wholesale house. Married 
man. Best references. Open for specialty line 
to sell jobbers and big retailers. Address Box 
G-131, care Harpware AGE, New York. 














MIDDLE AGE MAN, ten years’ experience 
selling electrical supplies and appliances desires 
position manager electrical department wholesale 
house. Fully competent to open department if 
you are considering this line. Know value of 
competitive lines and electrical manufacturers 
where best proposition may be secured. Address 
Box G-149, care HARDWARE AGe, New York. 





Manufacturing 





SALESMAN—High_ grade, intimately  ac- 
uainted with the wholesale and large retail 
ealers, desires correspondence from _ retiable 
hardware manufacturer or kindred lines, who are 
in a position to handle business in a large way 
for the New York City territory on commission 
basis. Address Box G-129, care Harpware AGE, 
New York. 











LINES OF MERIT WANTED BY ESTAB- 
LISHED OFFICE COVERING NEW ENG- 
LAND RETAILERS. ADDRESS BOX G-151, 
CARE Harpware Ace, NEW YORK. 


Sales Representatives Wanted 


Men ef experience and ability in selling 
the hardware field know and follow this 
section. 











MANUFACTURERS’ REPRESENTATIVE: 
Calling on Hardware, Machinists Supply, Auto 
Supply, Jobbers and larger retailers. Missouri, 
Kansas, Nebraska, Iowa, Minnesota and Dakota. 
Can use one more good line. Commission basis. 
Well acquainted in territory. Not overburdened 
with lines. Cover territory regularly and often. 
Cut your selling cost to the minimum. Address 
Box G-150, care Harpware AGE, New York. 





Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section, 








SALESMEN WANTED 
Manufacturer of TIRE COVERS—SEAT 
COVERS—TOP COVERS—wants salesmen 
who will call on the retail trade. 

LIBERAL COMMISSION 
State experience and territory wanted; can 
be handled as side line. 

ADDRESS BOX G-108 
care HARDWARE AGE, New York. { 

















_A SPECIALTY carrying 20 per cent commis- 
sion on sales to jobbers and 40 per cent retailers 
is available to salesmen. This product is im- 
provement on present fast sellers of its kind and 
superior to them in every way. Display card 
assures sale and resale. en wanted all over the 
United States to carry this profit-maker to jobbers 
and retailers. Address Box G-90, care HARDWARE 
Ace, New York. 





FIVE SALESMEN wanted to sell on com- 
mission for a Hardware Jobber, complete line 
to work from the following cities: Chicago, De- 
troit, St. Louis, Atlanta and New Orleans. Will 
pay commission on all Mail Orders, as weil as 
orders taken by salesman. We have some cus- 
tomers in all territories. Give information as 
to experience, commission expected and refer- 
ences. All information will be held strictly con- 
fidential. Address replies to Sales Manager, 
P. O. Box 1458, Hartford, Conn. 





Sales Accounts Wanted 


SALES AGENCY OPERAT- 





A RELIABLE 


ING AS MANUFACTURERS’ DISTRICT 
SALES MANAGERS DESIRES ONE OR 
TWO RELIABLE ACCOUNTS FOR .THE 


ST. LOUIS TERRITORY. OUR SERVICE 
IS MORE EXTENSIVE THAN THE ORDI- 
NARY BROKER OR MANUFACTURERS 
AGENTS AS WE DO CONTINUOUS WORK 





AMONG THE RETAIL TRADE AND 
THOROUGH CO-OPERATION WITH THE 
TOBBERS. ADDRESS BOX G-118, CARE 
Harpware Ace, NEW YORK. 
SAW 

MANUFACTURERS’ Representative, with 
New York office and established trade calling 


on the wholesale hardware, automobile. house- 

furnishing. exporters and 5 and 10 cent syndi- 

cates, desires to connect with e manvw- 

facturer of hardware or kindred lines on com- 

mission basis for the New York City territorv. 

Reaves Box G-128, care HarpwAre Acre. New 
OrK. 








REPRESENTATIVES WANTED—Experi- 
enced salesmen selling builders hardware to han- 
dle my ae memes | line consisting of Lavatory 
Door Hardware, or Guards, Push Plates, Kick 
Plates, Thresholds, etc, in all sections of the 
country. Straight commission proposition. Ad- 
dress Box 263, Columbus, Ohio. 





SALESMEN wanted—To represent tanner of 
sole leather. Our product is called for by Hard- 
ware and Wholesale Grocery Houses who buy 
Leather in Strips, Taps, etc. Address Box 
G-143, care Harpware AcE, New York. 





SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25c Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 





WANTED: Experienced Hardware salesman 
to represent us calling on the retail trade in New 
York State. State your experience, former con- 
nections and average volume of business. Ad- 
dress Burhans & Black, Inc., Syracuse, N. Y. 


|  SALESMEN_ } 


If you are calling regularly on ¢ 
Hardware Retailer Dealers we 
have a proposition selling our | 
staple line of wrenches Manu- 
facturer to Dealer direct. State 
territory covered. This is a 
standard line with constant re- § 
peat order. 


Arrow Tool Company, Inc. 


) Hammondsport, N. Y. 














EXCLUSIVE representatives or salesmen 
desiring excellent side line wanted to sell to 
hardware, paint and glass trade, a fixture that 


will supplant entirely old style glass board. 
Liberal Commissions and protected territories to 
the right men. B. R, eyers Co., State-Lake 


Building, Chicago, IIl. 


SALESMAN, attractive side line, liberal com- 
mission, sell patented garden implement to job- 
bing trade. State experience, age, territory now 
covered, etc. Address Box 156, care HarpWarE 
AGE, 1420 Widener Bldg., Phila., Pa. 


SALESMEN callin 








regularly on retail hard- 
ware trade to sell Carbo Magneto Sharpening 
Stones and Grinding Wheels. The quality kind 
that bring repeat orders. Liberal commissions. 
A. Goodrich, Inc., 1500 Madison St., Chicago, III. 








SALESMAN wanted for selling mill supplies 
out of .Fort Wayne. All in Indiana; not over 
125 miles out. Address Box G-120, care Harp- 
waRE AGE, New York. 

WE HAVE open one each of these states— 
New York, New Jersey, Pennsylvania for sales- 
men covering the factory trade; to carry our 
line of Industrial Brushes. Either as a direct 
representative or in .connection with other mill 
supplies. Commission basis. We have an_ in- 
teresting proposition for the right man. Address 
Box G-127, care HarpwAre AGe, New York. 








WANTED—Manufacturers’ Agent to carry a 
well established line of soldering specialties. Ex- 
clusive territory. Advise lines you are now 
carrying and territory covered. Address Box 
G-116, care Harpware Ace, New York. 
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PUR ASSORTMENT 
Sdd Extra Sockets and Handles As Needed 





Can You Meet TODAY’: 5 Socket Wrench Demand? 


Thirteen million motor cars on the highways of the 
country means an unlimited, unending demand for tools. 
and especially for socket wrenches. Can you meet that 
demand? You are the tool-source of your community— 
are you prepared to give your car-owning customers the 
service they must get somewhere? 


From the socket wrench standpoint there is only one 
answer. You can meet any demand in the world for a 
socket wrench to handle any or all jobs on any’ or all 
cars with Snap-ons alone. The why and the how of it is 
worth the time it takes to write us a letter. Write it 
today. 


MOTOR TOOL SPECIALTY COMPANY 


14 E. Jackson Blvd., Chicago 
Snap-On Wrench Company, Mfrs. 


Milwaukee, Wisconsin 
Distributing Branches: Distributing Branches: 
Chicago, 1919 Michigan Av. New York, 1776 Broadway. 
Philadelphia, 1511 lairmount 
Ave. 
Pittsburgh, 7232 Kelly St. 
Kansas City, 1933 McGee St. 


los Angeles, 1341 S. Hope St. 
- Th ‘Onl San Francisco, 280 Goldengate 
Ave. 
Portland, Ore., 106-13th St. 
St. Louis, 2609 Washington COLORES ORaRIERY 2" olcaiiiabuaatt a aiaamaR gag tS Indianapolis, 631 N. Illinois St. 


Ave. INTERCHANGEABLE Atlanta, 227 Spring St. 


Minneapolis, 111 S. Tenth St. Dallas, 312 S. Ervay St. 


Richmond, 519 W. Broad St. * ' k i Wi) ) h Seattle, 910 FE. Pike St. 
Denver, 1515 Larimer St. OC. et renc es Detroit, 4849 John R. St. 
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| HARDWARE AGE May 15, 1924 
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See Hoe 





The above test of the bris- J. C. Wilmot Company’s 
tle gripping power and Paint Supply Store, 
—— of Foss- “=.~ Cleveland, O. : 

‘as made _ outside Me a 


Hows This ¥For S Strength? 


TSING a Foss-Set stock brush FON 
q in the center of the tow line, ‘ff 
a three-quarter ton White 
| truck pulled the dead weight of 
1 a 7 passenger Cadillac car a dis- 
tance of eight feet along a Cleve- 
land street. 


Not a bristle left the brush! The 
F’oss-Setting was undamaged, and 
the brush was as sound and good 
following the test as it had been 
before. a, | 















Mr. J. C. Dowda, general ; 
manager of The J. C. 

Wilmot Company, sub 

stantiates the facts re- # 
lated here. 


WELL SET 


jo" 


The entire strain of the pull came 
on the setting! 





The test proved the exceptional strength and brist/e- 
gripping power of Foss-Setting—the strongest set- 
| ting developed for paint brushes in over 70 years. 


Ask Your Wholesaler 


THE Wo OSTER Brusxo. 


Since 1851~ One F; 


One Idee-BevterBrushes WOOSTE 












Send for our life-size 188 
Pound Boy Cutout in col- 
ors—It helps sales! 


GUARANTEED USEIN ANYTHING 











